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A Big Radio Year 


Manufacturers’ Opinions on Important Merchandising Policies 
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By W. E. Underwood 


Last Lap of Sales Contest 


Twenty-nine $25 Prizes For the August Half 





Eveready dealers 


Get the glad news of this new Eveready deal! 
If you already have, your dealers are probably 
ready to repeat. If it’s new news to you, get 
your dealers’ orders today. Twelve No. 2604 
ribbon-black flashlights and six No. 2631 
nickel flashlights packed in the special display- 
carton shown herewith. Eighteen standard 
Eveready Flashlights in all, complete with 
batteries, to retail at $1.25 each. (Regular 
retail price, $1.85!) 

An offer hard to beat! 
The dealer pays $14.63 
for the lot and makes a 
clean profit of $7.87 on 





A new deal for 


EVEREADY 


each carton he empties. FLASHLIGHTS 





.. LS a winner! 


All the flashlights in this special deal are 
genuine, standard Evereadys with all the 
Eveready improvements. The safety-lock 
switch, ribbed-metal case and the latest Ever- 
eady feature—ring-hanger in end-cap. 

This No. 18 combination means a clean-up 
for you and big profits for your dealers. Get 
their orders today! If they have already 
ordered, see if they are ready to repeat. 


Manufactured and guaranteed by 
NATIONAL CARBON Co., Inc. 
New York San Francisco 
Atlanta Chicago 

Kansas City 


Canadian National Carbon Co., Limited 
Toronto, Ontario 


& BATTERIES 





-they last longer 
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O MATTER how well established 
the market is, in spite of the 
efforts to standardize buyers’ prefer- 
ences, there will always be a demand 
for the smart specialty product of 
merit. The time has not yet come 
when every prospect will be satisfied 
with merchandise that looks, per- 
forms and is like every one’s else. 
* * * 
ND that reminds us of one of 
the sights at the Chicago stock 
yards, Old Bill—a ram whose duty 
it is to lead flocks of strange sheep 
about the yards. When they reach 
their destination, the sheep go into a 
pen, but Old Bill ambles on. 
Thousands of visitors yearly watch 
Old Bill at work, and go away to 
tell of his cleverness; but a convey- 
ing engineer adopted the idea and 
designed a box that leads a lot of 
other boxes to the designated spot 
in the system, leaves them there 
and goes on about its business. That 
is what we mean by a smart specialty 
product. 


* * * 


LL of which reminds us of the 

article in this issue on selling 
the industrial plants. A _ jobber’s 
salesman has in his catalog specialties 
which he should not overlook. By 
securing permission to go through an 
industrial plant, or developing the 
engineer to the point where he is 
free to roam around at will, and 
watch the various manufacturing 
processes he can locate some work 
which could be done better in every 
way by means of some electrical spe- 
cialty which he handles. It is a dead 
certainty that all of the industrial 
plants are not using as many electri- 
cal products as they should. 

+ * * 

O DO our usual bit in helping a 

good cause along, we will give as 
announced on page 26 of this issue, 
$5 to any salesman sending in an 
article 200 to 400 words in length 
in which he describes how he made 
a sale by recommending the installa- 
tion of some electrical specialty in an 
industrial plant. We are wondering 
who will be the first one to do an 
Old Bill and lead the way with an 
interesting report. 


Copyright, 1926, by The Electrical Trade Publishing Company 
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Editor’s Page 


The Other Fellow 
Hitters haa of years ago, our fore- 


fathers had to live their lives and do their 

work entirely separate from others. Be- 
cause of that fact, books were few, schools were 
scarce, roads were rare. Comforts even were 
uncommon, luxuries were unknown. Personal 
progress was slow, simply because our fore- 
fathers were forced to live by themselves. 

The comforts, conveniences and opportunities 
we enjoy today are due to the fact that, instead 
of living alone, we are all living with and for 
“the other fellow.” We no longer milk our 
own cows—‘‘the other fellow” sends us milk, 
oiten from hundreds of miles away, and 50 or 
more “other fellows” may have helped to get 
the bottle to our doorstep. 

We no longer make our own shoes—hun- 
dreds of ‘‘other fellows” in scores of lines of 
husiness in a dozen states, using machinery “‘the 
other fellow” has built, give us shoes a-hundred 
times finer and considerably cheaper. 

It’s the ‘other fellow” who provides our jobs, 
insures Our opportunities, aids our progress. 
Every one of the tasks we don’t like or can’t clo, 
he is doing. That leaves us, in turn, a chance 
to do the job we’re best fitted for and happiest 
In. . 

So it’s from him that we learn two important 
lessons. First—Confidence. Confidence in 
one’s associates, one’s firm, one’s industry—in 
all “the other fellows” who have brought us 
advantages of which our self-supporting ances- 
tors never dreamed. 

Second—Co-operation. To our fellow men 
we ourselves are “the other fellow.” It is we 
who must have their confidence—it is we who 
must be responsible to them for the benefits they 
have made possible to us. 

We, therefore, must do our part and serve 
as we would be served—on the job, in the home 
or wherever we meet “the other fellow.” Other- 
wise, we fail, for success is a goal that no one 
can reach alone. 

Only in confidence and co-operation lies the 
secret of happiness for oneself, helpfulness to 
one’s family and friends and usefulness to the 
whale community. Let’s serve “the other fel- 
low” as he is serving us. 

he above is a little preachment by E. H. 
Sider, who is manager of the Combined 
Mc'als Reduction Co. at Stockton, Utah. He 
has the “understanding” mind, 


Liquidation of Installment Credits 
In Case of Depression 


HILLIP W. HABERMAN, who is 

vice-president of the Commercial Invest- 

ment Trust, Inc., New York. has this to 
say upon one of the most important phases of 
the installment plan of merchandising: 

“We often hear the suggestion that the 
liquidation of such credits is fraught with great 
hazards in the event of a sudden depression. The 
problem of liquidation is, however, entirely un- 
like that in the field in which an enforced and 
quick liquidation may be necessary, as in the in- 
stance of the marginal speculation in securities 
whose sudden decline may entail huge and dis- 
astrous liquidation notwithstanding the fact 
that the actual wealth of the country is unaf- 
fected thereby. ‘The liquidation of installment 
credits more nearly resembles the liquidation 
of a funded debt in which the value of the secur- 
ity is at all times controlled by its physical 
usability and not by fluctuating market condi- 
tions. Should it so happen that a period of de- 
pression occur, an early curtailment of purchas- 
ing would be experienced, and, as was learned 
last winter during the coal strike which affected 
a fairly extensive region and during the coun- 
trywide deflation following the war, the liquida- 
tion of the indebtedness would continue and 
probably find comfortable extinguishment. In 
this connection, it must be borne in mind that 
the credits we are discussing are relatively 
short-time credits.” 

x oe x 


A Sun Stroke 

HERE are lots of ways—the way of a 

dog with its bone—the way of a squirrel 

with its nut, ete., not the least among them 
being the way of the jobber’s salesman with his 
summer trade. Methods vary with the indi- 
vidual. Some go at the matter in hand briskly, 
some leisurely. Some get it over with at once. 
Some may be inclined to bury the proposition, 
with the intention of digging it up at a later 
date. 

After all is said and done, work takes your 
mind off the heat about as well as anything else. 
Moreover, the resistance of your customer or 
prospect is somewhat lower when it is hot. AlI- 
though your argumentative blows may not have 
their December pep you will find that the old 
K.O. can be put over as well in summer as in 
winter. 
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This Package 
: SeRFECT 
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Im Goinc AFTER THaTt PRIZE 
IN THE SUMMER SALES CONTEST 


ON OKONITE TAPES 


“How about Tape!—How about Tape! Ill drum that in all through 
August, every time I take a wire order and on every other call I make. 
With these four old standbys to sell—Okonite, Manson, Dundee A and Dundee 
B—I ought to win one or both of these $25 prizes if I put the sting into my 
punches. Everyone knows these tapes like old friends—one or another of 


them fits every tape requirement. It’s only a matter of putting up a fight 
for the business, and, believe me, I’m in the pink.” 


THE OKONITE COMPANY 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 


Novelty Electric Co., Phila., Pa. Pettingell-Andrews Co., Boston, Mass. 


Canadian Representatives: -_ my Materials Limited, Montreal 
Cuban Representatives: ictor G. Mendoza Co., Havana 

















The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 











AUG =2'26 





UYUTUTUTUTUTUT! 








UIMYMYMYMYTETe ee 





‘She magazine of the wholesale 


electrical distributor and his salesmen 


-_ 





$1.00 a Year 


CHICAGO, AUGUST, 1926 


Vol. VII—No. 8 





Write Your Own Ticket 


Flood-Lighting Presents One Way of Doing It—A Kind of Business 
That Involves Year Around Sales 


has hopes of becoming so good and of having such 


By W. E. UNDERWOOD 


regular run but which are mighty helpful in fattening 


er aspiring and perspiring young salesman business. Then there are specialties, things out of the 


a flood of gratifying offers of fat jobs that the boss 
will just naturally have to call him into the front office 
ind say: “Alonzo, we can’t afford to lose you—just write 


sales whenever the chance to sell bobs up. All bread and 
butter and no cake is likely to make Jack a dull boy. All 
cake and no bread and butter is pretty sure to make Jack 


your own ticket, name your salary and we'll gladly pay awful sick. ‘The right admixture of the two makes Jack 


it.’ Oh, happy day! (which un- 
fortunately never dawns for most of 
us). . 

\ fellow may work mighty hard— 
set a bogey for himself that keeps 
him humping to meet, then inevitab- 
lv, sometime, comes a period when 
his sales hit the toboggan. Maybe, 
for some reason, he just loses the 


' old batting eye for a period of a few 


weeks, 

Or, maybe, its just a season of 
hard luck when he is robbed right 
and left of good clouts that should 
lave gone for sales hits under ordin- 
ary conditions. 

\ good salesmanager knows that 
these things do happen and _ he 
doesn’t whip a willing horse. In- 
‘t-ad of bawling out the salesman 
probably offers sympathy and 
ouragement. 

But that doesn’t satisfy a good 
sman ! 

in the life of a jobber’s salesman 
re are always two kinds of busi- 
s which, for want of a_ better 
‘sification, may be called bread 
| butter and cake. One is routine 


s—the things that may be regularly counted on and 
\ ich make up that very necessary thing, volume of 








There are Special Jobs, Like the Flood- 
lighting of Niagara Falls, Statue of 
Liberty, Washington Monument and 
Independence Hall, Which You See 
Here. But for Each of These Classic 
Examples There are Thousands of Less 
Pretentious Monuments or Scenic De- 
lights Where Flood-lighting May Be 
Employed to Distinct Advantage. 





all hotsy-totsy. 

The sale of flood lighting equip- 
ment comes in the cake class. It 
tastes mighty good; it is mighty 
good; and you'll want all of it you 
can get without neglecting bread and 
butter business. 

Another sweet thing about flood- 
lighting is that you can make it 
count when other sales are hard to 
get. 

There’s no closed season on it. Use 
it to fill up the slack season sales 
slump! 

As far as I can find out practical- 
ly all of the jobber salesmen who 
are selling flood lighting are doing it 
in the same perfectly natural and 
simple way. 

They invariably have taken the 
trouble to find out where flood-light- 
ing can be used and there are many 
different applications to be found on 
all sides. 

They repeat these applications to 
their retailers until they get the 
dealer to watching for local oppor- 
tunities for flood-lighting and go- 
ing after them. And these jobber 


salesmen in their travels are always looking for places 
that ought to be flood-lighted and following them up 
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whenever they have time left from their work. 
Flood-lighting is a pretty broad term. It covers the 

night lighting of practically any out-door area which does 

not come legitimately under the head of street lighting. 


It covers the 


roque court, rink for bowling on the green, hockey ri 
volley ball court, horse-shoe pitching pit or even a r 
track. Besides these, are the larger areas such as ba 
ing beaches, football fields, baseball diamonds wh 

indoor bal] 





ornamental or at- 





tention compell- 


ing lighting of 
the 


towers of 


surfaces or 
com- 
and _in- 

build- 


There is 


mercial 
dustrial 
ings. 
hardly a city in 
which one or sev- 
eral buildings 


have not been 
made outstanding 
at night by 
unique and lovely 
effects. 


Every one serves 


lighting 





advertise- 
flood- 
and a 
that 
be used in 


as an 
ment for 
lighting 
sales lever 
may 
selling to other 
buildings. 

Then there are 
special jobs like 
the flood-lighting Sussect To Be 

ILLUMINATED 

Buildings and Monuments— 
White or Cream 
Light Yellow or Buff 
Medium Buff 

Billboards and 


of Niagara Falls, 
the Statue of 
Liberty, the 
Washington 
In- 
dependence Hall, 
just to mention a 
few. For 
of these classical 


monument, 

Bathing Beaches 

Buildings—Construction 
Excavation ” = 

Docks, Wharves, Bridges............ 

Drill Grounds 

Outdoor Athletics 

Outdoor Stage 

Playgrounds 

Yards for Mills, 


each 


examples there 
are thousands of 


less pretentious 





monuments or 


Typical Flood-lighting Units for Various Requirements 


WATTS PER SQUARE FOOT RECOMMENDED FOR 
FLOOD-LIGHTING 


Painted ‘Sigies.337.<..c os: 


played outd 
and_trap-sh 
ing ranges. 
Temporary 
flood-lighting is 
needed at ex- 
positions, 
and carnivals 
Churches offer an 
opportunity. In 
season, 
Chirstmas 
may be 
lighted. 
The wide 
awake 
can scarcely 
travel a mile in 
any region wher 
there are build 
ings without find 
ing plenty of 
flood-lighting op- 
portunities. 
Don’t get cold 
feet if you feel 
you know noth 
ing about flood- 
lighting installa 
tion. Go ahead 
and interest your 
prospect, then 
call upon the 
makers of flood- 
light equipment 
for expert advice 
and cost figures. 
The fundamental 
technical = ques- 
tions involved 


fairs 


flags or 
trees 


flood 


salesman 


Ir SurROUNDINGS 
ArE BriGutLy 
LIGHTED 


Ir SuRROUNDINGS 
ARE Poorty 
LIGHTED 


0.50-1.00 
0.75-1.50 
1.50-3.00 


0.75-1.50 
1.50-8.00 
2.50-5.00 
2.50-7.50 
Orpin ary ConpDrITIONS 
0.05-0.50 
0.50-1.00 
0.10-0.50! 
0.25-0.75 
0.10-0.75 
0.50-1.50 
0.50-1.00 
0 25-0.75 
0.05-0.25 








scenic delights 

where flood-lighting may be employed advantageously. 
Bill-boards and painted signs simply cry for flood- 

lighting. Every manufacturing industry where there is 

out-door space which is used at night is an absolute bet 

Railroad yards represent one of the 

Many plants 


for flood-lighting. 
best markets for flood-lighting equipment. 
have storage yards where no work is done at night but 
which have to be watched as protection against fire and 
theft. Here is a place where flood-lighting can be sold on 
an outright basis of economy—the more light, the less 
need for patrolling. 

Much excavation work is done at night and it requires 
just the sort of illumination best provided by flood- 
lighting. 

Then there is the comparatively new and widely popu- 
This 


embraces the intensive lighting in some cases of a limited 


lar demand for night lighting in outdoor sports. 


area such as a tennis court, swimming pool, skating rink, 


are: 1. What 
intensity of illumination is required and over what area; 
2. How should the equipment be located; 3. What 
equipment should be used. 

But it is not necessary for the salesman to fill his 
head with the technical details. Similarly the local elec- 
trical contractor may do a good job even if he has never 
made a flood-lighting installation before in his life. He 
may depend upon the manufacturer to arm him with lay 
out and plans for the particular job in question. 

The table shown above will give a general idea 0! 
the amount of lamp wattage needed for various flood 
lighting jobs and from it may be determined, by check- 
ing the area to be lighted, the kilo-watt hours consumed 
per month and the corresponding cost for power. 

And here is a little helpful list of the Mazda lamps 
most commonly used for flood-lighting work and their 


lumen output. 
(Turn to Page 98) 
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Doors to Every 


Industrial Plant 


The Jobber’s Salesman Who Persistently Uses the “Side Entrance” Will Get 
the Most Permanent Business From This Class of Trade 


By H. M. HULL 


’ 


OU undoubtedly remember the “good old days’ 

when the circus came to town. Looking back you 

can recall that it was not the boy who purchased 
a ticket at the main entrance, and quietly sat in the seat 
assigned to him who really saw the show. Not on your 
life! It was the “kid” who 


wormed his way under a tent mA 
- sy P ‘ ~ 
at the risk of a sound kick in Rly 
“A 
the pants who actually saw y A, aa \ \ Ny 
a Ss a 
all there was to be seen, and Ro Nee 


heard all there was to be 
heard. 

Calling on industrial plants 
contains a problem similar, 
in a measure at least, to the 
pursuit of our younger days 
mentioned above. Of course 
a salesman should and must 
call on the purchasing agents, 
but the jobber’s salesman who 
does not forget that every 
plant has two entrances is 
the one who gets the orders. 
To obtain your share of the 





plants to ascertain just how big a part electricity plays 
in the manufacture of various products. The first factory 
visited was one of the three largest in Chicago devoted 
to the manufacture of shoes. It may or may not occur 
to a jobber’s salesman that in a plant of this nature 
electrical products would be 
used to any great extent. It 
was however surprising to 
learn just what a big factor 
they were with this company. 

First of all, it was found 
that 36 immersion heaters 
were in use for “toe soft- 
eners” in the lasting room. 
They were used in heating 
water to generate steam after 
all kinds of other heaters 
had been experimented with 
to find a suitable type. It 
happened, in this particular 
case, that a manufacturer's 
agent made the demonstra- 
tion and secured the order, 


“While the Rest of the Salesmen Were Fighting for although the manufacturer is 
Business at the Purchasing Agent’s Desk, He Would - 


business available and to de- Come Threugh the Plant Door With Sufficient Facts willing to sell through elec- 
velop new outlets for your to Get the Order.” trical jobbers, and it is a 


electrical supplies you have 

to get into every nook and corner of an industrial plant. 
The engineer will help you. First of all however you 
must develop the engineer. 

A few years ago I had occasion to call on plants 
of this character with a jobber’s salesmen. Invariably, 
le would “‘pass up” the front entrance and seek out 
the engineer in his office. A check would be made on 
tle stock of electrical material on hand, and suggestions 
of merit as to new electrical processes would be offered 
with the result that while the rest of the salesmen were 
fighting for business at the purchasing agent’s desk, he 
would come through the plant door with sufficient facts 
to get the order. He was in a position to function in 
this manner, because he had developed his acquaintance 
“side entrance” as 


- 


‘ith the engineer. By going to the 
were, making himself known and walking through the 
ant with his eyes wide open on each visit, he had made 
mself valuable not only to his own house but also to 
« engineer. Many opportunities arose for him to make 
ggestions which would meet with the engineer’s ap- 
oval. Time and again he got an opening to recommend 

use of electrical material on various processes. 


\ trip was recently made through several industrial 





product which the jobber’s 
salesman can very easily sell. 

Electric treeing irons were of course extensively used in 
this plant. Marking tools and finishing wheels were heated 
by gas. On the other hand, scores of electric hot plates 
for heating various liquids and coloring matter are 
installed. When questioned, the engineer stated he had 
no favorite kind, in fact any type would do. 

Heaters for fillers (a material which is put between 
the soles) were being operated ‘by steam. There are 
electrical types on the market and this company was 
broad minded enough to try them in the score of cleanli- 
ness, and compactness, but it was found that they con- 
sumed about three kilowatts, and as steam is available 
all the vear around at a small cost, it was decided to 
continue using the former style. 

Gas heated burnishers were also in use. There are 
electrical ones made for the machines, although not all 
electric burnishers fit all the machines. Nevertheless 
there is opportunity here to sell the electric type. 

The maintenance material consisted of lamps, lamp 
guards, industrial reflectors, individual lamps for sewing 
machines, and electrical fans. Practically all of this 
material was purchased through the electrical jobber. 
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Going further into the details it was found that the 
purchasing department placed the orders for the main- 
tenance equipment, but that on all the rest of the mate- 
rial the purchases were made on the recommendation of 
the industrial engineer. He stated he was open to con- 
viction on any new device or equipment that would be 
He is available to 
any jobber’s salesman who calls on him. If the improve- 
ment recommended suits him he would just as soon buy 
through the electrical jobber. 


cheaper or better for the purpose. 


It is ideas, service, and 
results in which he is interested. 

At the other plants called on, it was found that the 
same condition prevailed. A manufacturer of radio prod- 
ucts was interviewed, his purchasing agent and engineer 
both taking the time to discuss the subject. Rubber covered 
cord, plugs, and binding posts were purchased in con- 
siderable quantities for their products. Both the engineer 
and the purchasing agent were satisfied to secure this 
material from the jobber’s salesman provided his price 
was in line. 

On maintenance work, testing instruments, lamps, cords, 
sockets, plugs, wire, conduit, motors and so forth were 
purchased. With the exception of the testing instru- 
ments, most of this material was purchased from the 
jobber. The purchasing agent stated that the jobbers’ 
salesmen were extremely active in calling on him, and 
he was quite satisfied with the service secured. 

In this plant electric space heaters were used to some 
This is a product sold through jobbers and 
those salesmen not familiar with it and its possibilities 
would find it to their advantage to go through a plant 
where they are used and familiarize themselves with its 
functions. 


extent. 


On testing instruments, the engineer contended the 
jobbers’ salesmen did not have the technical knowledge 
necessary to sell them. It was then pointed out, that 
a jobber’s salesman is not expected to have the highly 
technical knowledge necessary to go into a discussion 
on testing instruments from an engineer’s standpoint, 
but his function is to ascertain the need for them, secure 
all the information necessary to furnish the proper instru- 
ment and then take the 
matter up with a 
manufacturer’s repre- 

If he does 


has 


sentative. 
this, he 


share in promoting an 


done his 


order, and has likewise 
accomplished all that 
could be expected of 
him in the sale of an 
instrument of this na- 
ture. 

To the 
electrical of 
the smaller manufac- 
turers, a toy factory 
The com- 

upon 


ascertain 
demands 


was visited. 
called 


manufacturers 


pany 
toys 
not of the 
type, 


which are 


electrical so 
there was no call for 
electrical mate- 


rial for its products. 


any 


You Have to Get Into Every Nook and Corner of an Industrial Plant. 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR 


It was found, however, that motors had been purcha: 
in large quantities to make all machines used in mai: 
facturing electrically operated. Fans, lamp and _ la: 
cord were also purchased as occasion demanded. 

The one product, however, which the jobber’s sal. 
man has to sell which this company uses in quant 
is solder. Salesmen should not overlook solder w! 
talking to the average plant engineer, for it is used, 
some extent at least, in every plant. 

There are jobbers especially those located in mai 
facturing sections of the country whose sales to ind 
trial plants run into considerble volume. There is 
reason, however, why any electrical jobber should 1: 
increase his business from the industrial field, if he w | 
see to it that his men call on the engineer as well 
the purchasing agent, go through the plants in th: 
territories when the opportunity presents itself, and mak. 
The bu 
ness is there. It is only a question of developing it 
going after it in the proper fashion. 


piausible recommendations wherever possible. 


Lach order secured, especially if it contains a problem 
of a difficult nature will give the jobber’s salesman jus 
that much more confidence in going after the next pros 
pect. And, the one point which should be borne in min 
is that the industrial engin- 
eer has so many ramifi- 
to 
that he is always ready 


cations his position 
and willing to take expert 
advice on plint 
im provements 
in- 


from we'll 


formed salesmen 


The Engineer 
Will Help You. 
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Circular Letters With a Punch 


HERE 
sort of 
jobbers 


brings home 


Perhaps there are none who know this fact any better They can be secured in many ways. A file of clippings 
than does the well known southern jobber, the Piedmont containing “ideas’’ may be kept and whenever a catchy 
Electrie Co. of Asheville, N. C. expression is located, it can be filed away and used when 
This live wire jobbing house which, by the way, also found appropriate for the letter planned. The system 
operates a branch at Greensboro, N. C., does a great deal always assures one of having plenty of ideas on hand for 
of circular letter advertising with excellent results. And, various purposes. It will well repay the sales corres- 
it has found from years of experience that of the various Pondent who uses it. 
tvpes of circular letters which it has used, the letters The bodies of these letters are of the same tone as the 


which have a 


deal better than the more usual styles of sales letter sent style that they just seem to jingle themselves along with- 


out by the 
past. 


In buildin 


letters it has found that a We're as busy as the Devil over our way so wa'll oughly read the letter and has 


snappy catch 
the letter th 


caps when the stencil is made 
is bound to arrest the attention 
of the dealers and consequently 
is more than likely to secure 
an order. For instance, there 


is the lette 


used that started—‘‘Ever Try Seesasl Flashlights and Batteries complete? Better rush pulled. Note how the “head,” 
Standing On Your Head To 
Talk?” It was felt that a man ht and eal anil’ Golan Gaetan, cae tae subject matter of each letter. 


would be bound to read such a the slower sellers and made up an assortment of the quicker That point should be borne in 


letter. The 


. od t rich ick ik to tel) bout thi abinet offer. “<< 99 . 
company was on the right They're LIMITED, TONE head” is. it must have a def- 
track, “Ever Watch A Glass ee OS SE inite bearing on the subject or 
Of Milk And Some Chocolate EVER TRY STANDING ON YOUR HEAD TO TALK? it will disconcert the reader. 


3. 
PICKING UP SS. BTiS 


If not, you've ® 
life. 


ti- 
Here's how you 40 4 . drink 


Firet - oF 


der 
nixere. They are 


good for 13 yeare. 
Second - 
Third - Self 


h - Pick 
Re caeet 


ie the easiest 

Which are 7 
out and get ‘ea 
reader? 


the story 






call on the live drug 


om 5 oe ee ing scheme we Know O'+ 


Yeliers or are you 


the tay you vee the ones 









































A Few Samples of the Piedmont Electric Co.’s Letters That 
Get Attention and Business 


By RUSSELL VORHEES 


is no doubt about the fact that the right Syrup Try To Shimmy Itself Into A Milk Shake ?’’—that 
punch is just as useful a thing for electrical is the start of another letter that got attention and 
to have as it is for prize fighters. It always business. 

the bacon, as the well-known saying goes. It is not a very difficult task to obtain these heads. 


certain definite punch to them pull a great catch heads. They are easy to read, written in such a 





company in the out any effort on the part of 
> . | 
SUMMERTIME - g > > 
STMTRTINE = ay DAPTERIES the reader. The first thing the 
BIG, FAT, STEADY PROFITS - 


g up its circular recipient knows he has _ thor- 
THEY'RE _SYHORYMOUS) 


line at the top of eT ee absorbed in its entirety the 
at can be put in message that the Piedmont 
people wanted him to get. Cir- 
cular letters like these are 
bound to secure business. 


The few examples given here 





were chosen at random from 
Just wanted to remind you that summertine with ite 


i ce , otor trips ing parties and out-of-doors life i ‘ircul: tters thie re 
r that it recently flashlight days.” TOUR CUSTOMERS Will want new Datteries, circular letters which have 


new bulbde and frequently new cases. Is your stock o: 


in an order to fill in your broken stock. They will sell 
like hot cakes thie summer so don't be caught short. 


And while we're Moai Reng batteries - have 
you eeen the dandy Silent eswinner Cabinet the *+**:+*, 


catchy in itself, ties-in with the 


get one - bye, FREE! The'ss+::+ people have culled out 


sellers including batteries, bulbs and flashlights. They 
It 1 tl Spel he them in a st handy bea for boos pote + = 1 N tt | | tl 
2S Ss Te 1e en't time to make up hie own aseortment. e Cabinet ie . NO C > ow goo 1€ 
results prov a FREE. If you want to know how to fire half your sdles force Eeasane o matter now aC . 














NOT SO EASY. 



















But that ie What a lot of your customers feel as if 
they were doing when they telephone because they have 
to reach out, bend over, twiet around, lean forward 
and go through several other gyrations in order to send 
their voice over the wire. 


















. EVER TRY IT? 
BILLS 18 GREAT TONS’ your youns 


Watcr 
fun de luxe 'Y TO 


CHOCOLATE synup ne 


- -_ 
A GLASS Of urLr SOME 
ILE AND 
SHIMuy ITSELF Into A MILE SHAKE? 
© darn hard On the 


Wise bi 
a Sts use rds, by tha 
& Mo, we mean the 
and do the Job ine egy real 1 


milk, Tt oan te done bus i: 
Not eo with the ..... Telephone Bracket. You juet 
2 eouse oovece in reach out - easy thing to do - grab the phone and pull 
oy te the market - cae oe € it right up to your mouth and begin to eputter away. 
the bes mly 15 bucks each. 
y 


They cost © 
giete in your section. 


} 
Senseo Dri ive 
Simplest thing on earth. nk Mixer 


These » 
ee an achines are fool | 
= | 
seen ale rate of 23,007 teed Sen ar eiezeoer | 
$23 000 Tevolutions « one 
a ee y have in Russia ino lifetias 
— 8¢ mach deen 
Or 12 years and are anit fat or omy 86 
pe action, 
etre Y cost £18.75 
1th the order wets peed! JOU send your 
ve 
wr WEY nor GIVE Your DRINK BUSINEss roth | 
=SS A Goop SHAKING 


The telephone is supposed to be a convenience and it 

ia if you are a first claes acrobat. The ..... Telephond 
Bracket enables an orddmary subscriber to telephone with) "°T® Tevolutions than 
out being an acrobat. Get the idea, don't you? t 





tem each & mixer. 
up $3.75 clean profit at each drug 
If you eold the ..... Brackets your subscribers would 


@ thie get the brackets. 


rk 
and print German van 
Pstece run from $4.50 to &7.50 depending on size and 
style. 





t, I'm goin’ 
one of them “inne Slee Hose Jourie) 





We allow you a discount of 25% 













BE SURE AND WRITE YOUR NAME PLAINLY ON THE EWCLOSED AM. 2 


plank will tel. 
ed order ORDER BLANK. 






*e* eesee WILL DO It, 
Youre for ® B00d season _ 


PIEDMONT ELECTRIC COMPANY 






Yours for digger business, 
MONT ELECTRIC COMPANY 


Thanke! 






Yours till we hear from you, 
PIFDYONT ELFCTRIC COMPANY 





PIE 











Examples of Sales Letters That Have the Punch 
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Trade—Or the Man 


A Little Study of What Is Best in Business Life—The Man Behind 
the Deal Is More Interesting Than the Deal Itself 


By MAURICE C. MOORE 


FEW days ago, happening to take count, I found 
that this very month I complete just a quarter of 
a century in business life (it sounds like a period 
of geologic time stated that way, but of course I am still 
only a greenhorn and probationer compared with some), 
and like most people when they reach a significant mile- 
stone, I sat down by the wayside, as it were, for a little 
rest and to take stock of the 
journey. The period between 


interest is in the flesh and blood of which these are t}), 
symbol and expression. Even in the thick of the fray | 
have never quite lost the feeling, not specially sought or 
cultivated but coming naturally, of being always more 
Icoker-on than actual participant. The man or woman 
to whom I have sold goods or with whom I entered int. 
any other kind of transaction has always set me reflect- 
ing and pondering. Persona! 
ity is the most fascinating 











college days and now, so re- 
viewed, provided its plentiful 
and _ fail- 


ures, hopes and fears, activi- 


share of successes 
ties and rest intervals, but cut- 
ting out memories of all these, 
and comparing only the raw 
it was 25 


material as years 


ago with the article as it exists 


thing in the world. Its phases 
and surprises are inexhaust- 
ible. To meet 50 people a 
day in the course of business 
and afterwards to be able to 
say that you fully compre- 
that know 
why they are, what they are 
and why they are content to 





hend them, you 








to-day (and it doesn’t pride 
itself on being anything like 
a finished or perfected prod- 
uct, I would hasten to say) 
I found I 
of the result. 

This 
egotism because I only mean 
that I subscribe to the doc- 
trine about traveling hope- 
fully being better than the 


could be tolerant 


can be said without 








actual arrival; and whether I 


be so, is something that in 
my judgment no one has ever 
yet perfectly succeeded in do- 
have 


Some come 


VEFPY man is a 
E genius. If every 
man’s genius does 
not always show, it 
is because he has not 
had the opportunity 
to exercise it. Society 
will one day learn 
how to develop every 
man’s genius. 


ing. may 
near to it. But always, to 
the most penetrating observer, 
there must ever remain be 
yond grasp 
derstanding a number of in 
for to 


one’s and un 

factors; 

one 
that 


-alculable 





comprehend man 





thoroughly I say you 








have arrived anywhere in 


particular—and who in mid- 


career knows that about him- 





self for a certainty ?—I have 


must yourself possess in som 
degree the characteristics 01 
all men: and is that not so’ 


| Consider the infinite variety 


dow J Troms mre c 














beyond question traveled on 
the way not only with hope 
but with a vast amount of solid pleasure and an extra- 
ordinary degree of interest. It is a wonderful world. 
‘iwenty-five vears is 9,131'4 days, and although I have 
had my share of awkward moments, probably not more 
than the odd 13114 of those days could be truthfully 
dull, 
whether from this angle or from that—quite unprofitable. 
To feel that you have dared a bit, have taken the risk 
here and there that you felt you ought to take, instead 


described as having been really barren, and— 


of refraining and thereby in later years having to ask 
yourself this question which can now never be answered, 
whether it would have been better after all to have fol- 
lowed your instincts and taken the plunge: these things 
make you feel, on a reckoning up, that the game has been 
well worth the candle. 

I find, on such a reckoning, that what has chiefly 
attracted me in business life has been the human factor. 
With some it is the deal, with others the dollar: my chief 


of our human kind! Con 
template the types of mind, 
each wonderful and excellent in its own way, which exist 
and function in totally different, unrelated worlds! Bb: 
hold the master-mathematician whose experiences ar 
conditioned entirely by concrete facts—measurement and 
weight, size, quantity, relative positions—and the dreamer 
to whom the “realities’’ of the man of figures are but as 
cloud-cast shadows, with no more permanency and rea! 
existence; or the geologist who lives in the story of the 
earth over millions of years, to whom our longest epoch 
of recorded history is but a fleeting moment on the dia! 
of Time—and against him, say, the owner of the “stunt 
newspaper whose horizon is bounded by the events 0! 
yesterday; or the man whose philosophy is to “eat, drink 
and the man who would rather starve than 


and be merry,’ 
live what he must regard as a life of fatuous, easy sloth: 
Or the salesman who would sell and fit a set of artifici! 
teeth to the cannibal king, and the man who would mak 


a prompt get-away over a 10-foot (Turn to Page 10! 
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Hurting Business 


Every Jobber’s Salesman Can Help the 
Industry by Watching His Custom- 


ers’ Accounting Methods 


By J. E. BULLARD 


NY salesman who continues to sell to any contractor 
or dealer who does not keep a satisfactory set of 
books is going to cause his house a credit loss 

in the end and hurt the business of all his other customers. 

[his may seem like a broad statement but nevertheless 
it is a fact. Any man who is in business and does not 
keep so accurate a record of his business that at least 
once a month he knows exactly what he has made or lost 
that month is not a safe customer to whom to sell goods. 

It matters not what financial backing that man may 
liave, he is not a good risk. On the other hand any man 
who is honest, who has some business ability and who 
keeps such an accurate record of his business that he 
knows exactly where every cent goes and just what he 
is making or losing is a good business risk. He is a good 
risk because no man with any business ability at all will 
vo on losing money. He will change his methods in such 
a manner that his business shows a profit. 

If a man does not keep accurate records and know 
exactly what each job done nets him and just what he 
i: making on the different appliances and merchandise, 
le is bound to do more work than he thinks at a loss and 
le is going to sell a good many things at less than the. 
total cost of buying them and handling them. Yet he 
nay think that on the whole he is making money. Per- 
haps the poorest business man of all is the one who 
starts in business with too little experience and too much 
money. . 

Such a man can usually command a good deal of 
credit. Both the salesman and the credit man are likely 
to look at his financial backing and consider him a good 
risk. Unless that man employs a first class bookeeper 
ind unless he takes the records made by that bookkeeper 
with a great deal of seriousness he is not likely to make 

success. 

One type of competition that is hard for the contractor 
r dealer who is doing business on a sound basis to meet 

that of the concern having plenty of financial backing 
ut which does not know to the degree it should what it is 
esting to do business. This is harder competition to meet 


than that of the curbstone contractor because the little 


llow cannot do so much harm as the fellow with more 
oney., 


In general, though, both the curbstone contractor and 


‘he firm starting with plenty of money but without ade- 


If the 
ttle fellow who uses his home as his business head- 
larters were to keep a good set of books and knew 
‘actly what is is costing him to do business, he would 
ange his system of estimating prices. He would add 


iate business records are in the same class. 


erhead he leaves out now, he would include a number 
items that at present seem too unimportant for him to 
msider. He would cease to cut prices, improve the 
‘ality of his work and begin to make a real net profit. 






“One Reason Why There Are So Many Individuals in the 
Contracting Business, the Appliance Business and the Radio 
Business is Because There is a Very Large Percentage of 
Them That Do Not Know How Much Money They Are 
Losing. Many of Them Should Actually Have Their Heads 


Examined. 


His competition would not then be hard to meet. 

One reason why there are so many firms in the con- 
tracting business, the appliances business and the radio 
business is because there is a very large percentage of 
them that do not know how much money they are losing. 
Many of them should actually have their heads examined. 
Too often they do not realize this until the assets are 
liquidated through bankruptcy proceedings. 

The age of a concern, its financial backing, or the size 
of the business it is doing does not indicate how good a 
business risk it really is. One good-sized concern that 
had apparently been doing a profitable business for a 
number of vears found itself in difficulties. 

With the consent of the other creditors and of the firm, 
the largest creditor arranged to take over the general 
supervision of this business in the effort to get it back 
on its feet and place it in a position to pay a hundred 
cents on every dollar it owed. The first thing this credi- 
tor had to do was to place an expert accountant in charge 
of the books and to work out a system of accounting that 
would tend to cut down expenses and which would at all 


times show exact!y where the business stood. 
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It took about a year to get the business on a really 
Every change made was based on careful 


sound basis. 
and the most detailed records were made of 
everything. After the accounting system was once really 
working and it showed that the business was beginning 
to make profits, less difficulty was experienced in getting 
loans when they were needed, and the concern began to 
prosper. As a matter of fact it began to prosper to a 
degree it had never prospered before. 

This particular business was founded by two men. 
One man was very practical. He knew how a job ought 
to be done and how to get the men to work. The other 
man had leaned more toward keeping track of the busi- 
It was while these two men were associated that 
the business grew and prospered to the point where it 
became the leading concern in town. Then the man who 
had been the one who really kept track of what was going 
on died. The other man continued the business. He 
became lax in record keeping, relied more on judgment 
than actual knowledge of what was happening and 
because his costs data were not up to date took jobs at 
less than cost. 

It would not have been so bad had this firm been the 
only one to suffer but a number of smaller concerns were 
driven out of business because they could not meet the 
competition of this firm with greater assets than they 
had. The salesmen who continued to sell to this big firm 
after one of the partners died could hardly help realiz- 
ing that things were not going as well as they had gone 
before. If they had no other way of learning, they could 
surely get an inkling from what the other firms in town 
had to say. 


records 


ness. 


All the trouble can be traced directly to careles jes; 
in keeping business records and had the salesme  +-- 
ported back to their houses what was going on anc |\aq 
the credit departments of these houses demand | 4 
monthly statement from this firm, the conditions i tl 
electric contracting and dealer business in that owy 
would never have reached the very sad condition ‘ley 
did finally reach. Neither would it have taken s ong 
to get this concern back on its feet for the purpo.. of 
saving the very large loss which would have res i\ted 
had the creditors insisted on a prompt settlement ©. the 
company’s bills. 

A monthly profit and loss statement that is acc irate 
and which shows the exact condition of the business is 
the only safe basis on which to extend credit or ti sell 
goods. Any salesman whe will watch the bookee ping 
methods of his customers and who will make it a point 
to hold down the sales to those concerns that do not have 
an accurate bookeeping system will render valuable sery- 
ice to his house. Moreover he will render even mor 
valuable service to those concerns that are being con- 
ducted on a sound and sane basis. It will tend to climi- 
nate a lot of unfair competition. 

In all industries, the practice of selling goods other 
than on a strictly cash basis to concerns that do not kee) 
accurate business records and know how much they ar 
making or losing lowers the standards of business and 
creates a lot of unnecessary loses for everyone engaged 
in business. The time will probably come when all tlie 
credit extended will be on the basis of monthly state- 
ments showing the actual condition of the business. No 
well managed bank will continue (Turn to Page % 

















NATTENDED fog signals are now established at Rosneath Patch, a sand bank in mid-channel at the entrance to the Fi 
Clyde, Scotland, and also at the Whitefarland Point, nearby. They are of the type in which a gun is fired at regular int: 


during periods of fog. 
and somewhat nearer Whitefarland Point. 
periodicity to stop them.—Herbert Photos. 


The operation of the guns is now controlled by radio from Gourock Pier, 1114 miles from Rosneath | 
Radio impulses of a certain periodicity are sent out to start the guns and of a di!/ere! 
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Preparing for a 


Big Radio Year 


Manufacturers State Their Opinions on Seven Important 
Points of Radio Merchandising Policy 





HE July issue of Tue Jos- 
BER’s SALESMAN contained 

illustrations and descriptive 
matter on the new radio sets and 
parts available to jobbers for the 
1926-27 season. The next important 
question in the jobber’s mind, after 
he has learned about the new models 


VP Rr Yep = 





on the market is the sales policy 


General Distribution. 
Changing Models. 
Handling Parts. 

Carrying Stock. 

“Riding’”’ Novelties. 

The Jobber’s Duty. 
Advertising and Sales Helps. 


shipments except in cases where his 
stock on an item has become unex- 
pectedly depleted. He should issue 
a radio catalog if at all possible. 
He should hold sales conferences at 
the very least once a year to enable 
the manufacturer to exploit his prod- 
uct and its merits to his men. A 





radio department under the super- 





behind the products. There are, in 

reality, two angles to this policy. On the one hand there 
is the manufacturer’s sales progam as concerns his work 
and effort in the interest of his distributors. On the other 
hand there is the iobber’s scheme of effort comprising the 
normal and logical help which a manufacturer has a right 
to expect from his distributor. 

On policy the jobber feels that there are certain things 
the manufacturer should do. He must help in breaking 
down sales resistance by using advertising of a judicious 
nature. He should furnish window displays and litera- 
ture for the dealers. He should not insist on overloading 
his jobber. He is expected to standardize his sets as 
consistently as possible. He should have a sales force 
of sufficient proportions to render help to the jobber’s 
salesmen when necessity demands. 

Of equal importance is the co-operation the manufac- 
turer anticipates from his jobber. First of all, he should 
carry sufficient stock to: meet his normal demands. The 
jobber should not expect the manufacturer to make direct 

+ 


GENERAL DISTRIBUTION:—‘“We believe that 
the general distribution policy of a manufacturer should 
be through legitimate and well established jobbers. At 
least in the case of accessories, they should not be distrib- 
At this time 
consideration must be given by the manufacturer to job- 


uted through exclusive jobber franchise. 


bers in the radio, musical, hardware, electrical and auto- 
inotive trades.” . 

H. C. Monr, Manacer, Rapio Division GLENN L. 
Martin Co., CLEVELAND. 


“Our company distributes radio material to recognized 
ind responsible jobbers handling that line of products. 
t does not deal with the retailer direct. This company 
oes, however, supply the radio retailers with advertising 
iaterial which is so designed and written as to have an 
ppeal to the consumer. 

“In other words, our policy is to not only request the 
obber and the dealer to carry our radio products in 
tock but it is to strengthen their desire to handle them 
nd help make a profitable business for them by going 
lirect to the consumer with a complete story about the 


esults which may be expected when our material is se- 
‘ected and used.” 

P. A. Powers, ApvertTisING MANAGER, BENJAMIN 
‘LEC. Mra. Co., Cuicaco. 


vision of a trained man is desirable. 
The idea of having special radio salesmen is popular with 
some manufacturers, although it is frequently found that 
the jobber’s salesman prefers to handle his territory him- 
self. A technical service department should be maintained 
by the jobber to test returned goods and correct minor 
defects which normally arise. 

In general, the above gives the policies both parties 
are expected to maintain. Below are given specific state~ 
ments by various manufacturers as to the sales course 
they have planned for the season at hand. The most im- 
portant phases of radio industry have been freely and 
broadly discussed by the manufacturers. It is excellent 
proof of the fact that the radio business is now on a 
sound footing and that both the jobber and manufacturer 
may feel that rapid strides have been made in the proper 
methods of merchandising this class of product. It is felt 
that this information will be of great assistance to both 
the manufacturer and distributor, especially at this time 
of the year. 

* * 

“Our sales distribution is carried on tbrough sales 
agents located in such centers as Chicago, Cleveland, 
New York, Philadelphia, Boston, Minneapolis, San 
Francisco and Los Angeles. We try very hard to secure 
as representatives men who are well known and wel) 
liked among the trade in their communities, and men who 
will not only solicit jobbers for orders but who will actu- 
ally do a fair share of missionary work among dealer; in 
their territory to help sell our products. These men are 
also supposed to arrange a fair amount of publicity in 
local newspapers, and we in turn help this along by 
advertising in the newspapers.” 

H. E. Osmun, Sates ManaGcer, CeEnTRAL Rapio Las- 
ORATORIES, MILWAUKEE. 


“Our company recognizes a representative group of 
radio jobbers who have been carefully checked but in 
order to make sure that they are legitimate jobbers at the 
time that they are accepted we further check them at 
regular periods to see that they are really co-operating 
with us and pushing our material. 

“We feel that by thus limiting our jobbers and keep- 
ing our jobbers continually up to date we can assure 
satisfactory business for each and every one of them. We 
feel that no jobber can afford to push a line unless it 
makes money for him, and for this reason we feel that 
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our line should be well distributed in every locality but 
that it should be limited to a small enough number of 
jobbers so that each one of them can sell a satisfactory 
volume.” 

Pauu Dare, ProMoTION aND DEVELOPMENT MANAGER, 
Betpen Mere. Co., Cuicaco. 


“The quality of our products has made it possible to 
sell the better class of jobbers and it is our opinion that 
manufacturers following this policy will continue to get 
the bulk of the radio business. 

“The past four years have been very much unsettled 
for radio manufacturers, jobbers and dealers, but through 
this period we have maintained our policy of selling ex- 
clusively through the jobber. We lean towards the job- 
ber, letting him buy as he believes he can sell, which 
gives him an opportunity to keep his inventories low and 
work on a rapid turnover basis. 

P. S. Premrer, Sates Manacer, Trimm Rapio MFe. 
Co., CHICAGO. 


“Our distribution is exclusively among jobbers. We 
do not sell direct to the retailer or consumer. Our mer- 
chandising helps consist of four-page folders, envelope 
stuffers, standard salesman’s sheets and catalog electro- 
We refer all inquiries direct to each jobber in his 
The original inquiry is attached to a card and 
A smaller 


types. 
territory. 
envelope stuffer and forwarded to the jobber. 
card, with an envelope stuffer and the jobber’s name 
and address is forwarded to the party making inquiry.” 

S. W. Buianpin, Sates MANAGER, BLANDIN PHONo- 
GRAPH Co., INc., Racine, Wis. 


“With parts of rather small monetary value such as 
ours, it does not pay to arrange for exclusive jobber 


distribution in the territory, and it is not advisable t 
have exclusive specialty men operate in these territoric 
in co-operation with jobber salesmen. We do arrang: 
however, for our sales agents to call on dealers fro 
time to time, making a drive on some particular product 
and making certain the dealer is thoroughly familia 
with the sales advantages of our merchandise and wit! 
the many advertising helps we furnish.” 

H. E. Osmun, Sates MANAGER, CENTRAL Rapio Laz 
ORATORIES, MILWAUKEE. 


CHANGING MODELS:—“We believe that it i, 
very essential that manufacturers should as quickly as 
possible come to a policy of models not oftener than onc: 
These should be announced to the trade not later 
than June. It is impossible, of course, to standardiz: 
at this stage of development of radio. We believe, ther: 
fore that arrangements should be made to announce an) 
new addition to the line, or change in models, at one 
time of the year, preferably June, so that the jobber can 
catalogue and prepare his salesmen and his trade before 


a year. 


the consumer buying season begins.” 
H. C. Moxnr, Manager, Rapio Division, H. G. Saat 
Co., Cuicaco. 


“We do not make a complete radio receiver and there 
fore have no particular experience with reference to the 
advisability of changing models. Undoubtedly, there 
will always be the matter of cabinets and exterior styles 
to consider and without posing as an expert, I would 
venture to say that once a year is plenty often enough 
to change styles.” 

a 
Evectricat Mre. Co., Cuicago. 

(Turn to Page 104) 


Powers, ADVERTISING MANAGER, BENJAMIN 





instruction card. 


turers. 
31 as possible. 





Now for the Prizes 


THE JOBBER’S SALESMAN 
“Summer Sales Prize Contest” 


O homing pigeon is going to lay a $25 check in the hands of 

any contestant, in either the July or August halves of the contest, 
unless he has complied with the instructions sent him on the printed 
Those who have entered the contest 
figured up their gross sales for the month of July, in the eligible 
lines, should not delay in entering them on the card, signing the card 
and sending it to their sales manager for him to countersign. 


Also, be keeping a record of your August sales for the August eligible list of manufac- 
This August card should be sent in to your sales manager as soon after August 


There are going to be a lot of $25 prizes given out for the two halves of the 
contest, net only by us but by some of the manufacturers who are co-operating, so don’t 
let a minor neglect, like failure to send in your record, keep you out of the running. 


and have 
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A Self-Starter 
Needs No Cranking 


A Thousand People Had Seen an Apple Fall Before Newton. 


Help! 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


He Did 


Not Cry for Help But Instead Deduced a Great Law 


that they do not get any encouragement. 
They have no pull or influence. The _ line. 


V tin constantly hear people complaining 


reason that this or that 
young lady does not 
vo forward in grand 
opera is that she has no 
friend to back her. 
Many an actor com- 
plains that nobody will 
give him a chance. 


Brilliant young gen- 
iuses throng the gro- 
cery store and lament 
over their whittlings 
that they have no 
proper connections. 
There are so many hard 
jobs in the world. 
Labor agitators com- 
plain that wealth and 
suecess go only to the 
favored few. The im- 
pression seems to be 
that all you need in 
this world is somebody 
to, boost you and you 
will get to the top. 


But, says an ex- 
change, who showed 
Marshall Field how to 
do business? It calls 
attention to the fact 


that nobody was responsible for the fame of 
K'rances E. Willard or Sarah Bernhardt. No- 
body cranked up Charles Schwab or Lloyd 
John Jacob Astor did not need some 
friend to give him a boost, nor did John D. 


George. 


By DR. FRANK CRANE 


cumstances. 


q 








| 


themselves. 


Copyright, 1926, by Dr. Frank Crane 





which Grant had in the Civil War. 

difference was that Grant had a self-starter. 
After all is said and done, the principal cause 

of most great men’s greatness lies wholly in 


Rockefeller owe his prosperity to favorable cir- 
Henry Ford was the first in his 
Who was it that stood behind him? 


As a matter of fact, 
the men that have got 
to the top. were 
equipped with self- 
starters. ‘They never 
asked for help and they 
never got what they did 
not ask for. 

There is no doubt 
that some men owe 
their prosperity to the 
right combination of 
circumstances, to a 
proper opening up of 
opportunity, and pos- 
sibly to the assistance 
of a friend. But aman 
has to have the root of 
the matter in him if he 
is to take due advan- 
tage of his favorable 
circumstances. 

A thousand people 
had seen an apple fall 
before Newton. It took 
a genius to deduce from 
this commonplace oc- 
currence a gréat law. 

Many generals had 
the same opportunity 
The only 





An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, b » 
Jobbers, on Market and Price Conditions for 22 Key Products 













CENTRAL STATES* 


WESTERN STATES 








COMMODITY July 15 





EASTERN STATES* 
MARKET PRICES 
June 15 to General 


Trend 


MARKET 
June 15 to 
July 15 


PRICES 
General 
Trend 


MARKET 
June 15 to 
July 15 


PRICES 
Genera! 
Trend 





















Transformers, insulators, distribution equipment 








Poles and pole-line hardware 





Switchboards and accessories 








Motors and control apparatus 














Safety switches 




















Wiring devices 














Conduit and fittings 







































































































































































































































































































Fuses .. bok Baal 
R. C. wire and cable. 10;15; 3] 0}; @ 2 Tut e 1. 814 | SG 87 OoF"3 21 0 
wa Ses SUME Sheds Snes Se Cee Cree) Se =~ 
W. P. wire. } 17 4 1 | 15 6 4) 15 5 0 | 12 6 5 2 2 0 i 0 
Lamps 61d} 21 0 | @i- 0 6} i164); &} O}'17 | 2 Lt Sy OT er} 60 
Industrial reflectors S |} 18-) B.7 0-221. 0 Tpke | 8) OY 17 1 at’. Sg) Age 7 | 0 
Commercial lighting units................ 6 124 Sy OP es da es foe Be CR 1 O76.) *@7 8.) 0 
Residential lighting units 3) 17| 4] 0] 13] 1 &,{10; &5| 0| 12). 2 4:| 3404 64.4); 1 
Street lighting equipment O28. psa a 2 1 StL 18 | 0 1 £14). G4 6 | 0 
Heating appliances ..................... Si 217 a 0} 20) O 2)15 C1. O07 18 ihe 1 5| 4 0; 8] 0 
Motor-driven appliances ......... 1/ 8/10] 0/15] off of 9}11] of 14] 1] of 5] 83] Of 6] 0 
Fans ......... 4} 9/15] 0/17] S$] 8] 10] 7] 0/15] oO} 5] 4) O} Of 7] 0 
Radio ...............- Oo} 2) 22} of10} 7} 1] 5114] of} 8] 5) Of 1] 9] Of 5] 5 
Flashlights and batteries...... 5 | 16 eee ee | a 3|17|4 0} 15 1 Ss Sr hl Ot On 7 
Telephone equipment 0} 8|10] 0) 14) Of} O} 8] 12] Of 12] oO} O| 1] 4] Of 4] 
Storage batteries 2 + | 17 0115 0 1 $118 0112 1 0 4 2 0 6 = 








_ *Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabam; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kans, 


Oklahoma and Texas; Central States all between. 
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Pictorial Review of Electrical Developments 















The world’s most beautiful motion — picture 
theatre, the Carthay Circle Theatre, has just been 
completed at Carthay Circle in Los Angeles, Cal. 
The structure is of Spanish design and its furnish- 
ings were sponsored by the Native Sons of Cali- 
fornia. Its foyer houses one of the California’s 
greatest collections of historical pictures, docu- 
ments and relics.—Herbert Photo. 

No kick coming for this mule’s massage. Captain 
A. C. Fitzhugh of the 3rd Field Artillery at Fort 
Benjamin Harrison, has invented a vacuum clean- 
er which does the work of grooming the army 
horses and mules. The nozzle is equipped with a 
brush of special make, with which the backs of the 
animals are massaged in a manner similar to that 
—™ with the old grooming brush—P. & A. 

oto. 


The Japanese are noted for their skill in 
the production of minute things that take 
great patience. But occasionally they de- 
part from this and build small things on a 
large scale. At the left is a monster me- 
chanical ear, used by the Japanese army. 
It is an electrical amplifier that detects the 
direction and distance of approaching 
enemy planes.—Underwood Photo. 


WH es sue 





The primary standards of light, which are in terms of four watts per 
candle, carbon filament electric incandescent lamps, are housed at the 
U. S. Bureau of Standards in Washington, and serve as the basis for 
all incandescent bulbs manufactured in this country, for a standard of 
illumination. Manufacturers obtain from the Bureau certified candle 
power standard lamps and all commercial lamps are, therefore, measured 
in terms of these standards. In this photograph one of the Bureau's 
scientists is shown measuring the candle power of an incandescent lamp 
with a spherical photometer.—Underwood Photo. 


_, 
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C. F. Kettering, General Motors Corp. 
vice-president in) che f research, is now 
making a ip through the West in a special- 
lv outfitted 6 ton coach. It is equipped 

ith on : ‘ | Day-Fan radio set, 

ically operated phon- 

number of unique features. 

is moving tast, expecting to 
portion of the 10,000 mile trip 
50 miles an hour. Reports 
Mr. Kettering show that the 
y unusual service despite 

is small and. stretched 


t rack. 
picture, Mrs. C. F. Kettering 
in the door of the coach. The 
eft to right, Eugene Kettering, C. 
F. Kettering and Adam Schwantz. 


men are, 


An airplane view of 
the ruin caused at the 
Lake Denmark, N. J., 
naval ammunition depot 
after lightning had 
struck cne of the powder 
magazines. The entire 
countryside resembled 
war torn France, pock- 
marked with shell holes 
and studded with burned 
ruins.— Underwood Photo 
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The Color-Ray No. 55 is shown above 
ready to clip on to the King reflector. 
All the new Color-Ray equipment in- 
cludes four sheets of gelatin in amber, 
green, blue, and red, with each set. 


The products of this company are entered in the prize contest for this month. 


OF 


THE 








JOBBER IS THE MOST IMPORTANT MAN IN THE 


Chief 


Engineer 


INDUSTRY.’ 














Colored Light Stops Them! 


Passers-by always crowd about the show 
windows flooded with colored light. 
Merchants everywhere realize the import- 
ant part color is playing in sales-display. 
Profit by this sentiment by selling X-Ray 
Color-Ray! It is light, strong, and inexpen- 
sive, and is becoming more popular daily. 
Every Merchant Needs the Color-Ray! 


CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 
CHICAGO 
New York—31 W. 46th St. Los Angeles—3113 W. 6th St. 


























A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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ORTHO-SONIC 


D- 1 oO Five tubes. Wet or dry battery 
type. Balanced, tuned radio fre- 
quency. Centralized control. Very selective 
and sensitive. Genuine mahogany cabinet, 
mahogany lined. Finish, rich brown. 


D- 5 CONSOLE iettins 


Specially designed and finished to match 
D-10 Ortho-sonic. Ample space for all 
batteries. Equipped with gliders. 


E-10 Six tubes. Wet or dry battery 


type. Balanced, tuned radio 
frequency. Single control without loss of 
efficiency. Extremely selective. Maximum 
receiving range. Rugged, all-metal con- 
struction— will last a lifetime. Illuminated 
scale—acts as pilot light. Perfect control 
of volume. Beautiful brown mahogany 
cabinet—rosewood inlay. Well finished. 

Satin texture. 


E-5 CONSOLE jays tea 


Specially designed and finished to match 
E-10 Ortho-sonic. Ample space for all 
batteries. Equipped with gliders. 


A 10 Five tubes. Wet or dry battery 

% t Balanced, tuned radio 

frequency. Rich brown mahogany finish. 
Federal standard parts throughout. 


F-10 Seven tubes. Wet or dry battery 

type. Balanced, tuned radio fre- 
quency. en. yoo for use with loop only. 
Single control without loss of efficiency. 
Maximum selectivity—long range recep- 
tion. Rugged, all-metal construction— will 
last a lifetime. Illuminated scale—acts as 
pilot light. Perfect control of volume. 
Beautiful mahogany cabinet. Vermillion 
inlay. Finish rich —satin texture. 


F-5 CONSOLE euoet 


Specially designed and finished to match 

F-10 Ortho-sonic. Ample space for all 

batteries. Equipped with special rubber- 
tired casters. 


New beauty in 


Every radio retailer handling Federal 
Ortho-sonic Radio last season knows to 
his profit how extraordinary was the 
acceptance won by these sets. 

The Ortho-sonic circuit, found in Fed- 
eral sets only and now fully protected 
by patents, brought in tones more beau- 
tiful and true to life than all others. It 
gave something entirely distinctive. It 
set a new and higher mark in radio- 
tone perfection. 

Now comes another Federal achieve- 
ment— in sets distinguished by a beauty 
and individuality of design never before 
offered in radio sets. 


Six Additional Popular Priced 
Models and Four Custom-Built 


These models are made to retail at $75 
to $400; four custom-built models (not 
shown) will retail at $500 to $1000. 
This gives you in the Federal Line a 
radio set that will satisfy every individ- 
ual preference and price requirement. 


Note here the new designs. Where 
did you ever before see pars al of such 
real furniture craftsmanship in radio? 
Rich hardwood finishes, inlays, hand 
carving, lovely duo-tone wood effects 
on the outside; and on the inside, a cir- 
cuit perfectly shielded, as ruggedly con- 
structed, as beautiful in its every detail 
as the cabinet so superbly housing it— 
such is the quality of these new sets 
which also include 


Sin gle-dial Control 


The new models are operated either by 
a single dial or a centralized control. 
Any station can be brought in clearly by 


Federal ()R THO 
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the mere twist of the wrist. Never be- 
fore has such range, power, selectivity 
and ease of operation been combined 
in one radio set. 


And remember, behind all is the re- 
sponsibility of an organization of engi- 
neers whose reputation for wireless, 
telephone, and navy radio extends back 
over — years. Radio sets that 
never will be “orphaned.” 


Far-reaching National 
Advertisin g 


Federal Ortho-sonic Radio is backed by 
a powerful national advertising cam- 
paign that will reach millions of homes 
this coming season with the Ortho-sonic 
story of quality and value. 

In addition, to this, all Federal retail- 
ers get the benefits of newspaper adver- 
tising which send buyers directly to the 
stores for the Ortho-sonic demonstra- 
tions. Then too, there are special tie-up 
ads for retailers. 


If you are not already in line with 
Federal, write the Federal wholesaler 
serving your territory. Ask for prices. 
Find out about the month-in-and-month- 
out profits, the factory and wholesaler 
co-operation given every Federal retailer 
on our S & S list, the sales and advertis- 
ing service matched by no other manu- 
facturer. Find out about the liberal dis- 
counts allowed, the —_- given 
Federal retailers, the freedom from all 
signed contracts and red tape. 

If you do not know a Federal whole- 
saler, write us. Let us give you the facts. 


FEDERAL RADIO CORPORATION, Buffalo, N.Y. 
(Division of Federal Telephone and Telegraph Co.) 
Operating Broadcast Station WGR at Buffalo 


Reg. U. S. Pat. Off. 


Five tubes. Wet or dry battery 

D-40 type. Balanced, tuned radio 

frequency. Centralized control. Built-in 

speaker. Latest acoustical design. Deep, 

rich tone quality. Receiver compartment 

slides out to install tubes. Genuine walnut 
cabinet. Ample space for all batteries. 





SONIC Basic 


| ANNOUNCEMENT 


the Federal line 





_ Ley 


Six tubes. Wet or dry batter 
E-40 type. Balanced, tuned nadie 
frequency. Single control without loss of 
efficiency. Extremely selective. Maximum 
receiving range. Rugged, all-metal con- 
struction— will last a lifetime. Illuminated 
scale—acts as pilot light. Built-in speaker. 
Latest acoustical design. Receiver com- 
partment slides out to install tubes. Gen- 
uine walnut cabinet artistically antiqued 
and inlaid with rosewood. Ample space 
for all batteries. 


F-40 Seven tubes. Wet or dry battery 
type. Balanced, tuned radio fre- 
quency. Designed for use with loop only. 
Single control without loss of efficiency. 

laximum selectivity— long range recep- 
tion. Rugged, all metal construction— will 
last a lifetime. Illuminated scale—acts as 
pilot light. Exceptionally large built-in 
speaker. Latest acoustical design. Genu- 
ine walnut cabinet, artistically antiqued. 
Inlaid with vermillion. Ample space for 

all batteries. 








*& The fundamental exclusive circuit 
making possible Ortho-sonic _re- 
production is patented under U.S 
Letters Patent No. 1,582,470. 
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TTT 


This Small Apartment Mail-Box and 
Talking System Will Boost Your Profits 


serene 
ee 








Here’s another combination telephone 
system and mail box for the smaller 
Suite Telephones apartment house or the building with 
several entrances. It gives the job- 
ber’s salesman an additional line to 
figure on when he’s going after the 
wiring job—and adds to his profits on 
the contract. It only takes a couple 
more minutes to send us a rough sketch 
No. 222 No. 252 or description of what’s needed. We'll 
Box Set Flush Set x 

ne give you the benefit of our 35 years 
Supplied with one, two aie “ > < A - 
or three buttons accord- as specialists in this line in helping to 
we Moai Bhs eel select the equipment kest suited to the 
trade entrance phones, needs of the job. 


laundry and other serv- 
ice station instruments 


can he oupgliod. Complete catalogs are available on all 
lines. Write our nearest office or rep- 
resentative. 




















S. H. COUCH COMPANY, INc. 


TELEPHONE MANUFACTURERS 
Main Office and Factory: NORFOLK DOWNS, MASS. 
SALES OFFICES 
BOSTON CHICAGO NEW YORK 
170 Purchase Street 809 W. Jackson Blvd. 76 Varick Street 
SALES REPRESENTATIVES 


= a 515 partes Siowt, fon Francisco A. E. Bacon, 1429 18th St., Denver, Colorado 
Sierra Electric Co., Inc., ja 212 o Bui g, Angeles 
Hinckley Balliing, Seattle G. S. Felt, 3310 North 58th Street, Omaha 
John R. Hollingsworth, 1723 Sansom eek.” Philadelphia Cadillac Metal Products Co., 1444 Park Place East, Detroit 

G. H. Steinhans, 917a Pine Street, St. Louis MacGillivray-Beatty & Co., Ltd., 3 St. Nicholas St., Montreal 
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The artist’s conception of the “Tower of Light” at the Philadelphia Sesqui-Centennial. It is 200 ft. high and carries a 
single searchlight of 1,100,000,000 candle-power, said to produce the strongest single ray ever brought 
into being by human ingenuity. See article on page 56. 
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L. A. Schwab 


President, Monarch Electric & Wire Co., Chicago 
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MEN YOU SHOULD KNOW 


L. A. Schwab, Monarch Electric & Wire Co. 


IKE many successful men, L. A. Schwab, president 
L of the Monarch Electric & Wire Co., Chicago, is 
There certainly exists a great amount 
of satisfaction in attaining the heights of one’s ambition 
unaided. One has only to interview men of this type to 
sense the feeling of ‘satisfaction, the happiness in a 


self-made. 


work accomplished which permeates their presence. 
L. A. Schwab is a Chicago 


President 


grown to such an extent that it takes over 100 employes 
to keep it functioning. 

In addition to a Chicago factory, the company has a 
seven story building consisting of a wholesale warehous 
and offices which occupy a floor space of 90,000 sq. ft. 
Lusiness is done in the central states comprising I ]linois, 
Indiana, Michigan, Wisconsin and Iowa. The company’s 
own product, the “wire with a 


is sold all over the coun- 





product, a product of the 
north side German settlement. 
He was born in January, 1873, 
on the 31st to be exact, which 
accounts for his own expres- 
sion, “I pretty nearly lost out 
entirely in starting the year 
with 12 months.” 

He attended grammar school, 
and while it did not “come 
out” in the interview, one is 
inclined to suspect he led the 
usual life of the 
school boy, which probably in- 
cluded quite a few trips to the 
shores of Lake Michigan in 
There 
you see, few boys born in Chi- 


grammar 


opposite page. 


search of perch. are, 
cago who do not experience the 
thrill of catching a seven inch 
perch and a most delightful 





People Like Him 


FATR golfer, a better fish- 

erman, a merciless poker 
player, an excellent jobber and 
prince of a good fellow 
vou have run the gamut of out- 
standing characteristics of L. A. 
Schwab—“Louie” Schwab. And 
he isn’t half hard to look at, 
judging from the picture on the 


success by first trying to be a 
banker, then by smelting and re- of 
fining copper and brass and 
finally becoming a jobber. 


tag” 
trv and is used by many ot 
the public utilities. 

A large supply catalog is 
issued, and with 12 men travel- 
ing in the Central States there 
is not a town, village or ham- 
let in that section which does 





and not have a personal contact 


with the house. 


Mr. Schwab is one of the 


organizers of the Universal 
Rim Company of America 


which has as its stockholders 


such men as “Charlie”? Brown 


He arrived at of the American Electric Sup- 
ply Co. and “Perey” Oblinger 
the Electric 
Supply Division of the Lake 
States General Electric Supply 
Co. These the 


Indianapolis 


men are of 








sunburn sometime during their 
early career—but there'll be 
more about fishing later. 

Just about the time Mr. Schwab attained his diploma, 
and his nickname “Louie” thrown in, his father became 
ill. This necessitated his smothering his ambition, tem 
porarily at least, for further education and seeking work. 
Both he and his younger brother Henry assumed the 
responsibility, and the first indication “Louie” gave of 
his future success was exhibited in the fact that he not 
only was able to carry his share of the family expense 
but also, at the age of 16, had paid his way through 
business college as well. 

Before he decided to attend college, a banker, a friend 
o! his father’s, persuaded him to enter his bank. How- 

er, this proved to have little appeal to him, so he 
lft to enter the mercantile business. the mer- 

ntile he drifted into the copper business, learning the 

‘t of smelting and refining copper and brass. 

It was natural that this latter business should bring 

m in contact with matters of an electrical nature and 

ith that contact his interest was aroused to the point 

iere he decided to plunge into it himself. It was just 
years ago that he founded the Monarch Electric & 

ire Co. From a capital of practically nothing, and a 

ree of five men, two of whom were his brothers Henry 

id A. G., now secretary and vice-president in charge 
large corporation sales, respectively, the company has 


From 


opinion that this company is 
universally known among the 
Whether or not that is true is a 
question, but in any event it is one company which pays 


jobbing fraternity. 


its dividends promptly to the exclusive group holding 
stock. 
recent stock slump did not vary a point. 


It is uneffected by business conditions and in the 


It might be added that “Charlie” Brown is president 
of the Universal Rim Co.. and that “Perey” Oblinger is 
secretary. The strangest part of this organization is 
that “Percy’s” salary is twice as large as the president's 
and that “Louie,” 
than either one of the others. 


it is understood, draws more dividends 


Mr. Schwab is a past president and chairman of thie 
executive board of this organization and is also a mem- 
He 


has been extremely active in the association in the past. 


ber of the Electrical Supply Jobbers Association. 


but now prefers to give the younger element an oppor 
tunity to step before the curtain. It is safe to say, how- 
ever, that “back-stage” he is still pretty busy shifting 


“scenes” and directing the actors. 


While golf is one of his hobbies, it is not until fishing 
is mentioned that you can get Mr. Schwab’s mind off 
his business. There is a hobby if there ever was one. 
He has fished in all parts of Canada, caught pike near 
Georgian Bay and bass in Algonquin. 


One of his tales is concerned (Turn to Page 96) 
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Special News From The South 


Braid Has Broadcasting Station 

The Braid Electric Co., 
Waldrum Drug Co., Nashville, Tenn., 
have taken over station W.C.B.O. in 
that city and are now broadcasting 
the letters of 


and the 


under new call 
WBAW. 

The opening program was held on 
June 3, featuring “Art.” Gillham “the 
whispering pianist” and the original 
“Kansas City Night Hawks.’ Mr. 
Gillham predicted that the station 
“Will Be A Wow.” | 

A considerable 
business is expected this fall in the 
Nashville territory the Braid 
Electric Co., is working to get its 
share of it . 


increase in radio 


and 


* * * 


Herstein Reports Good 
Business 
W. R. Herstein of the Wesco Sup- 
ply Co., Memphis, Tenn., reports that 
business has been good the first six 
months of the year, and that in the 
opinion of the salesmen, secured at 
the company’s periodical salesmen’s 


meeting on July 2, an equally good 


business may be expected for the bal- 
ance of the year. 
Mr. Herstein further states. “While 





HERE IS 
AN OPPORTUNITY 


A check for $5 will be mailed to 
any jobber’s salesman sending in 
an article of 200 to 400 words, re- 
lating how he secured an order by 
making a personal investigation in 
an industrial plant. Here is your 
chance to make some extra money. 


(See Article on Page 7) 











H. A. Mote, of the Southern Electric 
Supply Co., Atlanta, Ga., looks a lot like 
George Sisler, which is surely no dis- 
grace these days. 








building operations have more or less 
quieted down in our territory, ample 
opportunities presenting them- 


selves in the way of what are known 


are 


as our merchandising lines, such as 
vacuum sweepers, washing machines, 
electric ranges, etc., and the activities 
of the holding companies present also 
a large field for exploitation. This 
business is all highly competitive and 
vields a very close margin of profit, 





Robt. H. Scott, advertising manager of 
Carter Electric Co., Atlanta, Ga. He is 
also chairman of the advertising commit- 
tee of the G-E Jobbers Club, secretary of 
the Atlanta Rotary Club and received hon- 
orable mention in the McGraw Award, 
1925 


besides requiring aggressive action to 

secure it; but the business is thier 

and by keeping steadily on the jo) 

it is available to southern jobbers. 
* * * 


Interstate Sends News 

L. B. Neuburger has recently been 
elected vice-president of the Inter 
state Electric Co., Birmingham, Al. 
but continues as active head of tli 
electrical department. 

“Chis.”” Watts, assistant to 
Neuberger, after holding out 
about 30 years, has weakened, and 
will take unto himself a bride. Be 
fore coming with the company “Chis” 
was a rural school teacher, so he may 
save some expense in educating tl 
family. 

C. B. Thompson, after an absenc 
of 12 months, is again at the head 
of the radio department, and at pres- 
ent is very busy selecting his lines and 
naming his dealers for the coming 
season. 

Charles Best, a recent addition to 
the sales force, is showing a good bit 
of speed with the local industrial «c- 
counts. 

Henry Sudduth, another of the com 
pany’s new salesmen, is doing well in 
central Alabama territory. 


Mr. 


for 





F. H. Dendy, acting financial ™ 
ager, R. A. Clarke and Robt. H. Sc 
advertising manager, all of Carter I 
tric Co., Atlanta, Ga. 
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PROFIT 


without tieing up 
money in stock 








Our sales plan makes ventilating 
fans an attractive proposition for 
dealers and jobbers. 


You need carry no stock except a 
demonstrating model, for which 
we furnish a handsome stand 
free. 








Whether or not you are now sell- 
ing ventilating fans, it will be tc 


BREEZO your advantage to get the details! 


FANS ARE 
MADE IN 
TWO TYPES 


For installation in 
wall or partition, the 
round type shown 
here, made in six 
sizes from 12” to 
36”. For home ven- 
tilation the 12” size 
is fitted with an ad- 
justable steel] panel 
for installing in the 
upper part of a win- 
dow. Send for com- 
plete information on 
both of these fans. 


Don't let another day pass by 
without learning how you can 
make the most on ventilating 
fans. 


Buffalo Forge Company 


201 MORTIMER ST., 
BUFFALO, N. Y. 
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BREEZO 


VENTILATING FANS 
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J. E. B. Kirpourn, secretary of the 
Greenfield Electric Co., Baltimore, is 
now operating, as the “Western Mary- 
land a brand new Buick 
sedan, 
as compared with the open type 
can't take a 
than 50 miles an hour. 


Express’, 
“Killie” says it’s not so good 
you 

faster 


mountain curve 


J. Crisravoro, who has been man- 
ager of the city electrical sales of the 
Interstate Electric Co., New Orleans, 
is now manager of the Radio Spe- 
cialty Co. The Radio Specialty Co. 
handles the distribution of the Atwa- 
ter Kent line in this territory, as well 
line of standard 
Stern has taken over the city 
with 


as a accessories. 
F. B. 
electrical sales in conjunction 
the country electrical sales. 

P. Srern, president of the com- 
pany, sailed on July 3 for a three and 
a half months’ trip to the different 


countries of Europe. 


WiviiamM Setck, for 5 years head 
of the stock room of the W. A. Roose- 
velt Co., La Crosse, Wis., will cover 
replacing C. B. 


southern Wisconsin 


Montgomery. Selck is well known to 
all manufacturers’ salesmen and rep- 
called the 


company for the past 5 years because 


resentatives who have on 


of his former work. He is likewise 
well known to the trade having pre- 
viously been in electrical contracting, 
telephone, and central station work. 
His headquarters will be in La Crosse. 

W. W. Atwarp, until recently 
owner of the Lake Crystal Electric 
Co., Lake Crystal, Minn., will replace 
J. T. Swift in the south central Min- 
Because of his prev- 
ious association with this successful 
retail store he is well acquainted with 
retail dealers and contractors in this 


nesota territory. 


territory. 


W. E. Lanz, formerly with Julius 
Andrae & Sons, Milwaukee, Wis., has 
been employed by the Dodge Electric 
Co., Tulsa, Okla., to replace H. E. 
Smith, who resigned. J.C. Bond has 
M. Rainbolt outside 


replaced J. on 


territory. 


Harvey Hoss has been employed 
by the Springfield, O., branch of the 
William Hall Electric Co., in the ca- 
pacity of salesman. 

WarreEN T. GRIFFIN is a new sales- 
man with the Union Electric Supply 
Co., New Bedford, Mass. 




















Front porch of the Piedmont Electric Company’s club house at Camp Peco, 


Asheville, N. C. 


Note the scaly bark hickory supporting the porch and the gable 


with poplar logs. The small picture shows a corner of the porch looking toward the 


lake. 
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This photograph is of Henry T. Long, 
president and treasurer of the Carolina 
Electric Supply Co., Spartanburg, S. ©., 
which recently absorbed the branch hous: 
of the Carolina States Electric Co. at 
Spartanburg, as announced in the Jul) 
issue. Mr. Long resigned as an active 
officer of the latter company last March, 
although he still retains a financial inter 
est. After two months’ vacation he saw 
the possibilities of Spartanburg and with 
some local financial people bought out this 
branch house of his old company. This 
particular territory of western N. C. has 
developed rapidly in both the textile in 
dustries and hydro-electric power. In thes: 
facts Mr. Long sees his future and _ his 
many friends wish him well. 





J. R. Jorpan, Jr., formerly with 
Ohio Rubber and Textile Co., Cin- 
cinnati, O., will have charge of th 
radio department of the Chattanooga 
and Knoxville houses of the South 
eastern Electric Co. Mr. Jordan has 
had many years of experience on sales 
and service work. 


KENNETH NoonaN, formerly retail 


appliance salesman of the Dubuqu 
Electric Co. of Dubuque, Ia., is now 
employed as a salesman by Julius An- 
drae & Sons Co., Mason City, Ia. 

W. F. Ferevson will cover th 
South Carolina territory of the Caro 
lina Electric Supply Co., Spartan 
burg, S. C. Mr. Ferguson was for 
merly new business manager for tli 
Blue Ridge Power Co. 

C. F. Hive has left the Southern 
New England Electric Co., Hartford. 
Conn., to go with the New Haven 
Electrie Co. R. F. Swain has been 
transferred from the Bridgeport offic: 
of the Southern New England Elec- 
tric Co. to New Haven and will act 
in the capacity of service manager. | 
J. Dakin was made service manag: ! 
of the Bridgeport house. 
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Sell more 


C-H Plugs 
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C-H 7700 “Standard” separable attach- 
ment Plug is of the highest quality through- 
out. The contact blades are permanently 
aligned by rivet and anchor construction 
and a “finding ring” on the base top 
makes connections quick and easy. The cap 
and base top are of genuine Thermoplax 





The “Econo”—C-H 7690— is an attach- 
ment plug of great strength, good design 
and lower cost. An extra heavy wall thick- 
ness of genuine Thermoplax guards against 
breakage. Rivet and anchor construction 
prevents the terminals from turning 





The C-H 7789 “Dreadnaught” Plug is 
of unusually rugged and long wearing con- 
struction, 1ts armoured cap particularly 
fitting it for use in basements with cement 
floors and in other places where an acci- 
dental impack would shatter ordinary caps 





The C-H 7870 Receptacle for flush mount- 

ing is one of the C-H Pony Line—small 

and efficient. It takes all the “‘Standard” 

blades. The contact surfaces have not been 

reduced, although the diameter has been 

made as small as possible consistent with 
sturdy construction 


This advertisement is also appearing in 


rofit 








I 
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Electrical Merchandising and Electrical Record 
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C-H Plug Caps are strong to resist every 
impact; the wires do not work loose ut the 
terminals; they are neat in appearance, 
and the year in and year out satisfaction 
they deliver has built for them a reputa- 
tion that helps to sell them on sight 


HE quick consumer acceptance that goes with the Cutler- 
Hammer trade mark is a reward for maintained perfection in 
little things. Electrical appliance manufacturers generally are profit- 


ing by it. 


The neatness, convenience and permanent serviceability of C-H 
Plugs has been building satisfaction for products which carry them 
as standard equipment for more than a quarter of a century. C-H 
Plugs have earned a reputation that reflects favorably upon the 


manufacturer's product. 


Including a plug to meet every need, the C-H Plug Line pos- 
sesses the snown quality that builds good will for the device with a 
C-H Plug attached and profit for the men who recommend them. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 


1213 St. Paul Avenue 


MILWAUKEE, WISCONSIN 





CUTLER @HAMMER 
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“Plugs 


That Improve the Product> 
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S HOW them that, on the 
small job, the wireman 
can carry all the ROMEX 
he will need on his shoul- 
der... . another saving. 
You increase your sales .... the 


contractor gets a better profit... . 
and his customer has the safest kind 


of a job. For ROMEX 1s built to meet 
the most exacting standards 

ever drawn by Underwriters’ 

Laboratories for a secondary 

wiring material. 





If you have not received your copy of our special RomeX 
Bulletin for Distributors Salesmen write for it today. 


ROME WIRE COMPANY 


Patentees and Makers of ROMEX 
ROME, NEW YORK 


Me -METALLIC 
SHEATH ED CABLE 


Genuine Rome is identified by its Blue Mica Finish and patented double sheathed kraft tape construction 
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ROMEX 


saves waste 
in material 


Increases the contractor’s 














profit and your sales 





oe easiest way to increase 
your sales with ROMEX 1s to show 
vour contractor customers where they 
too, make added profits with this new 
wire. Point out that by working di- 
rectly trom the coil with ROMEX they 
save the waste of left-over ends. 
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JosepH BRINKMOELLER will travel 
the Illinois and Wisconsin territory 
for the Crescent Electric Supply Co., 
Dubuque, Ia. 


A. G. Hau has been appointed ra- 
dio specialist by the Peabody Elec- 
tric Co., Oklahoma City, Okla. W. 
B. Meiser is a new salesman with the 
company. 


Wituiam M. Lire will travel the 





Norristown district for the Rumsey 


Every jobber seems to have a different idea as to the economical way of racking 


Electric Co., Philadelphia, Pa. W. conduit. The Piedmont Electric Co. claims to have tried many different plans, 

k. Ely is a new radio salesman with but it feels that the present arrangement as shown in the photograph of its conduit 

this ania a shed at the Asheville house meets every requirement. It is a distributor for 
a “Economy” and “Sheraduct” made by the National Metal Molding Co. 





A. P. MAYLEBEN is a new salesman 
with the Schuster Electric Co., Cin- 
cinnati, Ohio. 


Hirsert Frans has been assigned 
a territory by the Independent Elec- 
tric Co., Muskegan, Mich. 


A. W. WILsoN is now coveing cen- 
tral Florida for the Robertson Sup- 
ply Co., Orlando, Fla. Mr. Wilson 
was formerly with the National Elec- 
tric Co., Daytona Beach, Fla. G. H. 
Conover has been put in charge of the 
warehouse, taking care of both ship- 
ping and receiving departments. 


D. J. McDANIeL is now house 


salesman for the Braid Electric Co., Ihe Chattanooga branch of the Tafel 
Electric Co., Louisville, Ky., was opened 
the second week in May. This branch is 
with a retail electric house in that jn charge of Mr. Steinau shown above. 


Nashville, Tenn. “Mc” has’ been 











These girls of the Interstate Electric Co., Birmingham, Ala., had an awful time 
with the wind. Left to right: Lena Mulkey; Marie Morton; Frances Thames; Eliz- 
abeth Engel; Mrs. Carl Meyer, holding the Interstate baby; Arthur E. Curl, Jr; 
Sadie Cohen; Ila Hitt; Mary Godfrey (rear); Mrs. M. B. Parsons; Blumie Shuger- 
man, Idas Gilmore, and Virginia Hovatter. 


city for a number of years and is in « 
position to give good service to thi 
customers. Harry Griffith, who has 
served the Braid Electric Co.’s cus 
tomers in the store for over 5 years, 
is now working in western Tennessee 
and Kentucky. Although Harry is 
rather young, it is said that he usual 
ly brings back the bacon. 


Roy Gorpvon has been transferred 
from counter man to the price and 
quotations department of the H. C. 
Roberts Electric Supply Co., Wash 
ington, D. C. A. Hathaway has been 
advanced to purchasing agent. 


THe Commeraiat Electric Supply 
Co., Detroit, Mich., had its salesmen 
attend a meeting with the Westing- 
house Mansfield executives. The men 
were taken through the factory and 
the manufacture of each item ex 
plained to them. This company has 
installed new racks for its stock of 
outlet boxes and covers. 


THre SOUTHERN New England Elec 
tric Co., Hartford, Conn., has dis 
continued its truck transfer and _ is 
now using auto express to deliver to 
New Haven, Bridgeport and Water 
bury. This is said to be a big saving 
as the truck transfer often made 
empty trips. The company has also 
discontinued telephone tie wires be 
tween its other houses and now uses 
a toll line once a day. 


FAVORABLE conditions in the _ oil 
fields and good crop prospects ar 
helping the business of the recently 
formed Nunn Electric Co., Wichita 
Falls, Tex., with branch at Amarillo 

(Turn to Page 387) 
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Heavy Duty Gas and 
| Vapor Proof Fixture 
Forinstallation where 
| Gases and Explosive 
| Vapors Exist 
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Published in the interest of a more complete 
fellowship with Salesmen everywhere, 


by the Benjamin Electric Mfg. Co. 


Chicago, August, 1926 
















Glassteel Diffuser 
White Porcelain 
Enameled Steel Re- 
flector and Totally 
Enclosing Glass Bowl 
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fhe Industrial Lig 
The summer months have 

seen activity, so far as industrial light- 


ing is concerned, slumbering in the 
doldrums. This year, however, due to 


the interest generated by the National 
Industrial Lighting Activity, things have 
not gone to sleep by and 
where the effort has been made the re- 
sults have been decidedly satisfactory. 

Following the National activity, the 
Benjamin Industrial Lighting Plan Book 
was entirely revised, and a new set 
of letters, folders, broadsides and other 
mailing pieces made available. 


any means 


Campaigns are actively going on now 
with the Rockford Electric Co., Rock- 
ford, Ill., and the California Electric 
Co., Oakland, Cal. In the first instance, 
107 industrial plants are on the prospect 
list and the work is proceeding under 
the direction of Mr. R. C. Talmadge, 
Illuminating Engineer. In Oakland, Mr. 
De ee charge and 127 
firms are being canvassed. 


3ronson is in 
Campaigns recently completed report 
some splendid results. The Interstate 
Public Service Company, Mr. Robert 
McMurray in charge, have finished a 
fine preliminary campaign and will be 
active again in the Fall. 

Mr. S. Zercher, of Graybar Electric 
Co., Dallas, Tex., reports good results 
from the campaign among cotton seed 
oil plants in Texas. 

Many inquiries are reported by Mr. 
B. H. Martin, of the Tennessee Power 
& Light Co. 

The Coast Electric Service, San Jose, 
Cal., one of the live-wire organizations 
out there, an electrical contractor doing 

fine business among industrial plants, 
reports some fine jobs as a result of 

series of letters and enclosures fur- 
nished out of the Benjamin Industrial 
Lighting Plan Book. 

Among those who will start Industrial 
Lighting Campaigns soon are the Ohio 
Public Service Co., Mansfield, Ohio; 
Robertson-Cataract Electric Co., Buf- 
alo, N. Y.; Virginia Electric & Power 
‘0., Portsmouth, Va. 


The products of this company are entered in the prize contest for this month. 
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The New York and Queens Electric 
Company, Long Island City, N. Y., will 
begin a big campaign toward the latter 
part of September, covering a list of 
15,000 firms. 

Requests are coming in daily for copies 
of the revised Industrial Lighting Plan 
300k, and as the summer wanes there 
will undoubtedly be a recurrence of the 
activity which prevailed last winter and 
spring. 

In all of our Industrial Lighting Cam- 
paigns we are urging the importance of 
tying in with the jobbers to make the 
localized work entirely successful. We 
will be glad to give jobber’s salesmen 
full information with regard to the work- 
ing of the Benjamin plan and furnish 
them with copies of the Plan Book. 


Here’s a Real Go- 
Getter—Contractors 
Take Notice 


Every once in a while we hear from 
a real, honest-to-business go-getter, and 
it certainly warms us up to get in touch 
with one of these. 

A recent letter from Mr. Godfrey 
Knoos, Jr., 4931 North Seventeenth St., 
Philadelphia, is an inspiration. He ap- 
preciates the manufacturer’s help and 
after looking over a number of pieces 
of mailing submitted to him, he wrote 
to us characteristically as follows: 

“*Mr. Gloom and Mr. Glare’ appeal 
to me very much as good attraction; 
they should be a good pair to help me 
put my campaign over. 

“Making Money from Good Light’ 
would help me drive the $ and c. ben- 
efits home to the executive who wants 
hard cold facts, and I would like to 
have some ‘Neither Worker Nor Shirk- 
er’ bulletins. 

“My present mailing list is 860, and 
I intend to drive now for present busi- 
ness, but each October I specialize in 
this problem and we have secured as 





high as $22,000 worth of general busi- 
ness.” 
Mr. Knoos 


“I do not draw the purchaser’s attention 


In another letter, says: 


to price, as we are good mechanics and 


I only take work where the owner 
wants a good job.” 
The John J. Parke Company, Phil- 


adelphia, supplies Mr. Knoos with Ben- 
jamin products. May his tribe increase. 





Mr. J. F. Mayo 


In publishing the story of the awards 
of the Industrial Lighting Committee in 
connection with the recent National In- 
dustrial Lighting Activity, we thought 
The Reflector did a good job, and lo, 
our self-gratulations are turned to ashes 
of remorse. For, sad to relate, we left 
out mention of the fact that the Con- 
sumers Power Company, Jackson, Mich., 
was awarded honorable mention by the 
National Electric Light Association 
judges. We beg your pardon, and 
apologize to the company, and particular- 
ly to Mr. J. F. Mayo, head of the light- 
ing and commercial division of the com- 
pany, than whom none others have con- 
tributed more efficiently and splendidly 
to the cause of good lighting. 


ae a) 


be awarded the salesman selling the greatest quantity during the month. 
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Spouts, Conveyors and Scale Room, Santa Fe Elevator, Kansas City, Mo. 


In the lighting of grain elevators, 
the work is characterized by special atten- 
tion toward the elimination of fire haz- 
Besides the hazard of defective 
insulation of the wiring there is the 
presence of highly inflammable grain 


ards. 


dust, needing but a spark to cause a dis- 
astrous explosion. 

There have been 61 explosions in 
grain elevators and flour mills during the 
past The probability that some 
of these have been caused by some fault 
in the lighting led the 


underwriters insuring grain elevators to 


48 years. 
installation has 


requirements as to the 
both power and 


definite 
installation, 


make 
electrical 
lighting. 




















The 
that 


grain 


best lighting practice requires 


lamps in the dusty locations of 


elevators have the bulbs inclosed 
in a globe, and this again protected by 
guard, of the water-tight ma- 
This fills the double purpose 
bulb 
and preventing the ignition of dust that 
may A thick 


layer of dust will prevent the radiation 


an iron 
rine Sty le. 
breakage 


of protecting the from 


accumulate on the lamp. 


of heat from the bulb, until it rises to 


The products of this company are entered in the prize contest for this month. 
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the ignition temperature of the highly 
inflammable dust. 

In locations there is no dust 
hazard some protection still is required 
breakage of the lamps 
with broom- 
Protection 
a wire 
Por- 


where 


to minimize 


when coming in contact 


handles or movable spouts. 


is afforded to some extent by 
guard around the protective globe. 
table lamps are usually of this style, 
with the addition of a hook by which 
to hang the lamp conveniently and to 
keep it off the floor. In one case an un- 
protected portable lamp on the floor 
was stepped upon by a workman after it 
had become covered with grain, the re- 
sult being a dust explosion with heavy 


loss. 














Signaling by the use of lamps of dif- 
ferent electric 
lights in grain elevators, supplementing 
bells. 

An example of the use of colored sig- 
nal lights is the installation in the San- 


colors is another use of 


electric 


ta Fe Elevator at Kansas City, Mo., on 
the scale floor in the upper part of the 
illustration here- 
The lamps in the signal system 
Mazda, equipped with nat- 
vapor-proof 


house, shown in the 


with. 
are 25-watt 
ural globes. 


colored glass 


Green and red lights on this floor are 
connected by means of _ three-way 
switches to a similar set of lights on 
the ground floor where the grain is un- 
from cars to be elevated into 
the hoppers shown. Similar light sig- 
nals are used in the control of the 
operation of the horizontal belts carry- 
ing grain in the cupola into the bins 
and in the basement out of the bins. 

The operator at either end of the sys- 
tem may turn on the green light and 
extinguish the red light, or vice versa; 
and these lights are wired selectively so 
that the lights of only one color at both 
ends of the system shall show at one 
time. Thus it becomes obvious to the 
operator when he has pressed the wrong 
button. 


loaded 


e * 

Benjamin Howlers 

Used for Draw 

* ° es 

Bridge Signal 
The State Highway Department of 
Maryland has installed a Benjamin In- 
dustrial Howler on the drawbridge over 
the Severn River at Annapolis to notify 
vehicles and pedestrians that the draw 


is about to open. The howler can be 
heard against the wind for a distance 


of approximately three-quarters of a 
mile up the river and has proved very 
satisfactory for this purpose. 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Lighting Bureau, Sales Department, San Francisco Division, Pacific Gas & Electric Company 


The Lighting Bureau of the Sales De- 
partment, San Francisco Division of the 
Pacific Gas & Electric Company, was 
August 1, 1925. The Bureau 
was started with a supervisor and three 


organized 


which was afterwards in- 


creased to seven engineers. 


engineers, 


3ureau are: W. 
Arthur H. 
Kjaer, 7. 


The personnel of the 
S. Hanbridge, Supervisor ; 


\nderson, H. J. Sherman 


Quin, Earl H. Bierbaum, Frank E. 
Carew, George J. Martin, Elmer E. 
Burk, and Miss Ruby Lesh (clerk in 


charge of office). 


The work of the Bureau has gone 
along in an excellent manner and many 
letters of commendation have been re- 
ived from the customers, showing their 
ppreciation of the work of this depart- 


ment. 


The different men handle store and 
window lighting, flood 
lighting and industrial 


lighting, sign 
lighting. The 
greater part of their work is of an edu- 
character. Plans and 
cations are furnished for the customer 
and if it is desired, 
taken. All work installed is supervised 
during construction so that upon com- 


cational specifi- 


estimates are also 


customer is well satisfied. 
standard material is 
recommended, and the Bureau 
erates with all of the manufacturers and 


local jobbers and electrical contractors. 


pletion, the 
Wherever possible, 


co-Op- 


Benjamin Comings 
and Goings 
been added 


Two more salesmen have 


MOST IMPORTANT MAN IN THE 


INDUSTRY.” 


‘The Benjamin Reflector 


to the growing Beni: amin sales family. 
Mr. J. Leonard King will be 
the Southern territory, with headquar- 
ters at Charlotte, N. his address for 


the present will be P. O. Box 1254. 
ok *x x 
Seglem replaces Mr. De- 


active in 


Mr. E. H. 
trick in the 
Board Division. 


Benjamin-Starrett Panel 


k * * 
Mr. Arthur E. Bacon will handle 
Benjamin products in the Denver terri- 
tory, covering Colorado, 
New Mexico, making his headquarters 
at 922 Patterson Building, Denver. 
ob x * 
Mr. H. H. Hauge 


representative in the 


Wyoming and 


3enjamin = sales 
central division, 
installation of Glas- 
Eau Claire, Wis., 


has put in a nice 
steel Diffusers for the 
Press, through the Newman Electric & 
Mig. Co. Eau Claire. Another nice 
order just landed is for the new five- 
story building of the Bergstrom Paper 
Mills, at Neenah, Wis., 
units will be installed. 
lows the 


where Ben-ox 
This business fol- 
installation of Glassteel Dif- 


fusers in the company’s office recently. 


New Benjamin Radio 
Hook-Ups Ready 


Two new radio hook-ups are 


for Benjamin radio dealers. 


ready 
These are 
“The Improved Controllodyne Receiver,” 
a five-tube receiver that has attracted 
a lot of very favorable attention; and 
“The General Utility and Home Porta- 
ble Receiver,” a very light- 
weight three-tube receiver that has giv- 


compact, 


results. We now 
good 


receivers. 


en some remarkable 


have circuits available for mighty 
three, four and __five-tube 
They are put up ready for distribution 
by the 


Jobber’s 


dealer, complete in every way. 
salesmen in contact with radio 
dealers should have full information on 


these helps. 



































Illumination of the Cleveland, Ohio, Air Port Station 


lere is a most interesting installation of Benjamin Reflectors for the night illumination for the hangars at the Air Port Station at Cleveland, Ohio. 


d illumination is essential to the 


ow a flood of light on the roofs of the hangars, 


safety of the aviators in taking off and landing. 


while the side walls are 


The air port is used by the United States Government for air mail and observation planes 


ying aluminum bi-planes. 







prize will 





Ritz Campbell sent in the pictures. 


be awarded the salesman selling the 


The products of this company are entered in the prize contest for this month. 


Benjamin No. 


greatest quantity during the month. 


5425, Shallow Bowl Reflector Sockets are used to 
brilliantly lighted with Benjamin No. 5537 Elliptical Angle Reflector Sock- 
and by the Ford Motor Company for large 


freight 


A $25 












































36 THE JOBBER’SfA)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY) 


The Benjemin Refiostor _ 


The Great Western Power Company, 
San Francisco, Calif., is making a great 
drive for show case lighting business. 
Mr. F. H. Woodword, general sales man- 
ager, in the current monthly letter to all 
employees characterizes “Show Case 
Lighting Big Field for attractive Central 
Station Load.” Some of the other nail- 
on-the-head hitting expressions in Mr. 
Woodward's letter are: 

“Practically every store in the terri- 
tory served by Great Western Power 
has one or more show cases—some 
stores have hundreds of them.” 

“Merchants spend hundreds of thou- 
sands of dollars for these cases—it’s the 
best way they know to display their 
wares.” 

“Make a survey—multiply the number 
of unlighted cases by % kw. and you 
will get an idea of the possible load 
waiting. Bear in mind this load will 
be on during the shipping hours—in the 
day-time—during off-peak hours. 

A brisk campaign is being started in 
Eau Claire and Chippewa Falls, Wis., 
through the Newman Electric & Mfg. 
Co., Eau Claire. 

The McKeller Electric Co., electrical 
contractors of Huntington, W. Va., will 
start a show case lighting campaign 
this month. This activity was lined up 
by Mr. Ed. Knight, of the Virginian 
Electric, Inc., Charleston, W. Va. 

Along about November, the Virginia 
Electric & Power Company of Ports- 
mouth, Va., will put on a big show 
case lighting campaign. Mr. D. H. 
Code, Merchandising Manager, will be 
assisted by Mr. F. C. Eteson, Lighting 
Engineer of the company. 

Mr. Ed. Smith, assistant new business 
manager of the Toledo Edison Com- 
pany, Toledo, Ohio, is carrying on a 
show case lighting campaign. This 
activity was started by the W. G. Nagel 
Company, Toledo. 

Early in September, the Idaho Power 
Company, Boise, Idaho, will start a 
show case lighting campaign over all 
its properties, under the direction of 
Mr. J. Orr, Sales Manager. 

Other campaigns, now under way, in- 
clude Lake States General Electric Co., 
Evansville, Ind.; Utah Power & Light 
Co., Salt Lake City, Utah; Texas Util- 
ities Co., Plainview, Tex.; San Diego 
Consolidated Gas & Electric Co., San 
Diego, Cal.; Arizona Power Co., Pres- 
cott, Arizona; Beverly Gas & Electric 
Co., Beverly, Mass.; Pennsylvania Ed- 





ison Co., Easton, Pa.; Elmira Water, 
Light & R.°R., .Co:, Elmira: N,.-Y.:° St. 
Lawrence County Utilities Co., Potsdam, 
N. Y.; Binghamton Light, Heat & 
Power Co., Binghamton, N. Y.; Ten- 
nessee Electric Power Co., Chattanooga, 
Tenn.; Coghlan Electric Co., Worcester, 
Mass. 








Cal.; San Joaquin Light & Power (Co., 
Fresno, Cal.; Pacific Gas & Electr 
Co., San Francisco, Cal.; Louisia: 
Electric Co., Inc., Lake Charles, La. 
The Show Case Lighting Campaig: 
is a great off-peak load builder and is 
making headway in every part of th: 
country. Here is an activity in whicl 
the lighting company, the jobber and 
the electrical contractor can all benefit. 
The Benjamin campaign is self-contained 
and complete. It is self-explanatory and 








We certainly have to say “hats off’? to that Graybar institution. No matter where you find 
them you'll see vim, vigor and vitality, to say nothing of youth and beauty popping out. Here 
is the Charlotte, N. C., staff. Reading from left to right the front row presents Miss Helen 
West. Miss Winchester, Miss Bertha Berryhill and Mrs. Helena Kennedy. Second row, Mr. 


D. M. Jamieson, Mr. J. H. Brice, Mr. W 


some little monarch). Last row, Mr. 


_C. Reid and Mr. Y. P. King (who by_the way is 
J. T. Thompson, Mr. M. D. Alexander, Mr. N. B. Bibb and 


Mr. J. H. Pearson, Jr., the manager. And looking this evidence straight in the face, we’d say 
we would like his job. The native outposts are Sam Ragan and William Massey. 


Assurances have been received from 
many other light and power companies 
that show case lighting will be a fea- 
ture of their activities this fall, among 
which are Valley Electric Co., Fresno, 





practically self-administered. All that 
is necessary is a good list of stores as 
prospects for show case lighting and a 
disposition to do some intelligent and 
effective sales work. 


New York town is one real radio and electrical center and these are the fellows from the 
Morrison Electric Supply Company who keeps things humming these dog days. 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the’ greatest quantity during the month. 
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M. E. Hobgood and C. M. Newbill, of 
Graybar, Memphis. After five P. M. they 
concentrate on good music and well waxed 


floors. 





A NEW department to facilitate 
service to the customers has been in- 
stituted by Rex Electric, Inc., New 
Orleans. 
tion of E. C. Provensal. 


W. F. Fercuson, formerly with the 
Blue Ridge Power Co., is looking 
after the city and near by town sales 
of the Carolina Electric Supply. Co., 
B. Z. Ruff is a 


new man in charge of the shipping 


Spartansburg, S. C. 
department. 


J. Cristaporo, formerly in charge 
{ city sales for the Interstate Elec- 
tric Co., New Orleans, has been ap- 
pointed manager of the Radio Spe- 
cialty Co. of the same city. 





Southwest 
rneral Electric Co., has just ac- 
pted a position with the Texas Cen- 
‘il Power Co. of San Antonio. 

* * 


Ben CruarKson, of the 


JUNE visitors in Chicago were B. k. 
Sweeney, of the B. K. Sweeney Elec 


It will be under the direc-_ 
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trical Supply Co., Denver, and C. B. 
Hawley, vice-president, Inter-Moun- 
tain Electric Co., Salt Lake, the latter 
on his way back from the Hot Springs 
convention. 


THe ContinentTaL Electric Co., 
Kansas City, Mo., has been appointed 
a distributor of ‘“Kondu’’ fittings by 
the Erie Malleable Iron Co. 


Donald B. Ocamb, has joined the 
staff of the Graybar Electric Co., San 
Francisco, telephone 
He was formerly with the Pacific 
Telephone & Telegraph Co. He suc- 
ceeds A. C. Brunner, who resigned to 
affiliated with the Western 
Equipment Supply Co., Manila. 


as specialist. 


become 


SipNey GoLpBERG, manager of the 
Uhr Electrical Supply Co., Philadel- 
phia, announces the arrival of a baby 
girl in his home. She 
Monday, June 21, and Sidney is going 
stuck 


arrived on 


around with his chest out a 


foot. 


Netson L, ALLEN, who .was with 
the Pettingell-Andrews Co., Boston. 
some time ago and then went into the 
fixture business for himself, has re- 
turned to the fold and will spend his 
time in the fixture department where 
he will take care of dealers’ customers 
that are sent in to make a selection. 





Pauxt C. BuckNnaM, who travels out 
of the Springfield house of the Pet- 
tingell-Andrews Co., Boston, is re- 
ceiving congratulations from single 
men and sympathy from his married 
Paul just jumped off the 
benedict—in other 


friends. 
dock, 


words he is now a much married man 


became a 


and admits it. 








Left to right: C. C. Berry, Mrs. P. R. Allen, Mrs. Chas. Lambert, M. K. Dobson; 
\i ss Mary S. Russell, Miss Jennie Lee Thomas, with the Gilham-Schoen Co., Atlanta, 


( 





— 

















L. B. Neuburger, vice-president of the 
Interstate Electric Co., Birmingham, Ala., 
has just returned to his office from a 
week’s fishing trip to the Gulf. Here is 
a picture of some of the big fish he caught 
with Mr. Neuburger beside them. 





Owine to growing business, the 
Canfield Electrical Supply of Kings- 
ton, N. Y., has added to its traveling 
salesmen force, by securing the serv- 


ices of Howard Phillips. 


Water A. MuNpine, Wesco Sup- 
ply Co., Memphis, Tenn., made a 
short visit in Chicago, July 21. 


C. R. Bisuop, formerly of the Post 
Glover Division of the L. S. G. E. 
Sup. Co., Cincinnati, is now repre- 
Hubbell, Inc., in 


senting Harvey 


southern Ohio. 

THe Crescent Electric Supply Co., 
San Francisco, announces that it has 
taken on additional new territory. 


Republic Is 10 Years Old 

A 10-inch, 
ment appeared in the Davenport, Ia. 
Daily Times of May 27 
nature of the Republic Electric Co. 
This enterprising jobbing concern of 
the Twin Cities took this way of an- 
its tenth 
picture was shown of its home at 119 
FE. First St., Davenport, where coim- 
plete stock is carried of such sub- 
stantial lines as National 
Metal Molding, Landers, Frary & 
Clark, Benjamin, H. & H., Holophane 
Glass, Curtis Lighting, Johns-Pratt, 
Westinghouse lamps and many others. 

Joseph S. Kimmel is president of 


five-column advertise- 


over the sig 
anniversary. A 


nouncing 


Trumbull, 


the company. 
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This is the electrical half of the Interstate Electric Company’s Birmingham, Ala. 


office. 





Jobbers’ Sales Activities 


Tue A. M. Litre Co., Inc., Syra- 
cuse, N. Y.—In co-operation with the 
Syracuse Lighting Co., Inc., and local 
and suburban dealers on its lines, the 
company ran a campaign during July 
on “Universal” cookers, during which 
a minimum of 500 were to be sold. 
This company is having a number of 
other campaigns on current consuming 
devices throughout the central part of 
New York state in co-operation with 
other central stations and dealers, and 
the advantages of this central station 
dealer tie-in have been demonstrated 


beyond any question. 


Tue Braip Electric Co., Nashville, 
-This already 
lined up a majority of the dealers it 


Tenn. company has 
wants on radio for the coming season. 
It will 


convention in September and a num- 


hold its second annual dealer 


ber of men from different radio fac- 
tories will be present. The company 


is looking forward to a big season. 
SouTHERN New England Electric 
Co., Hartford, 
campaigns are in progress with this 
The G-E 


the G-E cleaner campaign, and “Be- 


Conn.—Three new 


company: wiring system; 


hind the Line” Edison lamp contest. 


Commercial Electric Supply Co., 
Detroit, Mich.—A campaign on the 
new PH-3 Westinghouse “‘Hot-Plate”’ 
is under way and the sales are re- 
ported very good. 


H. C. Roserts Electric Supply Co., 
Washington, D. C.—A drive on Wes- 
tinghouse Automatic Irons. It reports 
that the campaign has proved very 
successful as the salesmen sold over 
600 irons in a periodd of 30 days. 


Newark Electrical Supply 
Moves 

The Newark Electrical Supply Co., 
Newark, N. J., moved into its new 
warehouse at 152 Mulberry St., on 
July 1. Incidental with this removal 
the retail department of the com- 
pany will be discontinued. 


— 


Piedmont Acquires Camp 


“Camp Peco” is the latest addit \n 
that the Piedmont Electric Co. 4; 
Asheville and Greensboro, N. C., |); 
made to its facilities for entertaining 
its customers and organization. 

The club house is practically in 
the center of a 212 acre tract sur 
rounded by the mountains of. the Bx 
Ridge, with its own water system 
coming down from one of the peaks 
on which is a rock reservoir 1500 feet 
to the club house. A large bouldered 
stream flowing down through the cen- 
ter of the property affords an oppor 
tunity for nearly a 5-acre lake, whil: 
another stream close to the club hous. 
supplies the swimming pool. 

Wm. Farr, probably better known 
to the trade as “Bill Farr” president 
of the company said that he had al 
ways had an ambition to design and 
build a house since he read Robinson 
Crusoe and he has certainly had his 
heart’s desire satisfied because tli 
club house is about as rustic as Robin 
son Crusoe could have made it, while 
it affords every facility for comfort 
and pleasure. 

The main gathering room is 30 feet 
by 18 feet, has a ceiling supported by 
hewn logs, an immense rock fire place 
and rustic furniture, and there are 
additional dormitories and bedrooms 
to take care of a good sized and jolly 
crowd. It has already been put to 
good use this summer. 

Oakley C. Mills, vice president of 
the company, who was formerly pur 

(Turn to Page 42) 





wy 








The Interstate Electric Co., New Orleans—“The House of Bullet Service’- 


handles automotive equipment as well as general eléctrical supplies. 


This idea of 4 


shop equipment display room, which this company. maintains on its third floor, 


may appeal to other jobbers who handle a similar line. 


Or an adaptation of the 


idea might be made to cover electrically driven tools used in industrial plants | 


the jobber goes after the latter business. 


actual demonstration to customers. 


Each piece is set up so as to permit 0 














- Saas 


{__iieseua 
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Non-metallic 
Sheathed Cable 


PATENTED DECEMBER 19, 1922 








OTHER PATENTS PENDING. 











100% Inspection 


Underwriters’ Label on every Coil 


THE WirewmorD ComPpANy 


HARTFORD,CONN. 
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C-H Flush Switches of the Tog- 
gle Type have an added appear- 
ance of refinement and offer the 
greatest lighting convenience 
for ihe modern home—especiall 
the three-way switches whic 
brovide so completely for the 
convenient lighting of a stair- 
way. Recomme 





Don’t pass up the profit 


in these home-wiring refinements 


HY not get the “extras”—the additional wiring conve- 
>and the niences for which the home owner will feel the need as 
good will time goes on—why not get these into the original specifications? 

A little timely “recommending” will do it. Building them into 
the home will build a better reputation for the architect—in- 
creased good will and added profit for yourself. 


An extra receptacle here and there—or, better, a double re- 
ceptacle at each point—another conveniently located wall switch 
or two, better lighting provision for stairways, more adequate 
wiring provision in the basement for the tools, toys and. appli- 


Ya 
Ay GY 


Modern Wiring 
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SELL COMPLETE CONVENIENCE ~~ BUILD GOOD WILL 





ances that will be used there as time goes on—these will 
cost the builder a negligible additional sum at the start 
and spell years of increased convenience. Getting them 
into the specifications before you bid will enable you to 
do a real wiring job at a profit. You're the man who 
knows best where these little wiring refinements belong. 
It’s up to you to recommend them. 


Sell more 3-way Switches 


Think of the two-story houses today that lack the 
modern lighting convenience of a 3-way switch at the 
top and bottom of the stairway! What other single item 
could go so far toward making the basement part of the 
house as this same lighting convenience? 


The modern tendency is to “dress up” the basement 
—to make it livable—and the electrical contractor who 
appreciates the vital part adequate wiring plays can turn 
this popular tendency to his profit. 


How many average homebuilders today understand 
the convenience of 3-way switches? Explain it. Recom- 
mend them to the architect. Build more of them into 
the home. 


Sell more of the toggle type 


Take advantage of the unquestioned popularity of toggle 
type switches. Recommend the type which has the greatest 
appearance of refinement and offers the utmost convenience 
of operation. The C-H Toggle Switch Line enables you to 
suggest this type for every switch application for which it is 
appropriate. 


The same electrical perfection and high quality of mechani- 
cal construction is inherent in every C-H Wiring Device, 
whatever it may be—flush or surface switches, receptacles— 
single and double—door switches, remote control switches— 
in fact every wiring device demanded by the builder of a 
modern home. 


By consistently recommending the convenience of C-H 
Wiring Devices you put a reputation to work for you that has 
stood for quality and satisfaction in the minds of the public 
-more than a quarter of acentury. Your jobber can supply you 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 


1213 St. Paul Avenue 
MILWAUKEE, WIS. 











C-H Three-Way 
Switch—Flush Mounting— 
Toggle Type 





The shallow construction, and large, readily 

accessible binding screws make installation 

extremely easy. The positive action of the 
switch mechanism is typically C-H. 





C-H Double Pole Switch— 
Flush Mounting—Toggle Type 


Here, again, shallow construction, large bind- 
ing screws and a positive toggle-switch me- 
chanism mark a C-H Wiring Device easy to 
install and of long-wearing quality, neat ap- 
pearance and of the utmost convenience. 





C-H Single Pole Toggle 
Switch—Flush Mounting 
Similar in shallow design and 
struction to the double pole a 
types, the C-H Single Pole Toggle Switch is 
typical of the meme” and convenience of the 
ine. 


ity con- 
three-way 


Flush mounting switches of 
the push-button tybe are 
brovided in the single pole 
and three-way forms. Hus- 
construction is 


y, 
typical throughout. 

















S 


TypicalExamples from a Complete Line 
Approved by the Underwriters 
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High Lights and Side Lights of the House of Pettingell-Andrews Co., Boston 

(1) Two gentlemen who play stellar roles in the conduct of the business. The 
one on the left is W. R. Timper, on whose shoulders rests the responsibility of the 
management of the merchandise division of his company. This means appliances, 
oil burners, refrigerators, radio and the like. The other is J. H. (better known as 
“Jim”) Sullivan, who sits in a private office on the ninth floor and whose title is 
that of “service manager.” 

(2) A view of the Springfield branch, which has been in service just a year. W. 
H. Kaiser looks after the affairs of this establishment. 

(3) R. A. Aiken, who handles quotations and orders, is on the left in this Spring- 
field branch group. On the extreme right is Paul C. Bucknam, who recently became 
a benedict. (Oh, well, we all live to learn.) The retiring gentleman behind the 
young lady next to Paul is I. W. Crowell, auditor of the company, who was in Spring- 
field for the day and consented to “play ball” with the photographer. While the 
others in the group may be of no less importance, the only reason their names aren’t 
given is because we don’t know them. 

(4) Ralph J. Brown is specialty man for the company. Ralph specializes mainly 
on “Socold” electric refrigerators, “Summer-Heat” oil burners and “Tungar” battery 
chargers and he says he has his hands plenty full. He travels all over New 
England helping the general supply men and working with the dealers on campaigns, 
all of which seems to indicate that such things as oil burners and refrigerators can 
be sold through electrical jobber channels. 

(5) The sales organization is divided three ways—supplies, merchandise and fix- 
tures. Andrew Millington is manager of the supply division under J. E. Livor, general 
sales manager. Mr. Millington is well-known in the New Engand trade for he has 
been with P-A for a good many years. 

(6) Here’s a busy man and a hard one to catch even long enough to take his 
picture. He is J. E. Livor, general sales manager. However, we caught him just as 
he was making a fast get-away in a taxi. It is a man size job looking after 
a sales organization of somewhere between 50 and 75. 

(7) In order to get this picture in print as soon as possible and satisfy Fred 
Smith, who thinks there should be more about New England in this issue of THE 
Jormer’’ SALESMAN, we send this to press minus the name of the man in the center, 
which the busy photographer didn’t get. From left to right the others are: R. S. 
Jeeves, who sees to it that customers of the Pettingill-Andrews Co. of Boston get 
service: then comes H. E. Biscoe, who, we believe, handles orders; center man; then 
L. C. Watson, who can be found on the first floor of the P-A building, figuring the 
price of a 10-mile pole line most any day, and on the right is Fred L. Smith, whom 
we've already spoken of and who sits alongside Watson doing the same thing. 


chasing agent at the Asheville hou; 
has been promoted to manager of t) 
Greensboro house. Wm. Farr, Jr. 
who some say is a chip off the o! 
block, has been promoted to sal. 
manager of the Asheville house: 
Frank Wolfe, assuming managemei\ 
of sales service. C. W. Katenma). 
formerly of Baltimore, Md., has lat: 
ly joined the organization in charg, 
of purchasing and stock. | 
* * & 


Rosevear and His Letters 

R. Rosevear of the appliance per- 
sonnel department, Philadelphia Elec- 
tric Co., Supply Department, is mak- 
ing a name for himself as an inspira- 
tionist through the clever weekly let- 
ters that he is sending out to the 
members of the appliance department. 
These letters are really welcomed by 
the staff. Much of the philosophy and 
the courage-giving quality is original 
with Rosevear, although he does not 
hesitate to draw upon the poets and 
the philosophers of the ages, if by 
so doing he can aptly illustrate a 
point. 

He signs the letters “Pop” Rose- 
vear and the friendly way in which 
they are written—free from the vul- 
garities and the banalities so often 
found in the the so-called “pep-up” 
letters—often monstrosities of tact- 
lessness—is causing them to “get by” 
in great shape with the men who re- 
ceive them. 

* * * 


Carl Will Passes Away 


C. M. Will, vice-president, secre- 
tary and treasurer of the Fobes Sup- 
ply Co., Portland, Ore., died in that 
city on June 13. 

* * * 


The Fount of Knowledge 

This is J. A. McKelvey, purchasing 
agent of the Woodill & Hulse Elec- 
tric Co., Los 
Angeles. Mr. 
McKelvey has 
been with 
Woodill & 
Hulse for 14 
years. The 
scope of his 
knowledge is 
wide, and his electrical experience in- 
tensive and varied. At Woodill & 
Hulse’s he is considered the “fount of 
knowledge.” When all other sources 
fail, they “ask Mac.” This company 
carries a full stock of “Standard 
ranges and parts, “fresh from tlic 
factory.” 
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P&S All-Porcelain Receptacles 


with Porcelain Shade Holders 


Porcelain Shade Holders 


Will not Rust / 
Will not Tarnish / 
Will not Lose their Luster / 


Now is the time to plan for 
these New Devices in build- 
ings nearing completion. 





o* ¢ 
© P&S 845 


We do not supply glassware 


PX am dette od (cusete:) 
Jobber today 


1310/0) 6B oe8 
No. 1566 


and Complete 
Information 
Sent upon 
Request. 


P&S 1471 


We do not supply glassware 


PASS & SEYMOUR, Inc. 


JEW Y ‘ . y ‘“HICAGO 
NEW YORK Main Office and Works CHICAG( 
71-73 Murray 730 W. Monroe 


Street Solvay Station SYRACUSE. N. Y. 


$-} 
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“Will you step into my Chevie?” asked 
Ben S. Weil, city salesman for the In- 
terstate Electric Co, Birmingham, Ala. 
Two awfully nice girls were killed in the 
rush, 





Former Stewart Men Form New 
Jobbing Business 


Two men who have been around 
Philadelphia for a good many years 
are due for congratulations. They are 
Lewis M. Creighton and Lester R. 
Schlegel, both formerly with the 
Frank H. Stewart Electric Co. of that 
city, and the reason for congratula- 
tions is that they have gone into the 
electrical supply jobbing business for 
themselves at 258 North Eleventh St. 
under the name of Creighton, Koons 
& Schlegel. 

Henry V. Koons, the third member 
of the firm, is open for congratula- 
tions, too. Mr. Koons, however, is not 
an electrical man, having spent the last 
20 years in the tire business, most of 
this time with the Fisk Rubber Co. 
and the Kelly-Springfield Tire Co., 
traveling Ohio, Pennsylvania, Dela- 
ware and Maryland. The electrical 
field looked sufficiently attractive to 


him to cast his lot with Creighton and 
Schlegel. : 

The new company has a three-story 
building at the address just mentioned 
and is traveling four men in Philadel- 
phia, eastern Pennsylvania, southern 
New Jersey, Delaware and Maryland. 
Creighton and Schlegel will also spend 
much of their time calling on the 
trade. 

Lewis Creighton spent 16 years with 
the Frank H. Stewart Electric Co., 
starting as a clerk and finishing as 
treasurer of the company. 

Mr. Schlegel will have charge of 


THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR 


sales work in the new organizati 
* * * 


Electrical Credit Barometer 


The accompanying tabulation sho 
the number of delinquent accoun 
the total amounts and the avera 
Electrical Credit Association 
member manufacturers and _ joblx 
through its various divisions, f{. 
June, 1926, as compared with t! 
same month the previous year. Al; 
these figures are shown for the firs: 
six months’ period of 1925-26. 
amounts as reported to the Nation: 


“THE ELECTRICAL CREDIT BAROMETER” 
JUNE 380, 1926 
NUMBER OF ACCOUNTS REPORTED 


DIVISION June 


1925 


Middle & Southern Atlantic ... 
New England 
Pacific Coast 


259 


1678 


1926 
422 
125 
838 
21 
877 
1528 


Increase ‘ Inicreas: 
or or 
Decrease Decreas 
“+ 1.7% — 8 
—51.7% —18.3° 
— 46% + 5.6% 
+28.5% +45.2¢ 
— 2.6% + 1.9% 
— 8.9% 9% 


6 months 
1925 1926 
2411 2390 
1423 1163 
512 541 
115 167 
55381 5688 
9992 9899 


TOTAL AMOUNTS REPORTED 


June 
1925 
New York ‘ 
Middle-Southern 
New England 
Pacific Coast 


Atlantic 386,497 
15,310 

2,193 

102,366 
..$209,780 


1926 
$ 53,414 $ 71,745 
12,720 
8,751 
2,588 
96,837 
$192,591 


% % 
Increase Increase 
or or 
Decrease Decrease 
+34.8% 2.59; 
—65.1% —38.3% 
—42.8% —14.8% 
+15.7% 16,746 29,881 +-75.1% 
— 54% 664,887 606,558 — 8.8% 

— 8.1% $1,809,247 $1,168,555 


6 months 
1925 1926 
$836,011 $356,730 
201,149 124,121 
60,454 51,815 


—10.7% 


AVERAGE AMOUNTS 


Middle-Southern Atlantic 
New England 

Pacific Coast 

Central 


6 months 
1925 1926 
$151 $149 

141 107 
118 96 
145 175 
121 108 


June 
1926 
$170 

100 
105 
121 
110 

















Group picture of a four-day sales conference of the Graybar 
Electric Co. specialists held May 12 to 15 in New York, at the 
Specialists from all sections of the 
the 


company’s executive offices. 


country attended. This meeting was 


first nation-wide 


gathering of specialists of the company since its organization. 
P. M. Rainey, telephone sales manager of the Graybar Elec 
tric Co., was in charge of the conference. 
taken on the roof garden of the Commodore Hotel. 


The photograph was 
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For cottage or mansion, 


HE increased demand for better 

lighting and a greater number 
of electrical conveniences in the 
American home, has created wide- 
spread interest in wiring details. 


How easy then for the electrician 
to answer the question of safety 
and durability of a wiring job by 
the mere explanation—“It’s Rome 


Code.” 


Contractors have long recognized 


a 


the in-built quality of Rome Code 
Wire just as thousands of indus- 
trial engineers depend upon other 
Rome Wires and Cables. 


From the huge feeder cables to the 
smallest portable cords, the great 
variety of Rome Products are built 
to meet exacting requirements, in 
Rome Mills, under Rome super- 
vision and inspection, from wire 
bar to finished copper wire. 


ROME WIRE COMPANY, ROME, N.Y. 


ROME 


WIRE BAR TO FINISHED COPPER 


WIRE 


Rome 


Code 


Wires 














% rs SS - 
Rae 


Weng 












Automobile 
Wires and Cables 


aa 
, | | 


' Extra Flexible 
Wires and Cables 


Heater Cords 


| Lamp Cords 


Trolley Wires Tinned Copper 
ana Cable Wires and Cables 








O many in the electrical industry all 

code wire is alike. But to the initiated, 
Rome Code Wire stands out as a better- 
than-standards product. 


The reason for such a reputation is easily 
understood when you study the organi- 
zation back of all Rome Wires and Cables. 


Twenty years of manufacturing experi- 
ence —an organization composed of men 
who have made a life-time study of the 
construction and use of all types of wire. 
Twenty acres of manufacturing floor 
space, all under one centralized control 
assures you of ample stock, quick ship- 
ments and competitive prices. 


If you will let us know what wires and cables, 
shown on this page, you are interested in, we will 
be glad to send you samples, catalogs, and other 
information that will be of help to you—while 
an opportunity to quote on any of your wire re- 
quirements will always be welcome. 


ROME WIRE COMPANY 
Milis and Executive Offices: ROME, N.Y. 
Diamond Branch: Buffalo, N.Y. 


New York — 50 Church Street 
Boston — 1011 Little Building Chicago — 14 E. Jackson Blvd. 
Detroit — 25 Parsons Street Cleveland — 1200 W. 9th Street 
Los Angeles — J. G. Pomeroy, Inc., 336 Azusa Street 
San Francisco — J. G. Pomeroy, Inc., 51 Federal Street 








t= LA 
Mining 
Machine Cables Power Cables 


Dx 


Telephone | 


Rubber Coveres 
Wires ~ Code 30% 


Copper Rod ana 
Bare Copper Wire ¥ 
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Reading from left to right: 





| 


4 


H. C. Barnard, Curtis Lighting of Calif., Inc.; C. C. 
Caven and A. R. Fryklund of Graybar Electric Co., San Francisco. 


This was taken 


on “The Caven ranch” at Concord, Calif.. where Caven hopes to get a good crop of 


pears in 1927, provided his “trick electric gopher traps” prove a success. 


are patented—ask Caven. 


The traps 





Cheapening Credit 

“Cheapening credit through some 
installment selling plans is as immoral 
us cheapening human life,” J. H. 
Tregoe, executive manager of the Na- 
tional Association of Credit Men, said 
in a message on installment merchan- 
dising issued to the association’s 30,- 
000 members. 

“What moral right has anyone to 
vo into debt when his credit is not 
complete and there are grave chances 
that the debt cannot be extinguished ? 
If, under pressure, commodities are 
exchanged for an incomplete or a de- 
ficient credit, there is a cheapening 
of the medium. It doesn’t matter 
what the seller may gain, the trans- 
action lacks moral stamina and if de- 
fault happens economic waste occurs, 
and the pride in performing honestly 
one’s obligations is forfeited.” 

Mr. Tregoe stated that producers 

ill find themselves in trouble if they 

ost production too high for con- 

mers’ incomes and cheapen credit 

y accepting questionable credits. It 

unsound he said to do otherwise 

ian exchange commodities of value 

1 eredit of value, and that any 

ing else is an uneven exchange from 

hich neither party to such transac- 
ms: can profit. 

“Notes of warning have 

unded by recognized leaders who 

ough untrained in credit technique, 
vertheless recognize the modern 

‘s of credit and they know that 

cheapen it is just as unwise as to 

ting smart. 


been 


Wis 
-General Electric Co., Dallas, Tex. 
blame ‘him. for the puckered brow. 


Don't 
He’s 


really -very good-natured but the sun—. 


THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


cheapen human life,” Mr. Tregoe said. 
“We can be generous without being 
unwise; we can be careful without 
being penurious; we can be broad 
without going beyond the limits of 
prudence and, therefore, in counsel- 
ing against the cheapening of credit, 
I don’t want the 
reached that narrow policies are ad- 
vocated, that anything else is intended 
by what I say than the exercise of 
good judgment and the same _pro- 
tective 


inference to be 


credit as 

we would feel obligated to show in 

any important feature of human life.”’ 
* ¥* * 


New Jobber in Mibeutevie. Pa. 


W. A. Everson, formerly with the 
Rumsey Electric Co., Philadelphia, 
Pa., has severed his connection with 
that company and has formed a part- 
nership with A. W. Leidy to conduct 
an e.ectrical supply jobbing business 
The name of the 


interest shown in 


in Allentown, Pa. 
new company is the Everson-Leidy 
Electric. Co., located at Hall and 
‘Maple Sts. _ A. W. Leidy also has an 
electrical jobbing business in Phillips- 
burg, N..J., under his own name. 


* * % 


Jack Jennings Makes New 
Connection 


“Jack” Jennings, who has been 
connected with H. H. Frost, Inc., of 
for the years as 
dealer-contact added 


to the sales force of the Harry Alter 


Chicago last few 


man, has been 
Co., Chicago. “Jack” as he is famil- 
iarly known, to the trade, will spend 
a considerable amount of his time in 


Dansboe, specialist, Southwest introducing the new line of Freed- 


Eisemann radio receivers to the 


trade. 





he 





“Look us over” says the Hartford Electric Supply Co., Hartford, Conn. You cannot 
blame T. J. O’Brien, their president for being proud of this fine looking force which 


has built 


up. 
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“a GENERAL 
DIRECTION OF AIR 





A 











. Here is the ILG self- 
cooled motor feature illustra- 
ted graphically. Note that 
although the motor is fully 
enclosed it is perfectly ‘ventila- 
ted by a vacuum or suction 
created at the axis of the fan 
when in motion. This draws a 
constant stream of air from the 
outside into the vent pipe, 
where it passes over the motor 
and is discharged with the 
general exhaust. The vent pipe 
serves as an intake for the air 
and directs it to the heart of 
the motor, thus permitting 
ILG Fans to be safely and ef- 


TI 
ficiently operated in high tem- i 
peratures and fully protected 
from dust, grease, grime, etc. Poe eto, ae Ry 


; ~~ 
Remember, the fully enclosed, self-cooled motor 1s &,~ 
EXCLUSIVELY an [LG Fan Feature. And for qutck, tden- 3 : M 
tification every ILG Fans painted an attractive GREEN. 
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/ 


Catalog 


aten ted —& 
otor Feature 


) the field of electrical ventilating equip- 
ent the ILG Fan stands out conspicuously as the ov/y 
made with a fully enclosed, self-cooled motor — made, 
j, sold and guaranteed as a complete unit. 


his basic, patented feature is more than just 
dinary sales argument — it’s the most vita/ mechani- 
detail in ventilating fan construction — one of the 
potent factors in winning interest and creating desire. 
only does it insure safe, efhcient operation in high 
eratures — it also fully protects against the evils of 
dirt, grease and grime. 


nd how effectively our big national adver- 
rcampaign continues to tell the story of ILG. Fans. 
ywhere people have heard it — in the smallest hamlet 


las the largest metropolis. Consumer demand has 
won — dealer acceptance is assured. Indeed, many 
tare but waiting for a “face-to-face” introduction. 


CThere was never a better time for selling 

ILG Fans. (Cooler weather 1s just around 

the corner — the shut-in seasons when the 
need for ventilation is most urgent. 


ELECTRIC VENTILATING CO. 


NORTH CRAWFORD AVENUE me CHICAGO 





Klealena 


John T. Moore of 


Chicago, recently made an 
investigation for us among 
3,500 leading electrical goods 
dealers. 


Among the questions 
asked was this: ““What in 
your Opinion is the most im- 
portant sales feature of a ven- 
tilating fan?”’ 


Four out of every 
five referred to the ILG fully 
enclosed, self-cooled motor 


Here is conclusive 
evidence that 80% of the re- 
tail electrical trade is “‘sold’’ 
on the ILG Ventilating Fan, 
the only one witha fully 
enclosed, self-cooled 
motor — made, tested, 
sold and guaranteed as 
a complete unit. 


For Offices, Stores, 
Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 
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Three wild and woolly ones! 
oldtexas.” 


ae 


am 


9 


Evidently straw hats are not in as yet in “Grand- 
On the left is Stanley Zercher, lighting specialist of Graybar, Dallas. 


In the center is F. H. Zimmer, lighting engineer of Curtis Lighting, Inc, and on 
the right is E. F. (Emmett) Haling, demon northeast Texas salesman for Graybar, 


Dallas. 


landed a big order for “X Ray” reflectors. 


tions are no novelty to him. 


By the pleased smile on the faces of Zimmer and Haling, they must have 


Stanley’s face shows that big installa- 





Wm. P. Johnson Moves 

The Wm. P. Johnson Electric Co., 
established in 1911, has leased much 
larger quarters at 43 So. 3rd St., Min- 
neapolis, Minn., where it will be more 
closely grouped with the electrical 
jobbers of that city. 

* * + 


Camp Co-operation VI 


Plans have been made and an e! 


sa- 
borate program prepared for Camp 
Co-operation VI which is to be held 
Island, Henderson 


September 1 to 4. 


at Association 
Harbor, N.- Y.., 
These annual meetings are held by the 
Electrical Leagues in co-operation 
with the Society for Electrical Devel- 
opment. 

The following committee chairmen 
have been appointed to handle the 
details for the and 
pleasure of the conferees: Reception 
Committee, Samuel Adams Chase; En- 
tertainment Committee, T. H. Bib- 
ber; Exhibition Committee, J. J. Cad- 
digan; Sports Committee, M. E. Cur- 
ran: Golf Committee, J. E. McAu- 
liffe; Pleasure Boating Committee, G. 
Fk. Laube; Committee, L.- L. 
Tennis Committee, G. W. 
Austen; Yachting Committee, H. E. 


Bowling, E. W. 


Various comfort 


Prize 
Strauss; 


Dawson; Indoor 
Rockafeltow. 
Fred P. Vose, secretary of the Na- 
tional Electrical Credit 
will act as toastmaster at the annual 


Association, 


banquet. 


Jobbers Active in Associations 

C. A. Roacu of the William Hall 
Electric Co., Springfield, Ohio, has 
been put on the Building Trades 
committee 
the New 


Association 
which concerns itself with 
State Building code in Ohio. 


Employes 


Joun L, Bucwanan, president of 
the Wesco Supply Co., St. Louis, has 


been elected second vice-preside 
the St. Electrical Boar, 
Trade. 


Louis 


J. R. Wells of the Fobes Sy 
Co., has been elected a director 0: 
Seattle Electric Club. 

L. S. Ruble, sales manager 0: |! 
North Coast Electric Co., Sex: 
Wash., has been elected to the ex. 
tive committee of the Sales Manavers 
Association of Seattle. 


Vice-President and General \{.n 
ager Ellis Chaney, of the Southern 
Equipment Co., 
has been elected president of tly 


Texas Automotive Jobbers Ass'n. 


San Antonio, Tex... 


E. L. Johnson, sales manager of 
the Graybar Electric Co., Davenport. 
Ia., has been elected director of tly 
Lions Club. 

* * * 
A Trencherman 

Walter P. Hoagland of the Graybar 
Electric Co. was recently elected 
member of the Massachusets table at 
the Chicago Athletic Association. This 
table was founded Aug. 11, 1893—and 
has a waiting list. Fourteen can |i 
seated at the table and Walter has 
been on the waiting list two years. Hi 
is not Massachusetts born, but mem 
bers are admitted on the score of busi- 
ness affiliations. 








A credit to the industry is the Richardson Electric Co., Westfield, Mass. 


Lef 


right, we have: Miss Evelyn Richardson, the boss of the outfit; Nelson D. Rich 
son, her “Dad” (he only owns the place); Charles Burland of the Mountain Ele: 
Supplies Co., and Jack Kingsley of the Square D Co. 
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2.416 ceiling type Sol-Lux in- 

stalled in the Liberty Bank 

Building by the Modern Electric 
Company of Buffalo. NY 





















The Liberty Bank Building. Buffalo, N.Y 


John A Kloepfer. President 
Alfred C Bossom. New York City and 
Plumer & Mann Buffalo. 
Architects 


Cooperation Sold this Job 


HE Liberty Bank Building—Buffalo’s Daylight tractor clinched the sale. Our interior lighting engi- 
Building—is an effective show window for Sol- neer's services were utilized and all his work was 

Lux luminaires—both for us and for the Modern done as a Westinghouse representative working in 
Electric Company of Buffalo. Towering far above 
the surrounding skyline, the tallest building between 
New York and Chicago, it furnishes a handsome 
setting for an installation of which the Buffalo con- 
tractor-dealer can be justly proud. For, the Modern 
Electric Company made a fine profit on the sale and The same cooperation is extended to you. Make 


installation of Sol-Lux in this building and has gained use of it on the next job you figure. You'll find that 
enviable prestige as an added result. 


the interest of the Modern Electric Company. From 
this close cooperation came the added weight of 
engineering knowledge that paved the way for the 
installation of 2,416 ceiling type Sol-Lux luminaires. 


Ea —kEE es Ee 


id 
om it 


Sol-Lux plus Westinghouse cooperation pays a hand- 


Pe a 


Close cooperation between manufacturer and con- some profit. Ask us about it. 


= 


Westinghouse Electric & Manufacturing Company 
Merchandising Department South Bend, Indiana 


Westinghous 
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Tough as a Rhino — Yet Flexible as a Snake! 


»,/ DURAX 


N on-Metallic Sheathed Cable 


Made by the makers of 
Durabilt Products 


TUBULAR WOVEN FABRIC COMPANY 
PAWTUCKET, R. I. 


t Profitable Times ahead 
for users of DURAX. 
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Tough as a Rhino—Yet Flexible as a Snake! 


DURAX Saves Time, Labor, and Money. 


Every part of it is built for speed and 
durability. Each conductor is genuine Dura- 
wire super-insulated with tough, flexible 


sheaths. 


The heavy outside cover is saturated with 
a special compound to make it easy to fish 
and handle. 

Best of all, DURAX is The Non-Metallic 
Sheathed Cable of Known Quality — Durabilt 
by the makers of ——, 


DURADUCT DURACORD )DURAFLEX DURAWIRE 


Ree. US Pn On Wag U8 Pn On we US re On Ou U.S Pn. On 


The fast fishing Single Wall Loom. The heavy duty Portable Cord. The real of able cable—it’s Safe. Durabilt quality for neat work. 
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The above picture shows a meeting of the Hughes-Peters Electrical Corporation 
of Columbus, Ohio, with the sales department of the Westinghouse Electric & Manu- 


facturing Co., Mansfield works. 
Top row, left to right: E. M. 


general manager. 


Middle row: C. M. 


Richardson, Westinghouse; W. R. 


Olin, Westinghouse, Mansfield works manager; 
R. M. DeWolf, Hughes-Peters, sales manager; M. A. 


Bridge, Jr., Hughes-Peters, 


Knecht, Hughes-Peters, 


salesman; Harold Donley, Westinghouse; J. S. Tritle, Westinghouse, general mana- 
ger, merchandising department; H. J. McCullough, Westinghouse, Columbus; A. E. 
Lucks, Hughes-Peters, salesman; H. Steenson, Hughes-Peters, salesman; O. S. Jen- 


nings, Westinghouse. 


Bottom row: George Bopes, 


Hughes-Peters, 


Carl Imhoff, Westing- 


salesman; 


house; Reese Mills, Westinghouse, assistant manager, appliance section: H. T. Welch, 


7 47 


Hughes-Peters, salesman; 


Ford, Westinghouse, Pittsburgh; W. G. 


Balph, 


Westinghouse, manager, safety switch section. 





Do You Know? 
Using the scales of herring as ma- 


terial, manufacturers are now turn- 
ing out artificial pearls that sell for 
as high as $200 each. Only experts 
can tell them from the genuine. 
Nearly 50,000,000 stems of  ba- 
, Nanas shipped the West 
Indies to the United States each year. 


It requires 18 months to plant and 


are from 


mature the fruit. 

The greatest lighthouse in South 
America is that on the island of Rin- 
about 20 of Bahia 
Blanea. It has an illumination capac- 
ity of 20,000,000 candlepower and 
distance of 36 


con, miles south 


may be seen for a 
miles. 

Elaborate system of warning air- 
craft of the development, character 
and movement of dangerous air dis- 
turbances along the principal airways 
of the country has been prepared by 
the United States Weather Bureau. 

Probably the only actress advertised 
all over the world by postage stamps 
is Anna Fuhring, who appeared * 
armor on all the German pfennig 
stamps from 1900 to 1921. 

Persian rugs are made from a com- 
bination of goat yarn and wool. 

The 18 feet 


long. 


medieval lance was 


Australia slaughters 80 million rab- 
bits a year, 

Most lunatics 
brown eyes. 

There are 500 animal-eating plants. 


are said to have 


The record parsnip is 51 inches 
long. 

Naples exports lava thimbles. 

Sunday Island, in the. Pacific, is 
really a mountain. It rises 2,000 ft. 
out of five miles of water. 


French-banks are now-honoring te! 
graphed checks after first securing 
perfect reproduction of the sender 
signature, which is transmitted el 
trically over the wires. 

The world’s finest pearl, a Justro 
peacock-green gem, was found by 
native boy off the Gambier Is'ands | 
the South Pacific ocean. It is near 
three-quarters of an inch in diamet, 
and weighs about 30 carats. 

The finest holly trees are said 
grow on the slopes of the Himalaya 
and their crimson berries are said +. 
grow the size of cherries. 


Changes in Personnel 


S. H. Woleben, formerly with t! 
Commercial Electrie Supply Co., D: 
troit, and who took a six months 
vacation trip to San Diego, Los An 
geles Catalina Island, ha: 
returned to this old position as pur- 
chasing agent. The first thing |) 
purchased was a subscription to T11) 
JOBBER’s SALESMAN, an indication that 
his discretionary powers 
been impaired by the lay-off. 


and 


have not 


* * * 


Milnor Opens Branch 


On the approximate date of Jul 
1, the Milnor Electric Co. of Cin 
cinnati, was scheduled to have a new 
branch house in operation at Dayton. 
Ohio. A complete stock of “Ra 
diolas,” ‘Radiotrons,” accessories and 
batteries will be carried in so far as 
radio lines are concerned. It will also 
handle the regular lines of electrical 
supplies carried by the main house. 








Al. Pechette, one of the contractor-dealer customers of the Fullerton Electric Co.. 
New York, doing business in Astoria, N. Y., operates what he calls his “Radio 


House.” 


displays of fixtures, appliances and radio. 


The miniature house, mounted on the chassis. of a small truck, 


contains 
He uses it for making small deliverics 


and also in calling on new prospects to demonstrate the above lines. 
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There are many cases in overhead 
line consiruction, especially in . 


cities, in which it is impossible to secure _ 

guying privileges. In such cases poles at : 

corners in the line can be made self-supporting or “hog | 

guyed” by means of the PEIRCK POLE STRUTS as SS 
: “= 


illustrated. 


Write for your copy of the Hubbard Catalog which gives complete 
details of the Self-Supporting Pole using Peirce Pole Struts. 


Carried in stock and sold exclusively through the leading Electrical Jobbers 


(Hubbard and COMPANY 


PITTSBURGH ” OAKLAND, CAL.“ CHICAGO 
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Philadelphia Has a Lightburst 


Sesqui-Centennial Exposition Is Glorified With Unequaled Electrical 
Brilliance, Giving New Proof Through the Night 


66 AVE: a care, lest you go 
by Philadelphia in the 
dark,” was the advice giv- is said to produce far and away the 


en to young Benjamin Franklin as he 
fared forth on the Schuylkill river in 
his quest of the Quaker City. 

Franklin “had a care” and he found 
Philadelphia. He remained to fight 
back the black drop of night, and pos- 
sibly that murkey voyage on the 
Schuylkill lingered in his memory as 
he invented the two burner oil lamp, 
brought about the installation of street 
lights, and finally hitched his curiosity 
to a kite and drew electricity from 
the clouds. 

Thus Philadelphia began to learn 
about light and she has kept on learn- 
ing until this year the eyes of visitors 
to the Sesqui-Centennial International 
Exposition will be greeted with the 
greatest display of electrical brilliance 
the world has ever known. 

Nine hundred thousands dollars is 
the cost of the sesqui lighting job. 
And with this electrical light burst 
Americans are demonstrating their 
appreciation of 150 years of life, lib- 
erty and the pursuit of happiness. 

Imagine a single darting beam of 
13 billion candlepower, piercing the 
sky from the Atlantic to the fruit 
groves of California. Such is the 
amount of light in the Aurora, the 
premier electrical display that Elec- 
trical Engineer-in-Chief, Laurence T. 
Darrin has conceived and executed for 
the exposition, which will run in full 
force until December 1. 

Centering the Aurora _ cluster, 
mounted 200 feet high on the Majestic 
Tower of Light, (See Page 23) is a 


By H. H. GREEN 


single 62 inch searchlight of one bil- 
lion, 100 million candlepower. This 


strongest single ray ever brought into 
being. 

Surrounding the Tower of Light, 
and completing the Aurora are 26 


Above is An Old Picture Showing the 
Country Market Place, Philadelphia, 
As It Looked In 1807, During a 
Procession Commemorating the Death 
of Washington. Below is Market 
St. As It Looks Today, or 
Rather Tonight 


That the Flag Is Still There 


Sperry searchlights, each piercing the 
heavens with a 450,000,000 candle- 
power beam. 

But the gorgeous Aurora, which 
will greet visitors from far and near, 
is but the beginning of the Sesqui 
illumination. 

Striking straight to the heart of the 
exposition idea is the gigantic repro- 
duction of the Liberty Bell, located 
on Broad Street Plaza, just in front 
of the main entrance to the grounds. 
The idea, conceived by D. W. Atwater, 
lighting engineer of the Westinghouse 
Lamp Co., is perhaps the most ap- 
propriate feature that could be con- 
ceived for a Philadelphia exposition. 

Twenty-six thousand lights com- 
prising half a million candlepower, 
cover this symbol of liberty. The 
bell, which is as high as a six story 
building, hangs between two massive 
columns, at such a height that all 
motor vehicles may easily pass under 
it. On guard atop the two columns 
stand two flood lighted eagles of gold. 

Striking a brilliant keynote in the 
center of the “Gladway” area is the 
$50,000 illuminated fountain, a verit- 
able rainbow to rival nature’s own 
phenomena. With its 12 different 
schemes of water displays, that will 
be used in 100 varying color arrange- 
ments, the fountain forms the key at 
traction of the big amusement section. 

Samuel J. Hall, the designing archi- 
tect, has developed the idea so that 
one beautiful color effect will m«rgé 
softly into another, presenting a 0n- 
tinuous beauty display with no ats 
and no waits to mar the onlooker’s 
pleasure. 
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DISTINCTIVE FIXTURES FOR 





BEDROOM, HALL AND SUNROOM 


SS einen 








New items in the Grahling Bros. line that have a distinctive 
appeal. 

Furnished in the following finishes: Ivory Blue, Ivory Pink, 
Ivory Poly and Gold Poly. All fixtures packed in individual 


carton showing finish and catalog number. 








No. 622 


GRAHLING BROS. COMPANY 
1917-21 EAST 61st STREET CLEVELAND, OHIO 


———————— 
eee 




















Those are but a few of the s ¢+, 
cular lighting effects which mal. ¢}, 
Sesqui-Centennial grounds as bri. \\t 4, 
day by night. Giant feeder © jh). 
carrying 13,200 volts from the S: \yy! 


| Atop the Philadelphia City Hall Stands 


the Statue of William Penn, Glorified 
With Light 
kill works of the Philadelphia Electric 
Co. send their current into 20 miles of 
cable, laid in the grounds so that in 
every nook and corner the eyes of 
visitors may be gladdened with sights 





Giant Reproduction of Liberty Bell As 
High As a Six-Story Building and 
Covered With 26,000 Incan- 
descent Lamps 


of radiant beauty and an abundance 
of electrical sunshine. 

Nor is the jubilee lighting of th 
Sesqui-Centennial confined to the Es 
position grounds. It has overflowed it 
to the city, to glorify Independence 
Hall with a floodlight robe, to focus 
eyes on the majestic statue of William 
Penn high up on the tower of th 
City Hall and to bring to every Ameti- 
can new “proof through the niglit 
that our flag is still there.” 
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petition, Nuite Glass. Both 


wares are acknowledged by 





lighting experts to be 


Best By Every lest 


~~~ ay 


# 
‘ 


The fact that we are able to supply 


YOUR OWN EXCLUSIVE LIGHTING UNIT 


in either Cora Cased or Nuite Glass gives you an unbeat- 
able sales advantage. You are “in line” on every job 
that comes up, and because the unit you bid on is 


YOUR OWN EXCLUSIVE 


you are assured of your profit not only on the original 
installation but upon all replacements. 


Costs YOU Nothing to find out 
Write now—while the subject is hot. 


CONSOLIDATED S 
LAMP & GLASS CO. we 
han. ae “eat 
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When Jobber Hordes Swarmed 
On-To-Nela 

Afoot or on horseback, a 100-mile 
trail is a long one. But just to 
travel 1000 speedometer miles would 
be a trifling affair as compared to 
navigating the long, long trail in the 
On-to-Nela campaign. For in this 
campaign miles were measured in 
lamp sales and it took a heap o’ sell- 
ing for 152 jobbers’ salesmen to navi- 
gate the road that led to Nela Park. 

A week at Nela Park in Cleveland 
with all expenses paid was the reward 
to salesmen whose activities during 
the period of the contest had brought 
in contracts and dollars equaling or 
exceeding the lamp sales quota set 
up for them. But the week at head- 
quarters of the National Lamp Works 


“AS OA, Alek 
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was by no means the only inducement 
offered. The whole of the 10,000- 
mile trail was strewn with merchan- 
dise prizes and as salesmen fought 
their way, with sales that meant mile 
posts, they gathered in a harvest of 
enthusiasm builders, which ranged all 
the way from pencils to spinet desks 
and electric ironing machines. 

From the plains of Texas, the 
streets of New York, the orange groves 
of Florida and California and various 
and sundry other parts of the U. S. 
A. these trip winning lamp sellers 
poured into Cleveland on Sunday, 
July 11. In fact one, M. L. Mason 
of Tulsa, Oklahoma drove in on the 
8th with all cylinders moaning, to 
make sure that he would be among 
those present when the flag was raised 


: igh 4 


at the opening of the On-to 
Camp. 

In the Nela Camp, which oc: je; 
nine acres of wooded land at \-l, 
Park, these men were honored ¢ «sts 
for the week which ended Jul) 17, 
Quartered in tents and surround: | }y 
ball grounds, tennis courts, swimning 
pools and much food, they rubbed 
shoulders with one another and pissed 
the loving cup with their National 
Lamp Works hosts. Here they 
learned that the “Power House’ was 
the place where cigars, cigarettes, 
candy and soft drinks were to be had 
for the taking. 

You no doubt check on the truth of 
the old proverb, “All work and no 
play makes Jack a dull boy.” So this 
week at Camp was well sprinkled 


soon 


C. C. Parlan Tells Jobbers’ 
Salesman a Few of the Things 
the Curtis Publishing Co. Has 
Discovered About Advertising 
and Marketing. 

M. L. Mason, of the Dodge 
Electric Co., Chugged All the 
Way From Tulsa, Okla. 

This Gang of Two-Gun Men 
Saw to It That No Cards Came 
From Under the Table on Monte 





Carlo Night—Much Excitement 

Cheese of Police Herbert H 
Tennant From Dallas, Texas, Was 
Unflinching in His Enforcement 
of Law and Order. 

In Again Out Again- —All 
Week Long the Cool Waters, of 
Nela Pool Were Ruffled by the 
Falling Bodies of Salesmen Who 
Were Victims of Mob Madness. 
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The products listed below bear the 
IVANHOE 


name and label, which means that 
themethodused inmarketingthem 
is governed by the well-known 
Ivanhoe policy—distribution 
through appointed distributors, 
satisfactory profits to dealers, care- 
fully planned re-selling helps, and 
genuine value for the consumer. 
ayo 
For Industrial Lighting — 
(1) RLM Standard Dome Reflectors 


(_] Porcelain-Enameled Bowl Reflectors 
(_) Porcelain-Enameled Angle Reflec- 


tors 

C] Porcelain-Enameled Poster Board 
Reflectors 

(_] Holders for B-Heel Reflectors 

(_] Glassteel Diffusers 

(_) Vapor-Proof Units 

(_] Weather-Proof Units 

(_) Industrial Flood Lighting Units 

(_) Industrial Spotlights 

(_] Trutint Units 

(_) Special Service Reflectors 

(_] Miscellaneous Reflectors and Fit- 
tings 

For Commercial Lighting — 


() The Trojan, fixture and glass 

_) The No. 5243, fixture and glass 
) The Ace, fixture and glass 

() The Keldon, fixture and glass 

(_] The Tuscan, fixture and glass 

(_] Ivanhoe Celestialite, fixture and 


glass 

(_] Standard Fixtures for Commercial 
Lighting 

(J DEPENDO Safety Fixtures for 
Commercial Lighting 

(J Gooseneck Portables 

(_] Glass Reflectors and Shades 

() Aluminum Window Reflectors 

() Trutint Units 

(J Color Equipment 

For Residential Lighting — 

(_] Espantine Lighting Fixtures 

(_] Rozelle Decorative Glassware 

) The Daylight Kitchen Unit 

(_] The Ivadine (Dining Room) 

() The Dyner (Dining Room) 

(J) Enclosing Globes (Bed Room) 

(_) Etched Glassware 

(_) Cut Glassware 

(_] Miscellaneous Lighting Glassware 

_) Boudoir Lamps 


Many jobber’s salesmen sell all 

of these items all of the time, at 

a profit to themselves and the 
ouse for which they travel. 
How many do YOU sell? 
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Our Pride in Leadership 


O back to 1904, when what is now Ivanhoe Division was 
organized. Recall the manufacturers of electric lighting 
equipment. Check from the list those who have since passed 
from the picture. Only a few remain—but they are the leaders. 
To remain in business for twenty-two years is abundant proof 


of leadership. 
Explain leadership as you will. Credit the men who vision 


the future, reward the sales organization that sells merchandise 
and service, point to the factory that produces a better article, 
or cite the sound policy that inspires confidence. In any event 
twenty-two years is a long time in the life of a business, quite 
long enough to learn to serve well. . 


Ivanhoe gained leadership through service—by creating, by 
educating, by contributing new products, new applications, new 
methods of marketing new and more definite sales policies—by 
Ivanhoe these have been developed and given to the industry. 


Reluctant to destroy the old but eager to adopt the new and 
better, Ivanhoe has marched with the leaders. Proud of leader- 
ship and determined to continue to serve best, Ivanhoe confi- 
dently enters the second quarter-century of the electrical industry. 


Ivanhoe Division of The Miller Company, Cleveland, Ohio 


IVANHOE 


Merchandise of Merit + Definite Sales Policies = Profit for All Who Serve 
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Popular Lamps Backed 
by National Advertising 






These two well-known 
““Aladdin’”” Numbers will 
be featured in our Octo- 
ber National Advertising 
in Liberty Magazine and backed 
up by trade publicity in all the 
leading Electrical journals. Our 
dealers will feature these lamps 
during that month. The result will 
be a greatly increased consumer 
demand on which you can cash in 
by pushing these items. If they 
are not in your line at present, ask 
the house why. 











No. 9436. Silver and_ Black, 
Robin’s Egg Blue, or Old Ivory 
finish with exquisite hand-painted 
parchment shade (beaded and 
trimmed with ruching). 


No. 9436 


No. 3372. Old Ivory, Gold 
and Green, or Robin’s Egg 
Blue with hand-painted 
Satin Glass Shades to 
match. A very dainty Tulip 
Boudoir Lamp. Will sell in 


pairs. 





Prices and catalog on re- 


No. 3372 


quest. 


ALADDIN MFG. CO. 


614 East 18th St., Muncie, Ind. 


QLADDIN 


ELECTRIC PORTABLE 


=. LAMPS «=. 


‘Lighting Over a Million Homes Tonight” 


{ 
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with play times, with ball games , 


| contests and prizes and feasting 4, 








_had earned my trip to Clevelan’. 
was as tickled as a kid when sc'\00 


all the things that turn men into yx 


| and boys into buddies. 


But there is equal truth in ano her 
statement—‘“‘All play and no work 
makes Jack a jackass.” So there was 
work too; talking over and checking 


up on past experiences and discussing 
plans for a busy light dispensing \¢ay 
ahead. 

A winning football team may be 


| made up of 11 stars, but 11 stars do 


not always make a winning team. 
The men who won their way On-to- 
Nela gained a knowledge of the sig- 
nals and team play that will win for 
them bigger lighting business with- 
out requiring greater efforts. 

Each day appreciation of the 


friendships formed and contacts made 


| increased until, as the week drew to 


a close, there was a unanimous desire 
to preserve them. This led to the 
forming of the Society of On-to-Nela 
with a membership of all who had 
been trip winners in the campaign. 
M. L. Carswell of Tampa was elected 
president, Sam Mesick of Los An- 
geles, vice-president and L. P. Moyer 
of Nela Park, secretary. The prin- 
cipal object of the society shall be 
the furtherance of the spirit of co- 
operation and good will that was evi- 
denced during the conference week. 
There can be no doubt but what a 
week of free and easy personal con- 
tact such as the On-to-Nela camp 
brought about is worth more to job- 
ber and manufaeturer alike than years 
of long distance correspondence. C. 
C. Hillis of the Electric Applicanc 
Co., of San Francisco summed up 
the effect of it all in a few words. 
“When the contest opened last fall 
we weren't particularly sold on lamps 
as a money maker and we certainly 
were not steamed up about coming 
On-to-Nela. Then Al Sweeney of the 
Pacific Lamp Division talked to us 
and got us to enter the contest. 
“Somehow I got a lamp contract 
pretty quick and that pepped me up. 
Then the campaign literature began 
rolling in at me and before long | 
began to take the lamp business seti- 
ously and get a big kick out of ever) 
contract that piled up my On-to-\: la 
miles. 
“When the day came on whic’! | 
l 
lets out. But I wasn’t half as tickled 
then as I am now.” 
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What’s in a Name? 




















Great names are labels of per- 
formance — people use them as 
standards of comparison. 


In industry an. article acquires 
respect by consistent achievement 
—that name becomes a standard 
for comparison. 


Edison Mazpa Lamps _incor- 
porate the two best known names 
in the lighting field—your house 
could have no higher mark of 
distinction than to be identified 
by them. 


In fact, in the judgment of the 
public, by such identification the 
value of your entire merchandise 


is increased. Are you getting this 
benefit ? 








\ 
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TRIC PRODUCT 









IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





















64 


THE JOBBER’SPMA|SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUS1 











IT’S A WISE FATHER 


that knows his own son. This organization refuses to 
own-up to fatherhood of the horde of non-metallic 
flexible conduits now on the market, though we con- 
fess that their ‘‘being’’ can be laid to the fact that we 
conceived of “‘loom’’ away back in the early nineties. 
Hence whether we like it or not, we are father and 
mother to that branch of the electrical industry, and 
we're sorry to say, some of these youngsters are bad, 
some are good, and some indifferent—some lusty and 
others rather anaemic. 


For many years we were the sole producers of such 
material; having built up an enviable trade, we have 
been sincerely flattered by one loom after another being 
“Circular Loom,” our first baby 
became known to every jobber and contractor in the 


offered to buyers. 


country. In the course of these many years we im- 
proved our production and have acquired a shop prac- 
tice enabling us to manufacture the best, which ““LOOM- 
FLEX”*’ undoubtedly is. And along with this factor of 
quality goes hand-in-hand our well recognized Jobber 
Plan of Sale. We have forced distribution solely through 
jobbing channels. This plan includes the fullest co- 
operation and sale’s assistance, both on our own part 


as well as on the part of our Representatives. 


The point we now draw from the foregoing is place 
your non-metallic flexible requirements with the maker 
of the best—Ourselves, (we are not supermodest), and 
with the maker servicing the best, again Ourselves. 


Let us send you samples 


Also samples of our Rigid Steel Conduits 
“XDUCT” and “ELECTRODUCT” 


AMERICAN CIRCULAR LOOM CO. 


Buffalo Portland 
Cleveland Los Angeles 8 
Chicago 


me? 90 West St., New York 
° 


ORcULa, 
Fy 


3% Boston 
TRADE ‘ 
MARK g Philadelphia 
Atlanta 
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Lighting of Business and 
Residence Districts 
[Illustrations by Courtesy National /. 
Works.]| 

In business district lighting, es:\\.- 
tic considerations demand a plea:'jo 
and dignified appearance of light ne 
equipment. The system must be |; {- 
ficient, easy to install and oper: te, 
and reliable in service. The illy:)j- 
nation provided should be suffici:nt 
to dispel gloom and to give maximum 
safety and convenience to both auto- 
mobile drivers and pedestrians. ‘I'ic 
equipment should be so designed as to 
allow.a sufficient amount of upward 
light to illuminate adequately the 
facades and upper cornices of thi 
buildings. :, ; 

Special equipment, construction, 
and maintenance costs are practically 
constant, depending little upon the 
size of lamps used; electrical energy 
and lamp renewals, the outstanding 
variables, contribute but a minor pro- 
portion of the total annual operating 
cost. This fact, coupled with the 
urgent need for better illumination 
because of traffic congestion and more 
liberal use of the streets at night, is 
responsible for the distinct trend to- 
ward the use of larger lamps in street 
lighting. 

Modern practice in the large citics 
calls for one or two large lamps per 
post. The four or five-light clusters 
using small lamps—splendidly the 
vogue before the introduction of the 
high-powered gas-filled incandescent 


Pp 


| lamp—logically give way to the im- 


portant increase in efficiency now ob 
tained by the use of large modern 
lamps. In the smaller cities, and in 
the secondary business districts of 
the large cities, one somewhat smal- 
ler lamp per post meets the require- 
ments. The use of alabaster rippled 
glass has material advantages over thie 
plain white diffusing glass as it is 
more efficient in the transmission of 
light and gives pleasing sparkle and 
animation to the unit. 

Where residence streets carry 4 
large amount of through traffic they 
are, in effect, thoroughfares and should 
be lighted as such. However, i" 
every city there is a large percent- 
age of street mileage, known as resi- 
dence territory, which is not used {or 
through travel and, therefore, not su)- 
ject to any great amount of hig! 
speed traffic. While the lighting '° 
quirements are not as severe as on the 
thoroughfares, nevertheless the illu 
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oAn Important Week. 


Sor the most important men 
in the electrical industry 


ERE’S the kind of vacation you need. Plenty 

of recreation, and at the same time you're 

=) exchanging new ideas and obtaining valuable 
facts from lighting and merchandising experts at 


CAMP NELa on Nela Park. 

a (Yr Make up your mind now to pe among those who 
will win a trip to Nela Park next summer. If you 
don't know the details, ask the fellows who came 
this summer or write directly to Publicity Depart- 
ment, National Lamp Works, Nela Park, Cleveland, 
and ask us to explain the Nela Roundup for 1927. 
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NATIONAL @ 
MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 
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nation should insure that obstructions 
and serious breaks or defects in the 
pavement will be revealed, and that 
children playing in the street will 
readily by an automobile 
driver when going at a fair rate of 
speed, and that turns, dead ends, and 
street intersections will be definitely 
Any unsure footing in side- 


be seen 


marked. 


BUSINESS DISTRICTS 
Cities of 50,000—500,000 Population 





Number of 
Lamps per 


OR: 





Spacing 


THE LIGHTING RECIPE 


One or two 


(Maximum, two 25,000-lumen 


— re ) lamps per post 
Size of Lamp |Minimum, one 15.000-lumen 


lamp per post 
100—125 ft. 
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walks should be rendered visible; 
dense shadows from trees should be 
minimized; street signs and house 
numbers should be revealed. Enough 
light should be provided on front 
lawns and between houses to avoid 
dark hiding places, at the same time, 
care should be exercised that equip- 
ment does not appear unduly bright 












Number of Lamps 
por Post... ..>.. 


Size of Lamp.. ..... 


Spacing 


Mounting Height. . 


Mounting 
Height . 18—25 ft Arrangement of 
Arrangement Units............ 
of Units .. Opposite 


THE LIGHTING RECIPE 


One 


10,000—15,000 lumens 


15—18 ft. 


Opposite 








from porches or upper story wind 

A staggered arrangement of 
is desirable in order to lessen 
trunk- shadows and_ provide ¢:)\:! 
illumination on both sidewalks. ‘|'}), 
bracket unit has the same advant: »< 
on residence streets as on thorov| 
fares and, here again, the prism ti 
refractor should be used. 






BUSINESS DISTRICTS 
tities of 20,000—50,000 Population 






















































RESIDENCE STREETS 
Cities of Less Than 50,000 Population 


THE LIGHTING RECIPE 



























p 
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ost 
Size of Lamp 
Spacing 


Mounting Height 
Upright Unit 
Bracket Unit 

Bracket Length 


Well Populated Residential Districts— 
Ornamental Construction 


Number of Lamps per 


Arrangement of Units. Staggered 


One unit for every 150-200 ft. length of street 








. One 
2,500—4,000 lumens 
150—200 ft. 






13—15 ft. 
16—20 ft. 


i ft. or more 



















RESIDENCE STREETS 
Cities of 50,000—500,000 Population 
THE LIGHTING RECIPE 







































Highest Class Residential Districts- 
Ornamental Construction 


One 
4,000 lumens 
100—150 ft 


Number of Lamps per Post 
Size of Lamp.... 


Spacing. 


Mounting Height 
Upright Unit...... 
Bracket Unit.... rs 

Bracket Length.......... 


new Bi 13—15 ft 
. 16—20 ft. 


4 ft. or more 
Arrangement of Units. .... . Staggered 


One unit for every 100-150 ft. length of street 





oe | 








Post 
Size of Lamp 
Spacing 


Mounting Height 


larger cities. 


bc Bee —________ ——____,—— 
@ EF 
a 


Less Desirable or Sparsely Populated 
Districts—Overhead Construction 


Number of Lamps per 


Arrangement of Units 


Note—This Recipe applies not only to cities of 
less than 50,000, but quite frequently 
applies to districts of similar character in 











eee 









One 
2,500—4,000 lumens 
200—300 ft. 

. 20—25 ft. 


One Side or 
Center Suspension 












































Well Populated Residential Districts— 
Ornamental Construction 


Number of Lamps per 
Post sess . One 


. 2,500—4,000 lumen- 


Size of Lamp.... 


Spacing..... .. 125—175 ft. 


Mounting Height 
Upright Unit.... 
Bracket Unit 

Bracket Length... 


. 13—15 ft. 
. 16—20 ft. 


4 ft. or more 


Arrangement of Units Staggered 


One unit for every 125-175 ft. length of stree'! 























































\ugust, 1926 THE JOBBER’S f§]sa LESMAN 67 
(4 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





E DAY 
SHIP SAM : 
ORDER Is RECEIVED! 





On All Standard 
AUTOVENT EXHAUST FANS 
AND LOUVRES 


: It isn’t always easy— 
But We Do It Gladly! 


Our Shipping Dept. Said— 
“Why all the speed? They don’t 


appreciate it anyhow!” 


And Our Answer to That Was— 


“Don’t they though! We have 
letters of thanks on file to prove 
it. The trade does appreciate this 
extra service.” 





“The Well-Built Line’’ 


HONESTLY— 


If you've never bought Autovent Fans before 
you've got a welcome surprise coming. Take 
our word for that!” 


Wire in your orders! 


AUTOVENT FAN & BLOWER Co. 
730-738 W. Monroe St. ~ CHICAGO 
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SNAP SWITCHES 
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BD Years with the Current of Popularity 


THE old original all-purpose switch —it is 
still the all-purpose switch. 


Before Tumbler switches, before Push-Button 
switches, the H&H ‘‘Snap’”’ carried the 
current to pioneer wiring jobs. 


Many a veteran leader in the trade, started 
with an installation of these switches. And 
his work of that day still speaks for his work 
of this! 


know it has the demand. 






Your sale of switches for surface wiring should take in 
Surface Tumblers, too. As to types of switches, your 
H&H Line is limited only by the demand—and you 


THE HART & HEGEMAN MFc.Co. 
HaRTFORD, Conn. 


FoR surface wiring, the H&H ‘‘Snap’’ is the 
standby it always was. For cottages, 
bungalows, garages, out-buildings—from 
playground pavilions to factory buildings— 
it lasts. 


On ‘‘old work’’ or new, always in style, 
positive in action; permanent in supporting 
good work. 


Made in all sizes for lighting circuits, and 
for modern control of heating and power 
units in industrial use. 
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THE HOME STRETCH 


“Summer Sales Prize Contest” for 
Jobber Salesmen 


(August Half) 


tisements appear in the follow- 

ing section, pages 71 to 94 to- 
gether with certain additional ones 
mentioned on the next page, are co- 
operating in THE Jospper’s SALESMAN 
“Summer Sales Prize Contest.” Their 
products are eligible in the August half 
of the contest. 

This contest is open to jobber sales- 
men whose names have been properly 
entered by their sales manager, and to 
them only. 

All entries have been acknowledged 
by THe Jopser’s SALESMAN, and com- 
bination instruction and score cards 
sent to each contestant. 

This magazine is offering a prize of 
425.00 in cash for the greatest gross 
sales, at jobber’s sales prices, of the prod- 
ucts of each and every manufacturer in 
this section, and the other eligible man- 
ufacturers, outside of the section, in the 
period of August 1 to August 31, 1926, 
both inclusive. : 

With so many prizes offered, every 
salesman has a chance to win one or 
more prizes. There is no limit within 
ihe scope of the contest to the number 
(f prizes that one man can win. 

First, examine every advertisement 
1 the section. Then pick out the manu- 


A manufacturers whose adver- 


facturers whose lines are handled by 
your house. 

Second, study the messages of these 
manufacturers. They have attempted 
to give you the help which will aid you 
in increasing your sales. 

Third, the contest is for the whole 
month of August. Do not fail to “follow 
through” to the very end in your efforts. 
You may land an order the last hour of 
the last day that will win a prize. 


NOTE CAREFULLY 

Sales records for the month are to be 
kept by each contestant himself. At the 
end of the month he adds up the totals 
for each line that he has been compet- 
ing on and enters them opposite the 
names of the respective manufacturers 
on his score card. He is then to sign 
this score card and send it to his sales 
manager who checks the figures, coun- 
tersigns the card and sends it to THE 
JOBBER’s SALESMAN, to reach there by 
September 10. 

City desk men or inside employes 
handling large volumes of business 
coming into the house are not eligible 
in the contest. Such business, however, 
may be credited to such regular sales- 
men as would be credited in the ordi- 
nary routine of the office. 
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MANUFACTURERS ELIGIBLE 


for 





The ‘‘August’’ Summer Sales Prize Contest’”’ 


HEIR advertisements are contained in this “Insert” —pages 71 to 94—and in a few 

other specific locations as shown by page numbers. No other manufacturers appear- 

ing in this issue are eligible. The names of all of the eligible manufacturers are given 
below. 


Appleton Electric Co., Chicago, Ill 

Benjamin Electric Mfg. Co., Chicago, II 

Bussmann Mfg. Co., St. Louis, Mo 

Chicago Fuse Mfg. Co., Chicago, II] 

Chicago Solder Co., Chicago, Il... thks Em HRD 3-8 e  RMO RStehe he Ge ot Atel gee 123 
Curtis Lighting, Inc., Chicago, II] | 19 and 76 
Eeonomy Fuse & Mfg. Co., Chicago, Ill 

Erie Malleable Iron Co., Erie, Pa 

Fansteel Products Co., North Chicago, Ill 

Flexible Steel Lacing Co., Chicago, IIl 

Gould Storage Battery Co., New York, N. Y 

Grigsby Grunow Hinds Co., Chicago, II] 

Hamilton Beach Mfg. Co., Racine, Wis 

Hemingray Glass Co., Muncie, Ind 

Harvey Hubbell, Inc., Bridgeport, Conn 

Indiana Rubber & Insulated Wire Co., Jonesboro, Ind 

National Carbon Co., Inc., New York, N. Y 

Okonite Co., The, Passaic, N. J 

Radio Corp. of America, New York, N. Y 

Reynolds Spring Co., Jackson, Mich 

Richards & Co., Geo., Chicago, Ill 

Roach-Appleton Mfg. Co., Chicago, Ill 

Square D Co., Detroit, Mich 

Taplet Mfg. Co., Philadelphia, Pa 

Tork Co., The, New York, N. Y 

Triangle Conduit Co., Inc., Brooklyn, N. Y 

Trumbull Electric Mfg. Co., Plainville, Conn 
Wakefield Brass. Go., F. W., Vewvuiiliom Giese cs sss cos. kee kc. SL Back Cover 
Edwin L. Weigand Co., Pittsburgh, Pa , 
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We Sell 


EVEREADY 


Radio Batteries 


hey lest lor 
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: Lhe basis of comparison 
a) 
4 ( ” : 7 . >) m 
As A RADIO dealer,” writes Mr. W. F. Eveready?’ I know of no recommendation 
. Hinkle, of the Southwest Radio Center, that could speak higher for your products. 
4 Chicago, “I have had the opportunity of “The entire lack of sales resistance and 
9 trying out most of the public criticism has led 
better known radio bat- LP ENS SE Hen handle your bat- 
1 p . uesday. nig s Ev y . , . 
d : oes: ni 
teries and of observing | _¢ p M.. Eastern Standard Time, teries exclusively. 
9 their reception by the through the following stations: Eveready Radio Bat- 
1 ee wyss-Provisenee rau levelond teriee« are. fest-turning 
with Eveready products wmeWerete  waa-Chleap items, profitable for you 
4 has shown me that they pe ie or a 9 and for your trade. 
h b ? f x wees — gh weco| = . ? is 
¢ a = woR-Buffaio . Lol. Pau 
)2 eX When oe ing KsD-St. Louis Manufactured and guaranteed by 
son. en some other : . ' 
5() ‘eens ti aaa ‘ NATIONAL Carson Co., Inc. 
ys ° ore 0 a cus- New York San Francisco 
14 tomer, invariably the first Atlanta Chicago 
question he asks is, ‘Is Banses City 
' . Canadian National Carbon Co., Limited 
this battery as good as an Toronto, Ontario 


Radio Batteries 


-they last longer 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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These Features 


Will Sell 
Kondu-Box 


Explanation of Features 
3 


Cutting of threads on conduit is 
a waste of time and money. 
Kondu Threadless Fittings elim- 
inate this operation as well as 
the investment and maintenance 
of stocks, dies and threading 
machines. 


The necessity of screwing con- 
duit into fittings is also another 
costly operation which Kondu 
Threadless Fittings have reduced 
to a minimum. Only slight ef- 
fort is required to tighten Kondu 
Threadless Fittings in the de- 
sired positions. 


No more loss of time in start- 
ing tight or damaged conduit 
threads into fittings. No pipe 
wrenches or expensive equip- 
ment needed. Slide the conduit 
into the Kondu Threadless Fit- 
ting until it seats on the bead, 
tighten the lock nuts and the 
job is finished. 


Tests have shown 1! _ inch 
Kondu Threadless Fittings to 
have a holding power of over 
2,500 pounds. This is _ far 
greater than normal require- 
ments. The secret lies in the 
parallel grip of the tapered 
bushing—the greater the ten- 
sion, the tighter the bushing 
grips the conduit. 


It is immaterial whether the con- 
duit be with or without threads 
as the tapers on the bushing 
causes it to conform to any 
variation of size or shape of con- 
duit. 


Kondu Threadless Fittings are 
made of certified malleable iron 
and are not affected materially 
by rust or corrosion. They are 
unbreakable and are, therefore, 
ideally suited for all work re- 
quiring strong fitting. 


The large rectangular openings 
of Kondu Threadless Fittings, 
with the cover screw lugs out 
of the way, give great accessi- 
bility. Splicing becomes an easy 
operation. 


Underwriters’ tests show excel- 
lent grounding is obtained with- 
out scraping enamel off the con- 
duit. 





‘* This | 


ERIE MALLE 


KONDU DIVISION ‘i 
Offices: New York, Boston, Philadelphia, Chicago, Cincin 


Manufacturers’ Agents: J. G. Pomeroy Company, Los Angeles and San Francisco, Cal., C. R. Dederick, Port! 


Edgar E. 





The products of this company are entered in the prize contest for this month. 


- 


prize will be awarded the salesman selling the greatest quantity during the month. i PRINT IN BINDING 





_ 
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fe Simplest Line I Ever Sold”’ 

































Kondu-Box 


(Registered in U. S. Patent Office— 
Registered in Canada) 


The Threadless 
Conduit Fitting As 
Approved By Under- 
writers’ Laboratories 


Jobbers’ salesmen who have given just a 


—_— few minutes study to the talking points of 
the Kondu Fittings are amazed at the sim- 


plicity of the line. For example, the new 
reducing bushing adapts standard boxes to 
all sizes of conduit, making it unnecessary 
to stock various sizes of reducing boxes. 


Study the Kondu line—its simplicity, the saving in time 
and labor in installation, the reduction in stock investment, 
and you will be rewarded by the knowledge of the tremendous 
sales possibilities of Kondu Fittings. They will make an in- 
stant appeal to your customers. 


Here is a chance for you to cash in on the $25 prize offered 
by The Jobber’s Salesman to the jobber’s salesman who sells 
the most Kondu Fittings during the month of August. Here is 
an easy opportunity to win a prize. Study the talking points 
given on the opposite page. Then try them out on a few of 
your industrial customers. You'll be amazed at their respon- 
siveness. 


EE IRON CO. 


- ERIE, PENNSYLVANIA 


burgh, Cleveland, Detroit, St. Louis, Kansas City. 
gE Ackerman, Salt Lake City, Utah, Fred E. Staible, Denver, Colo., W. A. Gibson, Dallas, Texas. 
*, Ua, 







cin 
Port 
E. Dé 











The products of this company are entered in the prize contest for this month. A $25 
INDING , prize will be awarded the salesman selling the greatest quantity during the month. 
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A Few Selling Points 
To Help You Win The 
PARANITE Prize 


1—PARANITE pulls easier 
thru pipe. On warm days 
PARANITE won’t jam 
conduit at the bends. 


2—Finish on PARANITE 


wire will not soften in 
warm weather and soil 
interior decorations of 
homes and offices. 


3—By using good wire such 
as PARANITE the work- 
man can pull more foot- 
age per day than with in- 
ferior grades. 


4—PARANITE has always 
been more than the code 


requires. 


5—Every coil of PARANITE 
is 500 feet, no more, no 
less, thus eliminating any 
possible mistake by stock- 
men. 


6—Five coils of PARANITE 
of 500 feet each are first 
individually paper-wrap- 
ped and then packed ina 
fibre-box container, mak- 
ing a very desirable stock 
for the dealer’s ware room. 


7—All PARANITE stranded 
and solid saturated braid 
fixture wire are put up on 
spools of 1000 feet each. 


8—PARANITE has been con- 
sistently advertised for 
years to your dealers. 


9—Once a PARANITE cus- 
tomer always a PARANITE 


customer. 


10-And remember if it’s 
PARANITE it’s right. 


INDIANA RUBBER AND INSULATED WIRE CO. 


Manufacturers of GOOD Wire for More than 35 Years 


JONESBORO, INDIANA 


CHICAGO LOS ANGELES 


KANSAS CITY NEW YORK 














The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman 


selling the 


greatest quantity during the month. 
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REYNO 


TRACE MARK REG. U.S. PAT. OFF. 





Famous REYNOLITE 
MULTIPLE 
Current TAPS 











prize will 
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LITE Summer Sales Contest 


LAST CALL 


There’s still time to get in on the Summer Sales 
Contest—but you'll have to step lively to beat 
some of the big REYNOJITE orders that are 
pouring in. 


Month After Month Leading All Sales! 


We're backing you up with a square deal policy, 
publicity, displays, merchandising and missionary 
help—and REYNO|ITE devices that sell on sight. 
Superior quality, superior design, and compara- 
ble prices make an unbeatable combination for 
big sales. 


Get im back of REYNOJITE to win! 
REYNOJITE DIVISION 


REYNOLDS SPRING COMPANY 
JACKSON, MICH., U.S. A. 











REYNO|ITE 





The products of this company are entered in the prize contest for this month. A $25 


be awarded the salesman selling the greatest quantity during the month. 


Largest Commercial Molders of BAKELITE and DUREZ. 
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again <= 
have you written Jerry? 


Jerry Wants to Help 
YOU Win This Month’s 


Sales Contest! 


You can win this month’s 

Jobber’s Salesman Contest— 

and Jerry will help you do it. 

Merchants need X-Ray Reflec- 

tors in their show windows— 
-and you can sell them! 





— 


Jerry has a large and competent \' a iY j Y | 


engineering department at his \ 4 /j 
command and will take your \ == =f wit 8 
Sane Ree 


jobs under his personal super- 
vision as soon as you send 
them in. 





Engineer 


Here is the 
“‘SaleStarter’’ 


+ +++ ++ You should have a pocketful of these 

“SaleStarters”—so you will be ready to send the 

details of your jobs to Jerry with the least possible 

effort and at a moment’s notice. If you have not 

already done so, write to Jerry—get acquainted 

with him, and let him show you how to bring 
in more orders for X-Ray Reflectors. 


CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 


31 West Forty-Sixth Street CHICAGO 3113 West Sixth Street 
New York Los Angeles 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Here are the worth-while selling features of the 
Appleton Line. It will pay you to know them. 


Type “LL” Rectangular Unilet 
with Blank Metal Cover 


Type “FS” Unilet, 2-gang 
with Cover for Toggle 
Switches 


Straight Box Connector 
with BX Cable 


Combination Hickey and 
Swivel Fixture Joint 


Type “FEB” Entrance Fitting 
with Combination 2, 3 and 
4-Wire Cover 


Among the large users 
of Unilets is the Chicago 
Rapid Transit Co. 


You can cut 
your wiring costs 


Thousands of others are doing 
it with Appleton Unilets and 
conduit fittings. 


Because they’re not made of 
cast-iron, but are drawn cold 
from steel, breakage in handling 
or shipping is practically elimi- 
nated. 

Labor costs are substantially 
lowered, for Appleton fittings 
may be installed in much less time. 


For instance, they give 50% 
more wiring space, as their steel 
walls are much thinner than the 
old-style cast-iron ones could be 


—thus they can be installed 
more quickly and easily. Then, 
too, there is a fitting for every 
purpose and makeshifts become 
unnecessary. 

A job equipped with Apple- 
ton fittings is a neater,safer, more 
lasting job. Strict fire regulations 
are more than satisfied. Work 
never has to be done over. 


Let us give you more detailed 
information on the hundreds of 
styles of Unilets and fittings. A 
postal today will bring it by re- 


turn mail. 


APPLETON ELECTRIC COMPANY 
1705 Wellington Avenue » Chicago, U.S. A. 


New York— 150 Varick Street Los Angeles— 340 Azusa Street 


“FITTINGS 


4-O Outlet Box BETTER WIRING 





The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Hamilton Beach 


19% Necessary Electrical Devices 
wacaioas SALESMEN! 








19 Numbers in this Fast 
Selling—Nationally Advertised,— 
Profit Line 


Here’s a line it will pay you to push. They’re all fast sell- 
ers,—and stay sold. The margin is right. A strong 
national advertising campaign is back of the Line, month 
after month. 

This famous Line is sold exclusively thru legitimate Job- 
bers. You can increase your sales and income by making 
your dealers Full Line Dealers. 


Fractional H. P. Motors for 


mane Hamilton Beach Mfg. Co., Racine, Wis 


Full Line of Hair Dryers. Drink Mixers, Famous Hamilton Beach Vacuum Sweeper. 











The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Our complete line Standard-B-Super-B ~taster-B 

















We are pleased to announce a new model — the Master-B. 
It is especially adapted for sets not only using the regular 
power tubes UV-112 or UV-120, but also for the new super 
power tubes UV-171 requiring 180 volts. 


These three models will take care of all “B” current required, 
for practically any set on the market. No acids—no liquids 
—uses the non-filament Raytheon tube. 


Now you can get the cream of the B power unit busi- 
ness, if you handle the Majestic line. You can get immediate 
sales because Majestic B Power units improve radio. They 
deliver constant, dependable, B power 


at a low average cost of about one- aa ing Cora 
tenth cent an hour. They are fully | rspeciaty “sanpted ‘tor sete 


having not more than seven 


guaranteed. They meet the demand that | 214 tubes or, six 201-4 plus 


one 135-150 volt power tube. 





already exists among your customers. | "West oi ioc wie! !/ "85:00 
Majestic Super-B 
DUE TO MANUFACTURING ECONOMIES -, eet rt 
WE HAVE REDUCED THE PRICE OF THE Capacity 1 to 12 tubes, includ. 
er SUPER-B FROM $39.50 TO $35.00. power tubes. | Complete — 
The Majestic line offers you one of the | ree" "............sss00 
biggest money making opportunities Majestic Master-B 
you will ever have in radio! Write us | ,,,, “rent Supply 


today for full information about our | Jacupcy adanted for Rad 



























° o dynes. Will operate all power 

attractive proposition to dealers. tubes also the mew super power 

4 ee = 

New York Show—Booth No. 10—Section “D”’ plete with switch. 4 

Chicago Show—Booth No. 6—Section “F’’ West of Rocky Mts.... 45.00 
GRIGSBY ~ GRUNOW ~ HINDS ~ CO 

4546 Armitage Avenue Chicago, Ill. 
ee 9 


The products of this company are entered in the prize contest for this month. A $25 











prize will be awarded the salesman selling the greatest quantity during the month. 
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ee 


ECONOMY RENEWABLE FUSES ARE ENTERED 
IN THE JOBBERS SALESMAN SALES CONTEST / 


ECONOMY 
200 AMPS 
250°V. 





The pioneer of safe and 
dependable renewable 
fuses offers Jobbers’ Sales- 
men their greatest oppor- 
tunity to increase their 
sales - July or December 
- contest or no contest. 


ECONOMY FUSE AND MANUFACTURING CO. 
CHIGAGO, U.S.A. 


ECONOMY*“FUSES 


The products of this company are entered in the prize contest for this month. A $25 





I! be awarded the salesman selling the greatest quantity during the month. 
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for Bar Hangers 


SLIP one or two on a Bar Hanger as required, posi- 
tion close to the Box, and the Lather has a means 


to secure cut laths. 


Fits any Straight or Offset Bar Hanger, 3/16” x 
$”” dimensions. Works with both Ceiling Boxes 


and Plates and Standard Outlet Boxes. 


No more fussing around with wood 
strips or headers. Install “Raco”’ Bar 
Hangers and Boxes with “‘Raco” Lath 
Supports. 


The ‘‘RACO”’ Receptacle Box 





PAT. 11-28-16 
OTHERS PENDING 


“Raco” MC-R Receptacle Box with Extended Ears. 


With Type ‘“‘R” patented Extended Ears on sides, 
ready to nail direct to studding and make correct and 
rigid installation for Base Receptacle. Furnished, when 
specified, with any type of regular ‘“‘Raco’’ Switch Box, 
at a very reasonable price. Will save you at least three 
times the additional cost on installation expense. 


Jobbers: Send us your orders at once. We are advertising 
these new articles in leading contractors’ papers also. There will 
be a good demand for them. 


Poach-Appleton Manufacturing 


3440 No. Kimball Ave., Chicago, II]. 


Boston Indianapolis 

Cleveland ia — 
enver ia 

Detroit Minneapolis 


» Two More “RACO” Time Savers Bey 
The “RACO” Lath Support 





Easy to Install— 
and does the Trick! 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 



























Lather setting cut laths in “‘Raco” Lath 
Support. 





So 
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Front view of installation, showing how clips on Lath Support 
hold cut laths in place. 














Rear view, showing how ends of Lath Support extend behind 
solid lath on either side of Box, preventing Box from tilting 
and strengthening installation. 





New York San Francisco 
Philadelphia St. Louis 
Pittsburgh Seattle 
Portland Toronto 
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Don’t Overlook Buss Fuses 
Profit Maker for You 





eee. 


sand they’re your best 
5 to 6o Ampere chance in the Contest 


THEI 
When you sell Buss Renewable 
aN Fuses you are selling a high profit 
line that will pay you a big bonus. 


Parts and Not only that but you will find 
the Link them easier to sell than any other 


fuse because the user can instantly 


THAT’S see the superiority of their con- 
ALL struction. 


This contest gives you a chance 





to turn a real bonus builder into a 
prize winner too. 


Approved by the Underwriters 
Laboratories. 


BUSSMANN MFG. CO. 
BUSS Renewable ST. LOUIS, MO. 


Fuses are the very 


acme of Simplicity <7) 
65 to 600 Ampere ™ ‘ 
Just Glance 
at the ume FS 
Cuts —-* s 
& 
Parts and 


theLink "= 
THAT'S 














The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Cord~Grip 


aps and Connectors 


Cd 


Na, 


Rw aff 














No. 7056—Two-Wire 
10 Amp.-250 Volt 











No. 7055—Three-Wire 
10 Amp.-250 Volt 





Stronsger—More Durable! 


Built to withstand the wear 
No. 8 Double Te-Slot ° 
10 Amp-250 Volt and tear of hard shop service 





These Hubbell Cord-Grip Caps and Connectors are 
built to last—they mean longer life, fewer replace- 
ments. 


Plug and connector caps of composition are com- 
pletely armored by a heavy, “all-over” shield of steel. 
Binding posts are large and accessible. Rugged con- 
struction throughout withstands exceptionally rough 
handling. 






No. 7081—Three-Wire ‘ ape 2Vv1IPeES 900 ate « t+yrlac : 1? ¢ 
ag oa he 10 ampere devices accommodat all sty les of two and 
three conductor cords up to 9/16” in diameter; 20 


ampere devices take cords up to 5/8” in diameter. 


There is a real need for these stronger, more durable 
devices in industrial plants and other places—particu- 
larly during the summer months, when repairs are 
being made. Take advantage of this sales oppor- 
tunity. 











HARVEY HUBBELL 


ELECTRICAL SPECIALTIES 
BRIOGEPORT, CONNECTICUT. U.S.A. 
NEW YORK. N.Y. CHICAGO, ILL. 





No. 7085—Polarized 
20 Amp.-250 Volt 








“PC PEeTULCAL SrecuLlLecricEs 








The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Square D’s Leadership Is Your 
Opportunity — We're In 
the Prize Contest 





ee, 


One month remains in the Jobber’s Salesman Contest. 
To the salesman who sells the greatest number of 
Square D Safety Switches during the month of Aug- 
ust will be awarded a cash prize of $25.00. 


Here’s your opportunity to put Square D’s reputation 
to work for you and “cash in” handsomely. Push 
Square D—you may win the cash prize—you’ll cer- 
tainly attain greater volume. 


That’s what Square D’s unquestioned prestige and 
leadership means to you. You don’t have to waste 
time introducing the Square D Switch—4,000,000 
satisfactory installations and an advertising campaign 
that has been carried on for years have already done 
that for you. This campaign includes the use of lead- 
ing electrical trade papers and the Saturday Evening 
Post, 


Get behind this contest. You’ll find that it’s easier to 
get real volume with a product whose reputation is so 
firmly established. Square D’s Leadership is your 
opportunity. 


SELL SQUARE D NOW AND WIN A PRIZE 


SQUARE D COMPANY, DETROIT, U. S. A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 


| BRANCH OFFICES 

2 Cleveland Kansas City 

a oe eee 

os ngeles Baltimore 

BRANCH OFFICES tl Grinates Buffalo 


Boston Minneapolis Indianapolis Columbus 
New York Syracuse ~ 
Pittsburgh St. Louis 


re S a f S ty Swit C h 


The products of this company. are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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Hemco advertising reaches 
the consumer chee his favor- 
ite magazine, creates con- 
sumer demand which in- 
creases dealer saleability. 


Why Salesmen Find It Easy a 



















to Sell HEMCO Plugs 


That “ambassador of trade,” the sales- user. Here he reads the story of the extra 
man, hasn’t a “snap” by any means. To do service and the beauty of Hemco Plugs. 
a good job of selling he requires the back- Here originates the consumer 
ing of his house and, equally, he needs and preference that creates dealer 
deserves the fullest co-operation of theman- preference and means more 
ufacturer of the goods he sells. and larger orders for the 
salesman. 


Good 






The present sales leadership of Hemco 


Plugs is due to a superior product and a Thru the medium of trade 
sound merchandising and advertising policy journals the story of Hemco 


that “backs the salesman.” saleability is told to your trade, 


The dealer gets most of his business ed- _ the dealers. Hemco advertising 
ucation from his customers. Therefore, is doing the preliminary work, 
Hemco advertising {sales messages} start making it easier for you todo Hemco sales messages 
with the favorite magazine of the ultimate _the“closing,”toget the orders. “ding dealer and 


Put a marker in your book so you can turn to the Hemco 
section quickly, and keep in mind the $25 prize for the 
salesman selling the greatest quantity during this month. 







Georce RicHAros & COMPANY wwe. 
557-Wesr Monroe STREET- CHicaco,/LLiNOI!IS. 


The products of this company are entered in the prize contest for this month. A $25 














prize will be awarded the salesman selling the greatest quantity during the month. 
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The New Balkite Charger 


MODEL J. Has two charging rates. A 
how trickle charge rate and a high rate 
for rapid charging and heavy duty use. 
Can thus be used either as a trickle or 
as a high rate charger and combines 
their advantages. Noiseless. Large 
water capacity. Visible electrolyte level. 
Rates: with 6-volt battery, 2.5 and .5 
amperes; with 4-volt battery, .8 and .2 
amperes. Special model for25-40 cycles. 
Price $19.50. West of Rockies $20. 


Balkite Trickle Charger 


MODEL K. With 6-volt “A” batteries 
can be left on continuous or trickie 
charge thus automatically keeping the 
battery at full power. Converts the“‘A” 
battery into a light socket “A’’ power 
supply. With 4-volt batteries can be 
used as an intermittent charger. Or as 
a trickle charger if a resistance isadde& 
Charging rate about .5 amperes. Over 
200,000 in use. Price $10. West of 
Rockies $10.50. 


A New Balkite “B” at $27.50 


Balkite “‘B’”’ eliminates ‘‘B” batteries 
and supplies “B’’ current from the light 
socket. Noiseless. Permanent. Em- 
ploys no tubes and requires no replace- 
ments Three new models. The new 
popular priced Balkite “B”-W at 
$27.50 for sets of 5 tubes or less re- 
quiring 67 to 90 volts. Balkite “B’’-X, 
for sets of 8 tubes or less; capacity 
30 milliamperes at 135 volts—$42. 
Balkite ““B’’-Y, forany radio set; capac- 
ity 40 milliamperes at 150 volts—$69. 


Balkite Combination 


When connected to the “A” battery 
this new Balkite Combination Radio 
Unit supplies automatic power to both 
“A” and “B” circuits. Controlled by 
the filament switch on the set. Entire- 
by automatic in operation. Can be put 
either near the set or in a remote l6- 
cation. Will serve any set now using 
either 4 or 6-volt ‘‘A”’ batteries and re- 
quiring not more than 30 milliamperes 
at 135 volts of “B” current—practically 
all sets of up to 8 tubes. Price $59.50. 
All Balkite Radio Power Units oper- 
ate from 110-120 volts AC current 
with models for both 60 and 50 
cycles. Prices are higher in Canada. 


cAnnouncing the new 


Balkite Light Socket 


Line for 1926-7 


A new Balkite Charger with both trickle and 
high charging rates. Three new Balkite “‘B’s,” 
including the new popular priced Balkite 
“B”-W at $27.50. The new Balkite Combina- 
tion—with the “A” battery it furnishes auto- 


matic power to both circuits. 


The new Balkite line for 1926-7 is now ready. It includes: 
1. THE BALKITE TRICKLE CHARGER. This you already 


know as one of radio’s best sellers. Over 200,000 were sold last year, the 
first during which it was on the market. 


2. THE NEW BALKITE CHARGER, with both trickle and 
high charging rates. Into thischarger have been combined all the features 
of the old standard Model H Balkite Battery Charger and the advantages 
of trickle charging. It will be even more popular than model H. 


3. THREE NEW BALKITE “B’s” including the new popular 
priced Balkite“B”-W at $27.50. Because of its exclusive features, because 
it is noiseless, uses no tubes and requires no replacements, Balkite “B” 
today dominates the “B” market. And it will continue to do so. The 
three new models will serve every type of set. Balkite“B”-W at $27.50 
now makes Balkite“B” available to owners of lower priced sets. 


4. THE NEW BALKITE COMBINATION. Once connect- 
ed to the “A” battery this new Balkite unit furnishes automatic power 
to both circuits. Controlled by the filament switch on the set, it is en- 
tirely automatic in operation. Itwill be one of the outstanding new devel- 
opments of the season. 

For both the jobber and dealer Balkite has always been one of the most 
profitable of all radio lines. Over 600,000 Balkite Units have already been 
sold. One radio receiver in 10 is Balkite equipped. With the new line, 
backed by consistent advertising, Balkite will sell even more rapidly. 

And the profit on Balkite Radio Power Units is clean. Noiseless, 
tubeless, trouble-free and unfailing in operation, once sold they stay sold. 
They move off shelves rapidly and they don’t come back. Get your share 
of this profitable business now. 


Balkite 


Radio Power Units 


Manufactured by FANSTEEL PRODUCTS COMPANY, INC., NORTH CHICAGO, ILL. ) 





The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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A Cool Approach 
for Hot Weathy 


Hot weather proves 


the value of 


UNION Renewable 


Fuses 


Get this Selling Angle— 
then “do your stuff” 


Summertime offers big opportunities for salesmen 


selling UNION RENEWABLE FUSES 


Note the heavy casing with large 
openings, the small number of 
parts and the rigid construc- 
tion of the knife-blade member 


i _  » 


Other Big Sellers 


Gem Sectional Switch 
Boxes 
Gem “Locktite”’ 
Switch Boxes 
Gem Bracket Boxes 
and 
Gem Plug Fuses in at- 
tractive display 
cartons 








‘i e, 








OU know what a strain hot weather imposes on nerves and 
patience? Salesmen can turn it to advantage in the selling of 
UNION Renewable Fuses. 


Just hand a UNION Renewable Fuse to a prospect. Let him see 
how easily and quickly the fuse element can be replaced and how 
the large openings in the casing make cleaning and inspection easy. 
Show him that molten metal cannot reach the cap, or fuse element 
stud-threads, and cause “freezing.” Point out to him the exception- 
ally heavy knife-blade member that always holds the blades in per- 
fect alignment. 


Go over the features of “UNION Renewables” one by one and 
then point out what they mean toward maintained efficiency in 
hot weather. Clinch your sales argument by telling your prospect 
how these features save time and temper these hot days. 


Get a “UNION” descriptive folder from the house and 


read up on all these features that enable you to in- 
crease sales by a “Cool approach in hot weather.” 


CHICAGO FUSE MFc. Co. 


INCORPORATED 1889 


and Conduit Fittings 
1519 West Laflin and 15th Street, Chicago >> 





Manufacturers ef Electrical Protecting Materials 


UNION FUSES 


The’ products of this company are entered in the prize contest for this month. A $25 


prize will 





be awarded the salesman selling the greatest quantity during the month. 
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COOPERATION 


Actual Not Conversational 


For several years, eleven salesmen 
of this Company have been demonstra- 
ting FLEXCO-LOK and FLEXCO 
Lamp Guards in factories, mills and 
everywhere to users of guards through- 
out the United States. They have sold 
the first order, placing it where possi- 
ble through jobbers who carry stocks. 

That is missionary work. We plant 
the seeds. Then we leave the good 
reputation and the reorders — the 
plums, for you to pick. 

Our work has not been exhaustive. 
There is and always will be much work 
to be done. 


But, we have worked our line harder 
during the past five years than all other 
lamp guard lines put together. Our 
business has doubled and redoubled. 


You will find more real merit, more 
cooperation, more demand in the 
FLEXCO-LOK and FLEXCO line 
than ever before and it will increase as 
time goes on. 


Last month we reproduced our 
standard catalog page in JOBBER’S 
SALESMAN. 


Call upon us, please, for actual sell- 
ing cooperation. 


Flexible Steel Lacing Company 


4698 Lexington Street 


: Chicago, Illinois 























FLEXCO-LOK| 
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The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Unip 


ON 














Unipower AC-6 HA, 
installed with a ‘‘B”’ 
Power unit, provides a 
power operated set 
under one control. 
No change is necessary 
in set wiring—installa- 
tion is completely sim- 





tubes or equivalent. 

















our sale 


if you tell radio dealers how 
Unipower lessens service calls 


CAREFUL check-up proves that 65% of 

all radio service calls result from “A” 

battery failure. Unipower, by elimina- 

ting the cause of “A” battery trouble, does 

away with 65% of the deadly service costs which 

are killing dealers’ profits. In addition, Uni- 

power pays the dealer a substantial profit on its 
own sale. 


We're telling radio dealers everywhere this 
sales story of double profits. Publications that 
reach every territory in the country carry Uni- 
power advertising monthly. 


From experience your customers are learning 
how easily Unipower sells. One demonstration 
of its convenience, its full, rich power, and its 
simple installation gets the immediate interest 
of every radio owner. And when he learns its 
economy, the sale is made. 


More than merely the pioneer “A” power 
unit, Unipower is a basic improvement in radio. 


Trade Mark 


WHEN IT’S OFF ; 


The products of this company are entered in the prize contest for this month. 


ower 





It improves tone quality. It furnishes unfailing 
power. It is the only unit employing the trickle 
charge principle that also provides for rapid 
charging,—considered by experts to be indis- 
pensable for continuous operation. 


Unipower contains a Balkite charging unit 
of special design. It operates from alternating 
current 110-125 volt—60 —_ Special models, 
25-50 cycle, at slightly higher prices. 


See the Radio Market in this issue for more 
information about Unipower. And for a com- 
plete sales story send in a postcard with your 
name, house, and address. 


THE GOULD STORAGE BATTERY CO., Inc. 
250 Park Avenue, New York 










Unipower AC-4 for 199 tubes 
or equivalent. It gives fool- 
proof automatic control of 
both set and power supply, re- 
gardless of the type of ““B” 
power used.( Patents pending). 


s OFF WHEN IT’S 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 


— For 201 A 


is clinched .... 


ON 
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HEMINGRAY 
INSULATORS 


WILL WIN FOR YOUIN AUGUST 


Hemingray Insulators, with a wide repu- 
tation for quality, offer jobbers’ sales- 
men another easy prize for August. A 
little concentration is all that is neces- 
sary, for Hemingray Insulators have sell- 
ing points that will surely make the sale. 
If you didn’t win last month or if you're 
out for another prize then get behind 
Hemingray and win the Hemingray 
prize. 



















‘ foruincal 


SS 






JUST TALK THESE POINTS AND YOU'LL 
GET ENOUGH ORDERS TO WIN 


Their efficiency has been established over many years of long and satisfactory service. 
They combine the qualities of durability, uniformity and low cost. 

They are known universally to the trade. 

They are immediately available for prompt shipment. 


They are particularly suitable for all low and medium voltage lines ranging from 2300 to 15000 
volts. 


HEMINGRAY GLASS COMPANY 
Offices and Factories 
Muncie, Indiana, U.S. A. 


Est. 1848 Inc. 1870 























The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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@® TRUMBULL 


Trumbull Tem says: 

While you are driving away on ‘“‘Circle T’’ Products in the 
August Contest bear in mind— 

1. You are backed up by the Oldest National Switch 
Manufacturing Concern in the Country. 


2. You are selling the most complete line of Knife 
Switches, Safety Switches and Panelboards. 


3. That Trumbull Switches are made to give service and 
not to meet a price. 


Just a Few of the Fast Movers 


—no speed limit 





“R. M.” Type 


New 4 Circuit Residence Panel— Type “A” Two Position Motor Starting. 
o. 3104 30-1200 Amps. “R. M.” Switches Are Also Made Fusible 
Net to Dealers $1.88 The Old Standby Only and with Thermal Cutouts 





“E. W.” Switch No. 5790 No. 5792-A 
Single Blade, Single Fuse, Tumbler Type No. 2221 Single Blade, Single Fuse 
Smallest Enclosed Switch on For Small Motors and Heavy Entrance Switch with 
the Market Duty Lighting Circuits Open Ends 


The Trumbull Electric Mfg. Co. 


Plainville, Connecticut 


NEW YORK CHICAGO SAN FRANCISCO 
BOSTON PHILADELPHIA JACKSONVILLE, FLA. 

















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month 
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CONDUIT FITTINGS 


Have a multitude of differences, big and little which 
make them the most desirable conduit fittings. 


Sizes are standardized so that one size of cover fits two 
sizes of bodies; set-screws keep the work easily aligned 
and make accurate ‘work in the shortest time; roomy 
wiring openings still further shorten the time needed 
to run the wires. 


If you have no copy of our catalog one will be gladly 
sent for the asking. 

















TAPLET MANUFACTURING COMPANY 


3911 Powelton Avenue 


PHILADELPHIA, PA. 


Chicago New York Boston Atlanta Pittsburgh San Francisco 















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Aren’t these HEATING UNITS 


the ones your customers have been 


looking for? 


AVEN’T your customers been asking 

for a heating ‘unit {that will really last? 
A unit that doesn’t have to be replaced within 
a few months? One that will stand abuse of 
an overload when the voltage goes up? 


In short, a heating unit that will outwear any 
others, and keep on working for a couple of 
years and longer? 


Chromalox Units measure up to every one of 
these seemingly unreasonable requirements. 
For months, Chromalox Units have been more 
than tested in actual operation in steel mills 
and dozens of industrial plants throughout 
the country. They have bucked against the 
most severe conditions and continued to 
operate. 


Find out what job your customers have for 
electric heat. Let them know you are selling 
Chromalox Units — units that have broken 
every record for heavy duty and high tem- 
perature applications. 


You take this chance selling Chromalox Units 
—the chance that customers will come back 
to you on their next heating jobs. This is easy 
to prove. Simply get your Sales Manager to 
give you a Chromalox Unit when you start 
out on your next trip. 


4 a * 


We leave it up to you. 


CHROMALOK 


IMMERSION 
UNIT 









STRIP HEATER 


A few of the places where Chromalox 
Units are being used. 
How many do you call on? 
Candy Factories—Strip Heaters: for melting 
batches of candy, and on sealing machines. 


Chemical Plants—Immersion Units: for heating 
solutions to be kept at even temperature. Strip 
Heaters: in small drying ovens and laboratory ex- 
perimental work. 

Foundries—Strip Heaters: for drying sand, pre- 
venting {flask from chilling too quickly, in core 
ovens and other molding equipment. 

Glass Factories—Strip Heaters: in etching and 
cutting glass. As resistance units. 


Lumber Mills—Strip Heaters: in drying kilns. 


Metal and Coal Mines—Strip Heaters: as resist- 
ance units. Laboratory experimental work. 


Oil Refineries — Immersion Units: for keeping 
tanks jof oil at even temperatures. Both Strip and 
Immersion Heaters used in laboratory work. 


Paint Factories—Same as oil refineries—heating 
fluids, etc. 


Paper Mills—Strip Heaters: for drying processes. 


Steel and Wire Mills—Strip Heaters: ovens for 
drying armature cores. As resistance units. 


The Railway Utility Company of Chicago is sole distributor of Chromalox Strip Heaters for use 
in heating railroad and street cars in the United States and Canada. Sole Canadian Licensees: 
The Canadian Chromalox Co., Ltd., 251 Queen Street, East, Toronto, Ontario, Canada 













CHROMALOX 


MANUFACTURED EXCLUSIVELY BY 


HEATING 
UNITS 


EDWIN L. WIEGAND CO., 422 FIRST AVENUE, PITTSBURGH, PA. 





The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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ANOTHER CHANCE NOW! 
TRY “TRIANGLE”! 


HERE are many opportunities for you to pick off a $25.00 prize this month. 
Your best bet is “Triangle.” Try that now—concentrate on it—and we know 
that you’ll be rewarded with a prize, lots of sales and new customers. 


If you’ve sold Triangle products before, you know that they have country-wide 
contractor acceptance. (Triangle products are noted for their long service on the 
job as well as for their time and money saving qualities.) ‘Take advantage of that 
contractor acceptance and go after the “Triangle Prize.” 


Good luck to you! 





SELL THESE 
TO WIN 


1. Triangle Armored Cable, 


Round and Flat. The new ‘Triangle Armored 


Cable Tool will swell your 


6 rm, ° - 2 
2. Triangle Armored Cable volume. 


Tool. 


3. Triangle Flexible Steel 
Conduit. 

4. Triangle Non-Metallic 
Flexible Conduit. 


—they’ve all been waiting for it. 


~—it almost sells itself, 


Triangle Rubber Covered 
Wire. 


TRIANGLE CONDUIT CO., Inc. 


DRY HARBOR ROAD & COOPER AVE., BROOKLYN, N. Y. 


FACTORIES IN CANADA 
CHICAGO & BROOKLYN CANADIAN TRIANGLE CONDUIT CO., LTD. 


Or 





















The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 
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$25 Will Buy 


A mighty good tire for a car 
a whole lot larger than a Ford 


DO NOT LET UP ON THE 


Summer Sales Prize Contest 


(Nearly 30 $25 Prizes Offered) 


Keep pegging away on 
the August half. Keep 
track of your sales on 
every one of the eligible 
lines so that you can 
get in your returns 
right after August 31. 


cAnd “Don’t Forget 


If you haven’t sent in your July Score Card 
to your sales manager, DO IT TODAY. 
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R. F. Bingeman. 
of this sextet. 
the picture. 





Here are four of the six men who run the wholesale store of the Robert- 
son-Cataract Electric Co., Buffalo, N. 
R. F. Weppner, Harold Coyer, manager of the store; R. J. Hoffman, and 

Tony Catalino and J. Tugend are the two missing members 
They were out putting on the feed bag and missed out on 


Y. From left to right they are: 








Hurting Busmess 


(Continued from Page 12) 


to lend money to any business man 
unless it is satisfied that this man 
knows the real condition of his busi- 
ness. Usually the bank knows wheth- 
er or not the business man has a good 
accounting system. 

Sometimes a bank will insist on 
having one of its own men take charge 
of the books if it is going to continue 
to make loans to the business. Aside 
from actual collateral of value great 
enough to insure the payment of the 
notes made, keeping in close touch 
with the accounting system and mak- 
ing certain that it is accurate proves 
the best security for a loan. 

It has been found by experience 
that business volume increases and 
credit losses decrease as soon as the 
customers of a jobber or distributor 
begin keeping accurate accounts of 
their business. Just as soon as they 
do begin keeping records that show 
what is really taking place, they be- 
gin doing business at a profit. There 
is less price cutting and more effort 
to create new In other 
words the business conditions become 


business. 


much more healthy. 

Every jobber’s salesman has it in 
his power to do the industry a great 
deal of good by giving more thought 
than in the past to the methods cf 
If a 
customer has a good system and he 
business 


accounting his customers use. 


knows exactly where his 


stands, this customer is pretty certain 
and to cause his 


to make a _ success 


business to grow. He is a customer 


worth catering to because each year 
he will be a better customer. The man 
who does not realize the value of 
business records is almost certain to 
fail sooner or later. His business is 
not worth going after until he has 
learned the value of accounting. He 
is making it harder for all the others 
to do a good business. The attitude 
salesman take toward such concerns 
will have a great deal to do with the 
view point they will take toward bet- 
ter business records. 





L. A. Schwab 


(Continued from Page 25) 


with a trip he and his daughter took 
in White Lake, Minn. Caught in 
the vortex of a wind squall, imperiled 
by the greatest of danger, he in- 
structed his daughter to grip firmly 
the sides of the shallow canoe, while 
he and his guide battled with the 
elements. The skill of the two men 


finally won after a long fight, 
that is not the climax of the sto 
When they had finally reached 
safety of the quiet waters near {)\ 
shore it was found that during th) ir 
danger six beautiful salmon trout !).( 
been caught! What?—a fish stor, 
well “Louie,” his daughter and t), 
guide will verify every word of 

Mr. Schwab is justly proud of | 
only child who is now 17 years 
age. She has studied at the Univ: : 
sity of Chicago and at the present 
time is taking a course in music :t 
the Chicago Musical College. 

He is a member of the Northmoor 
Country Club in Hyland Park and 
while he enjoys golf and plays it fr 
quently it is suspected that he would 
be seen on the course more frequent! 
if the water hazards contained some 
leaping salmon or glistening black 
bass. 


>”? 


The facts given are those which 
one may generally secure from tlie 
man himself in an interview. It was 
particularly difficult to persuade Mr. 
Schwab to discuss himself. His suc- 
cess he takes as a matter of fact, as 
something which just naturally had 
to happen, a commendable modesty 
prevents his enlarging on the reasons 
for his attainments. 

To ascertain the colorful, to secure 
the really human touch it was neces- 
sary to visit one of his friends. So 
listen to what C. E. Brown, president 
of the American Electrical Supply 
Co., Chicago, has to say of his life- 
long friend. 

“So you are writing a ‘Men you 
should know’ story about ‘Louie 
Schwab. I have only known him about 
12 years so can not tell you a great 
deal about him. He has marked abil- 
ity along some lines, as the members 
of the Universal Rim Co. are well 
aware. Probably, however, the best 





SaLesMaAn before. 


is always a pleasure to call. 





Here are some new faces that have not appeared in Tue Josser’s 
On the left is Samuel Uhr, president of the Uhr 
Electrical Supply Co., 19 N. Seventh St., Philadelphia. 
E. Fort, who represents the Gill Glass Co. around Philadelphia and on the 
right is Mr. Uhr’s capable general manager, Sidney Goldberg, on whom it 
Messrs. Uhr and Goldberg were caught on 
the fly, as it were, on the way to look over a new line of fixtures and lamps. 


Next to him is J. 
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A Line That’s il 
“Boiled Down” to “XS 
Cut Away Slow Movers 


The famous American Flyer line 
is complete—minus the slow- 
selling items that eat up the deal- 
er’s profits. Your dealers will 
respond quickly to this “fast- 
turnover” advantage in the 
American Flyer. Bring it force- 
fully to their attention. 


They will respond, too, to thesure- 
rior design, superior beauty and 
superior performance of the 
famous American Flyer. Tell 
them that American Flyer is 
being advertised aggressively in 
Saturday Evening Post, Literary 
Digest, Liberty, Collier’s, Amer- 


7 a 
felelelelelel eet tae 


Correct 


and 





ican Weekly Comic Section, 
American Boy, Youth’s Compan- 
ion and many other magazines 
and newspapers —the strongest 
advertising campaign ever placed 
back of a miniature railroad — 
reaching more than 40 million! 


Now is the time for dealers to 
place their orders — NOW, in 
August, so they will be ready for 
the Christmas season which is 
fast approaching. Impress this 
fact upon your dealers. Book their 
orders now, to avoid later conges- 
tion in your own organization, 
and to save the dealer unsatisfac- 
tory last-minute deliveries. 


We are noted for our rapid service and quick deliver- 
ies, leading to quick turnover and more profit for deal- 
ers. The big, four-color catalog shows all the various 
models of the profitable“ American Flyer’ Line. We will 
gladly send copies to you and your dealers on request. 


AMERICAN FLYER MFG. CO. 


2219-39 South Halsted Street, Chicago, Illinois 


Eastern Sales Office 
New York City 


Western Sales Office 
San Francisco, California 








Scientifically 
both Electrically 
Mechanically 
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This is an excellent likeness of Titus B. 
Schmid, president of the Crescent Elec- 
tric Co., which has houses in Dubuque 
and Davenport, Ia., and Madison, Wis. 
Mr. Schmid organized the company in 1910 
with a small amount ‘of capital, but a 
wealth of ambition and capacity for work. 
Last June all three houses were placed 
on the distributing list of the General 
Electric Co., a fact which was considered 
to be recompense for a successful uphill 
fight to a place on the accredited list of 
distributing jobbers. 





friend, 


whether for publication or not, is to 


compliment I can give my 
say that there stands a prince among 
men, a loyal friend, and a man who 
has justly earned the love and respect 
of his competitors for his square, up- 
right standards of business practice.” 

















Here is a photograph of A. G. Lichen- 
stein, president of the Garfield Electrical 
Supply Co., Inc., New York, taking ad- 
vantage of a little holiday. He sneaked 
off to Atlantic City with the missus and 
what do you know? He had a good time. 


Write Your Own Ticket 


(Céntinued from Page 6) 


Regular lamps: 100 watts— 
150 watts—2,100 lu- 
200 watts—3,000 lumens; 300 
watts—4,900 lumens; 500 watts— 
9,000 lumens; 750 watts—14,000 lu- 
mens; 1,000 watts—20,000 lumens. 
Special flood-lighting lamps 
also supplied in sizes of 250 watts— 
500 watts—8,100 


1,300 lumens; 
mens; 


are, 


3,250 lumens and 
lumens. 

For the lighting of yards and out- 
door construction work, the lighting 
units may be located on surrounding 
buildings, poles or towers. It is often 
necessary, however, to erect poles 
especially for the lighting units in 
order to locate them so that light may 
from different 


If the light is primarily from 


be delivered widely 
angles. 
one direction dangerous shadows 
result. 

To avoid serious: glare, projectors 
‘ould be mounted high—at least 
thirty feet above the ground. Mount- 
ing heights of 40, 50, or even 60 feet 
are usually preferable. 

The selection of flood-lighting pro- 
jectors or of proper metal reflectors 
of dome or angle types is largely de- 
termined by the area to be lighted, 
the purpose for which it is used and 
the possible location of the lighting 
units. Frequently two or more types 
of equipment can be used to good ad- 
vantage in a single installation. 

The beam of light from a projector 
is conical in form and unless distorted 
by special cover glasses results in a 
round or elliptical spot of light. By 
means of ribbed or fluted cover glasses 
the beam of light may be widened 
Where 
used the 
lapped to obtain more uniform illum- 


greatly. several projectors 


are beams may be over- 


ination. In order to confine the light 
to a certain area, as is often desired 
in flood-lighting, it is sometimes neces- 
sary to eliminate “spill’’ light. This 
is done by means of spill shields or 
baffles placed within the projector. 

The sale of flood-lighting equipment 
offers a chance for real salesmanship 
that is the farthest thing in the world 
from plain order-taking. 

You start at the very beginning 
because your prospect has in most 
cases never dreamed of flood-light- 
ing his property. You have to sell 
You have to tell him 
what flood-lighting is and show him 


him the idea. 


pictures. Possibly you may have to 





We take pleasure in introducing E. \\ 
(Farmer) Frye, of Wesco Supply Co., 
Nashville, Tenn., branch. Nels Roth's 
only rival. Note the Missouri meer 
schaum, filled with Tennessee tobacco 
and lit with an Ohio match. 





somewhere and show him 


installation. 


take him 
an actual 

Your sales appeal will natural), 
adjust itself to the particular pro» 
erty to be lighted. To the industrial 
executive you recommend flood-light 
ing for greater working efficiency, 
economy and safety. 

In selling flood-lighting for an offic: 








This is the genial jobber and sportsman 
W. W. (Bill) Wheat, manager of the 
North Coast Electric Co., Portland Ore 
gon, in characteristic pose, backed u] 
against a truck. We showed his pictur: 
not long ago backed up against a buncl 
of fish. He is perfectly at home either 
place. 
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| Recent Additions to ] 
| The ARROW Line | 


q ELECTROLIER PUSH SWITCHES 


These switches operate in the same manner as standard push switches, the indicating and 
black buttons being operated alternately. The black button disconnects the circuits, the white 
#| button making the next connection. Bases are | 14 inches deep. 
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Cat. No. List Price Std. Pkg. 10 A.—125 V. 5 A.—250 V. Fkg. Wet. Carton 








en ( 





B 





\ 


2967 $1.15 10 Indicating, 1-Off-1 and 2-Off-1 and 2 and 3-Off 

3511 1.05 10 Non-indicating, 1-Off-1 and 2-Off-1 and 2 and 3-Off 
2968 1.15 10 Indicating, 1-Off-1 and 2-Off 
3512 1.05 10 Non-indicating, 1-Off-1 and 2-Off 
3264 1.15 10 | Indicating, 1-Off-2-Off-1 and 2-Off 

3513 1.05 10 Non-indicating, 1-Off-2-Off-1 and 2-Off 
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DOOR SWITCH WITH BOX 


These switches are supplied complete in an approved box with 33 inch knockout and clamp 
for flexible metallic conduit. 
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No. 6553 


[ 
[ 
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: | 
Cat.No. List Price | Std. Pke. 6A—125V. 3A—250 V. Plate Dimen. yi” *°% Pkg. Wat.| Carton 





6553 $2.50 25 Light on, Door open 454x1% 1% 3% 2% 35 5 
6554 2.50 10 Light on, Door closed | 45ex1% 1% 3% 2% 14 5 





Sm 





PORCELAIN FIXTURE RECEPTACLES 


These receptacles are specially designed for shallow ceiling pans with limited space 
for winng. The porcelain ring is of clear white porcelain, suitable for exposed work. 
Each receptacle has | 0-inch wire leads, No. 18 stranded heat-resisting wire without rubber. 





No. 4135 


No. 4133 


Cat. No. List Price Std. Pkg. 660 W.— 250 V. Hole Required Pkg. Wet. Carton 


4133 $0.28 250 With 5s inch body 1% inch 74 10 
4135 28 250 With 1 inch body 1% inch 76 10 


FIXTURE KEYLESS SOCKET 


This device is enclosed in a brass shell which requires no wax, thus eliminating breakage and 
melting of wax. It is equipped with 16 inches of No. 18 stranded rubber-covered wire and has y 
standard shadeholder threading which permits easy assembly. Body overall length 11 inches. 


Cat. No. List Price Std. Pkg. 660 W.— 250 V. Pkg. Wet. Carton 





318 $0.15 500 Socket for Ceiling Rings 35 500 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


7ARROW 


The complete line of Wiring Devices 
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As a sort of celebration of 








quarter-century, this week I h 

been specially studying two peo}: 
As they have both been a long ti 

dead I had to do this through the r 

ords of their personalities that tly 
left behind. These happened to | 
books, although I prefer first-hand 
records. Printed pages flew past and 
gradually there grew up before 1 
mind’s eye a picture of the person 
who penned them. These two people 
were Hugh Miller, the son of a stone- 
mason who became the world’s great 
authority on the Old Red Sandstone, 
and Charlotte Bronté, the English 
country parson’s daughter, the sliy 
young maid with a brain of stecl. 
No two people on earth could be 
more unlike, and that’s why I stu 
died them together. You have to know 








Above is shown Harry White, manager of the lamp department of the American 
Electric Co., St. Joseph, Mo., co-operating with the Kansas City district office of 
the Edison Lamp Works in rushing back a box of the old type Mazda lamps by air 
Rankin of the American Electric says that he thinks they are the first ones 


mail. 
to send lamps in this way. 


extremes before you can appraise tlic 
average. They moved in different 
worlds that touched at no points. 
Hugh Miller, virile, capable, alert, 
would have been happy imprisoned 





building you appeal to pride prestige 
and dwell upon the further beautify- 
ing of the structure by flood-lighting 
it. 

When you go after the lighting up of 


or a court-house you'll naturally work 
on the local pride. 

In the sale of flood-lighting equip- 
ment to amusement parks, expositions 
or carnivals your appeal is based on 
the efficiency of your equipment for 
doing the job and is also based on the 
added attractiveness and _ pulling 
power of plenty of light which can be 
economically provided only by flood- 
lighting. 

Night play on tennis courts and in 
other lines of sport is growing con- 
stantly. The sales appeal is to a 
man’s play instinct and as any golfer 
knows he'll dig pretty deep to gratify 
that longing. 

Keep thinking about flood-light- 
ing as a means of stepping up light- 
Keep your eye peeled for 
Remember 


ing sales. 
opportunities to sell it. 
it’s new and there’s no closed season. 
You have practically no competition 
to fight. You will be selling a brand 
new idea to the prospect. You are 
selling an initial installation and from 
it forever after comes a nice renewal 
demand. 

Wherever you sell flood-lighting the 
local central station ought to kiss you 
on both cheeks and give you every aid 
in its power. 


all his days in a stone quarry, pro- 
vided only that it was big and di 
versified enough to add continuously 
to his knowledge of the earth’s origin 
and physical formation, completely 


If you like cake, step up and cut 
your own wedge. 


Trade—or the Man 


(Continued from Page 10) 





indifferent to the greater marvel of 


fence at the first bark of the widow’s mankind about him; Charlotte Bronté 


little dog! And so on, ad infinitum. moved and had her being in the com- 























This is a view of the warehouse and office of the A. M. Little Co., Syracuse, N. Y. 
This company restricts its sales to electrical contractors, (in Syracuse, only those 
licensed) bona fide dealers in electrical and radio supplies and appliances; centra! 
stations; industrials (installation material only) with their own electrical maintenance 
department, on presentation of purchase order, and public institutions. There are 
no sales at retail, and no business is accepted under any circumstances from retail 
buyers at retail prices. No show windows, display rooms, or store invite the retail 
buyer; only a service counter on the second floor for the convenience of the electrical 
trade, and a display of one appliance, fixture, or article of a kind or line, for the 
benefit of the electrical contractor and dealer himself. Standard nationally known 
and advertised lines only, with no duplicates. Independently owned and operated, 
with an experienced personnel. 
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Goodrich Porcelain Enameled Reflectors and 
Commercial Lighting Fixtures 
were installed in these buildings 
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OODRIC 


MAKERS OF PORCELAIN ENAMEL LIGHTING FIXTURES 








Hibbard, Spencer, Bartlett & Co. 
4500 Reflectors 





Only fixtures of the 
highest quality were 
considered for these 
Chicago Loop Build- 
ings. That Goodrich 
were selected proves 
their exceptional 
merit. 


DISTRIBUTED 
THROUGH JOBBERS 


SS 


WRITE NOW FOR OUR NEW 
LIGHTING CATALOGUE 


1650 Ogden Avenue 






































Illinois Womens Athletic Club 
All Porcelain Enameled Units 


Goodrich Electric Co. 





CHICAGO = 








102 


THE JOBBER'SMJSALESMAN 


— 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUST! 


Sell the @ FI 


Service Switch Panelboard 


DISTRICT OFFICES 


Atlar 
Balti 


B 


Buffalo, N. ¥ 


Chic 
Cinci 
Dalla 
Deny 
Detre 
Kan 
Los 

Mian 


ston, Mass 


sas (¢ .M 


Ty 














2 


oat | 
Jinan 
ct 


a2 


pact—one 
unit. 


Attractively com- 


neat 


Finished in 


white Duco. Safe- 
ty in every detail. 





for Profits! 


ush 
we 


38. 4 i Om 


Think how many small homes are being built yearly 
in your territory. Everyone of them is a potential sale 
for this safety unit. In the @@ Flush Service Switch 
Panelboard you have a wealth of good sound sales argu- 
ments that will turn talk into ready commission checks. 
Just imagine! Here is everything necessary to the home 
builder: meter test connections, flush service switch, 
main and branch fuses, and a place for the meter—all 
in one unit. Can't you see possibilities in that? We 
will wager your Sales Manager can. Show him this 
page and ask his opinion. 


Send for @® Bulletin No. 37. It contains 
all the sales points and illustrated descrip- 
tion of the ““NRSS” Flush Service Switch 


Panelboard. Free—of course. 


SArank Adam 


ELECTRIC COMPANY 


ST. LOUIS 


ita, Ga 
more 


Minneapolis, Minn. 
New Orleans, La. 

New York City, N. Y. 
Omaha, Neb, 
Philadelphia, 
Pittsburgh, Pa 
Portland, Oregon 

San Francisco, Cal. 
Seattle, Wash. 

St. Louis. Missouri. 
Winnipeg, Canada 
London, Ont., Canada. 


Md 


igo, Ill 
nnati Ohi 
s. Texas 
er, Colo 


it, Mict 


Pa. 


Angeles, Cal 
ui, Fla 





DISTRICT OFFICES 











| occupation 





panionship of her kind. Hugh 
no recognizable portrait of any of 
men and women that he met int 
mately in threescore years; Charl.+t 
would have penetrated to the ver 
core of any one of them, high or low, 
in the course of five minutes’ talk, .) 
would have given you in 50 wor! 
penned without effort or consci 
art, a portrait so vivid and unmist 
able that it would have more essenti: 
accuracy than a photograph. 

Because people such as these haj- 
pen to have written remarkable books, 
we tend to think that they are unique. 
They are exceptional in the degree of 
their powers, but not unique. Millers 
and Brontés of exactly similar kind. 
but less strongly marked, rub should 
ers with us in the street... As an emi 
nent scientist said recently: “Every 
man is a genius’’—the word “genius 
being used, no doubt, in the sense of 
joyous burning interest in and ther: 
fore greater or less mastery of son 
or activity, branch ot 
work, field of study, or department 
of life. If Mr. Everyman’s genius 
does not always show, it is because 
society as at present organized gives 
him no chance to exercise and develo}, 
it. That is our loss, which we sha!| 
one day learn how to prevent. 

We ought not to make business too 
those 
“economic the 
“consumer” and the “supplier.” It 
we do so it may be that we shall make 
more money than the man who doesnt 
—although that is debatable—but in 
the process we shall surely ship over 
board some of the best that is in us. 
and risk becoming, in time, one of tli 
driest and dustiest of those self-sam 
abstractions ourselves ! 


mechanical an affair between 
two abstractions,” 





C. W. Thompson, Automotive dep: 
ment of the Electric Appliance Co., D 
las, Tex. 
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These boys are with the B-R Electric Co., Kansas City, Mo. 
B. W. Shour, counter; A. W. Gilmore, special salesman on ranges; H. M. Shour, 


? 


counter; T. E. Prater, quotations. 








Left to right: 





A Record 


“It’s not the individual 
Nor the Army as a whole; 
But the close co-operation 
Of every bloomin’ soul.” 

So Kipling describes success in 
army life. 

You boys, who did your bit in 1918, 
know it wasn’t the infantry, the ma- 
chine guns, the field artillery or the 
leadership—alone; but, the close co- 
operation of every citizen that meant 
victory for the U. S. A. 

It’s much the same in our business. 

To sueceed—to “Keep On Keeping 
On”: we must co-operate. 

From the youngest recruit, in th 
service, all the way up, each of us has 
his part; each must do his bit. 

We can’t all be leaders, but we can 
all be lifters. 

Together: We can scale the heights 
of difficulty—we can overcome every 
objection—we can build a Great Rec- 
ord. 

A Record That Has Never Been 
l.qualed ! 


“Pop” ROSEVEAR 
* * * 
Pacific Division to Meet at 
Victoria 


The Pacific Division of the Elec- 
‘rical Supply Jobbers Association will 
old its annual convention September 
. 8 and 9, in Victoria, B. C., at the 
mpress Hotel, according to an- 
ouncement of Albert H. Elliott, sec- 
etary. 

The rates at the Empress Hotel 
uring the convention will be “special 





American plan rate of $8 per day, 
providing special table d’hote meals, 
and with two persons in one room 
with bath, and $10 per day for single 


room with bath.” 
* * * 


You Can Swallow This in Hot 
Weather 


“Well, doctor, who are you oper- 
ating on today?” 

“A fellow who had an accident on 
the golf course. He swallowed a golf 
ball.” 

“And I suppose that old Scotch- 
man I saw waiting in the hall is a 
relation ?”’ 

“Oh, no, that’s not a relation; that’s 
the golfer waiting for his ball.” 





Pretty Soft for Max 
Max Spaulding, Western manager 
of the Trumbull Electric Mfg. Co. 
has just been elected to membership 
in the Flossmoor Country Club, Chi- 
cago. This is one of the finest golf 
clubs in the city. While the family 
is away on a vacation he is making 
the dormitory his home. 
* * * 


Cutler-Hammer Makes Boston 
Appointment 
B. M. Horter, formerly of the Phil- 
adelphia office of The Cutler-Hammer 
Mfg. Co., has just been appointed 
manager of the company’s Boston of- 
fice. He Fernald, 
who has resigned to enter a different 
field of business. 
* *& * 
McGraw to Distribute 
Refrigerators 
The McGraw Co., of Omaha, Nebr., 
and Sioux City, Ia., has been ap- 
pointed a distributor of “Universal 
in the states of Iowa and 


succeeds J. M. 


Coolers” 
Nebraska. 
* * * 

Sell "Em Something More 

A flapper is one who bobs her hair, 
paints her knees, powders her nose 
“Clothes. I am go- 


if vou want to come 


and then says: 
ing down town; 
along, hang on.” 
* * * 
Changes in Personnel 
H. F. Schmidt, manager of the 
credit department of the Electrical 
Supply Co., New Orleans, was ap- 
pointed assistant secretary of the com- 


pany, effective June 1. 








es 








The Great West Electric Co., Los Angeles, is a young jobbing house, but it has 


five energetic members in its organization. 
W. C. Giddings; Bernard Trior; “Don” Stratton, and “Jimmy” Brodine. 


Left to right, they are: “Ted” Rentzow; 
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Link Switch 


\ 


Levolier Link Switches 
are thesmallest6-amp., 
Pull Chain Switches 
made, and are hardly 
noticeable when 
mounted in chain fix- 
tures. Successfully 
withstand the abuse 
of gas filled lamps. 





The Levolier Link 
Switch is away from 
the heat of the lamp 
at all times — it 
switches from the 
ceiling. 


A new switch that is 

easily installed on either 

new or old fixtures with- 

out changing their length. 

The Levolier Link Switch 

will add to the dealer’s 
profits—it is a switch that every 
electrical contractor will be in- 
terested in. It is used between 
two links of chain on lighting 
units having small canopies. 
Resembles a link of chain. Takes 
the place of the “sore thumb” 
and pendant switch and is a lot 
less expensive in original cost 
and in installing. No extra wire 
is needed. 


Get in touch with us to- 
day for prices and further 
particulars on the Levol- 
ier Link Switch. 


«| MCGILL 


MANUFACTURING 


Electrical Specialties of Quality 
ESTABLISHED 1 


VALPARAISO - INDIANA. 


Preparing for a Big Rad 0 
ear 
(Continued from Page 14) 


“We believe yearly models hi: 
been necessary in radio cabinets up 
now. In the future, however, <.- 
signs will become standard with t!- 
exception of detailed improvements 
each year as opportunities offer.” 

S. W. Buanpin, Sates MANAGER. 
BLanpIN PHoNoeraPH Co., Inv., 
Racine, Wis. 


“What the jobber may expect from 
the manufacturer along the line of 
standard models depends on the jo)- 
ber’s attitude in dumping. We be- 
lieve that this is a manufacturer's 
problem, because if models are 
changed frequently and in mid-sea- 
son, it is unreasonable to expect the 
jobber to carry a_ sizable stock. 
Moreover, when the jobber feels that 
it is a manufacturer’s policy to bring 
out new models midseason, he is not 
only going to buy short, but he is 
going to start dumping at the first 
indication of design changes. 

“While of course allowance must 
be made for improvements in an in- 
dustry so new as radio, better mer- 
chandising and better business will 
result from a standard practice on 
the part of the manufacturer in the 
issuing of models and this should be 
yearly.” 

ADVERTISING 
MFs«. Co.. 


L. E. Honeywett, 
MANAGER, STERLING 
CLEVELAND. 


HANDLING PARTS:—‘The 
early stages of radio offered the job- 
bers and dealer a very interesting 
margin on parts. The popular priced 
set attracted a number of dealers and 
jobbers as a result of the greater 
margin on a single sale. Many job 
bers discontinued parts as a result of 
this condition, in spite of the fact 
that they had built their business and 
made the most money in the sale 0! 
parts. Dealers were forced to con 
tinue in the sale of parts as a result 
of the requirements of their custom- 
ers, and in order to properly servic: 
sets. The jobbers who discontinued 
soon found that many of their dealers 
were securing a majority of their 
parts, and in some cases, sets, fron 
the iobbers who were able to full) 
serve their needs by handling a well 
stocked line of standard parts and 
| limited line of sets. When the job 
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SE AE i TY 


More Convenience Outlets 


: Make More Money 


A Bryant Combination of Switch 
and Receptacle that your 
Customers will like 





Ask for Bryant No. 117 switch and “Spartan”’ receptacle if you 
want a good seller combining a switch and a convenience outlet. It 
is inexpensive—no wiring—quickly installed. 


No. 117 switch and receptacle 
with our “KV” cap inserted. 


It enables you to change your customers wall switch which many 
thousands have, into a switch combined with a compact conve- 
nience outlet—standard size plate. There are two binding terminals 
on each end connecting line to bottom and receptacle is always 
alive with switch controlling load on wires which are connected 
to two top terminals. 


It is not easy to sell every customer the idea of rewiring his house 
for more convenience outlets. But you can sell him more Bryant 


convenience outlets. 


This No. 117 switch and receptacle 
can usually be inserted in place of the 
ordinary flush switch. It is a reliable 
standard switch, and, in addition, it is 
a standard convenience outlet. It is 

No. 117 with No. KE Pilot OMly necessary that both sides of the 
Foor to euard—lt tells wire feed in to the box so that the re- 


is “On.” It saves money for ° ° 
ceptacle is alive. 


him! It makes money for you! 





A Bryant No. 117 switch— 
receptacle can be installed in a 
few minutes without addi- 
tional wiring. There is good 
profit in such a job—and no 


Plate removed from No. 117 recep- 
tacle and switch showing sturdy prac- 


tical construction. 





‘“‘maintenance.” 


Brass guard removed from No. KE 
- Pilot Cap. 
Inserting No. KE Pilot Cap into No. 117 


~~ BRYANT the Complete Line 
of Electric Wiring Devices 


THE BRYANT ELECTRIC COMPANY 
1421 State Street, Bridgeport, Conn. 


NEW YORK, 342 Madison Ave. CHICAGO, 844 West Adams St. SAN FRANCISCO, 149 New Montgomery St. 


The largest plant in the world devoted exclusively to the manufacture of Electric Wiring Devices 
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KAS-LITE Units 


Sell 
More 
Goods 


\ Ruin 
1 H 


for DISPLAY Case Lighting 


CORRECT in size and finished 
in Statuary Bronze color to har- 
monize with popular finishes of 
wood and metal. 


Improved scientific construction 
does not obstruct vision, produce 
glare or interfere with the ap- 
pearance of the display case. 


Concealed in a tailor fitted metal 
housing and equipped with guar- 


w2nteed Sterling STIPPLE Reflec- 


tor which eliminates shadows 
and distributes a brilliant volume 
of uniform light upon the display. 


All mechanical parts of KAS- 
LITE Units are brass, finished in 
Statuary Bronze. Assembling and 
installation on either all-glass or 
wood frame cases can be done 
readily with an ordinary kit of 
tools. 


REFLECTOR & ILLUMINATING CO. 


Representatives in All Principal Cities 


1411 Jackson Blvd. 


Gi (=, <1] 


ED ED FED. 


= | Chicago, U.S. A. S.A. 
w= TEA 


«4S NS POS 
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| bers should carry 
| parts to protect the interest of their 


| set manufacturers 
| standard equipment. 





bers who had discontinued pa 
realized that it should be necessa \ 
for them to serve the full requi: 
ments of their dealers, they quick \ 


| returned to a line of standard pa: 


in order to preserve the good will 


| their dealers. 


“As a result of an_ investigati:) 


| during the past two years, we ha 


found that the losses in handliiy 
parts have been considerably less thi: 
in sets, due to the fact that there has 
been a much smaller percentage ot 
obsolete material and that parts as « 
general rule, do not require the heavy) 
service charges incidental to com 
plete sets. 

“While we appreciate that the re- 
sultant losses in sets has not been thi 
fault of the set manufacturers, our 
records will show that the sale of 
parts is increasing and that all job 
a limited line of 


dealers.”’ 


Lesuz F. Murer, PRESIDENT. 


| Lesuiz F. Muter Co., Cuicaco. 


“We are making a line of rather 


| small but specialized radio parts, sel 
| ling these to the retail trade through 


jobbers and in quantities to various 
who use them as 
Our business 
among set manufacturers is at present 
substantially larger than 

with jobbers, although our 
sales volume is steadily increasing, 
and we feel so confident that this in 
crease will continue that we ar 
spending a large sum of money this 
season in advertising our products to 


business 
jobber 


consumers.” 
a 

CENTRAL 

WAUKEE. 


MANAGER, 
MIL- 


\ 


OsmuN, SALEs 
Rapio LABORATORIES, 


CARRYING STOCK:—‘We be 
lieve that any jobber whose account 
is worth much, should not order radio 
merchandise in less than standard 
package lots, excepting perhaps for 
samples. In view of the fact that w 
are spending a considerable amount 
of money in advertising and 
backing this up by even more in na 
we feel that the job 
ber in turn should be willing to order 


dealer 
tional publicity, 
in quantities large enough to carr) 
him at least part way through the 
The shipment of single in 
struments direct to the dealer on job 
order is not an indication either 


season. 


bers’ 
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Threading 
Central Black #4 Central White Conduit 


OU, aware of the 
™h hee = importance of ac- 

ee ares: curate, clean-cut con- 
duit threads, will find 
interesting the “Cen- 
tral” threading pro- 
cess here illustrated 
and described. 


—< 





There is the same care and accuracy in threading ‘‘Central’’ Conduit as in every 
operation in the ‘‘Central’’ plant 





F'TER being cut into 10-foot 





t lengths, as illustrated at the right, 
: a large lift of plain end pipe in conduit 
r . . 
lengths is placed on the rack, shown at 
£ ye : i : Ve Before ‘‘Central’’ Conduit is 
| the right of the above picture. The threaded the pipe is machine 
operator in the rear takes a length and SaaS ee Pees. 
‘1 threads one end. He then passes it to 


the operator in the foreground who ieee’ baa 
Standard gages are used continually 
threads the other end and passes the ee 


to insure correct thread sizes. 
length to the rack shown at the right 


of the pic _ a : ; 
€ picture The length of the thread is con- 
trolled in the machine and is watched 


Great care is exercised in the thread- ' 
t ; ray a ay ee ‘arefully, so that all threads are of the 
ing of “Central” Conduit. All ma- ; 


; : pe same length on the respective sizes. 
chines are kept in perfect condition, " 


P and chasers are changed and sharpened All pipe is reamed during the thread- 
( . . 

at regular intervals, to insure clean, ing operation which removes the fin or 
smooth threads. projection caused by the cutting. 


CO AP ENIAC EAE ANE ER Ae a 


) fi GENTRAL TUBE COMPANY Wi mae 


Pir Ts 3s Ua G. KH 
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Nowhan 


Electric Appliances 


The “Northern” Electric Heater has 
become very popular among dealers. 
Several big selling features are the rea- 
sons for this. It has a “Super” element 
designed for heavy duty and long life, 
and a 13” pure copper reflector. All 
other parts are of the highest quality 
materials. 


“North- 


ern” 


Is known 
for its un- 
failing serv- 
ice to users 
and for its 
high quality. 
Dealers’ will 
begin to 
stock these 
at this time. 
Get your 
share of or- 
ders! 


— ee 
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of good faith on the part of the job- 
ber or of his financial stability.” 

L. E. HoNeyweitit, ApDvVERTISING 
MaNaGerR, STERLING Mra. Co., 


| CLEVELAND. 


“All jobbers are required to handle 
the necessary parts to complete the 
sale of the set, and as we manufac- 
ture a full line of aerial equipment, 
our position is particularly fortunate, 
in that we are able to serve all clas- 
ses of the trade, as our present busi- 
ness is divided into three almost equal 
sections comprising parts for the set 
builder, parts for the home builder 
and aerial equipment for the jobbers 
and dealers who handle both of the 
units. 

“In order to assist the position of 
our jobbers, we have made arrange- 
ments to make direct shipments on 
any parts their dealers may need, 
which service is offered to the jobbers 
who co-operate with us in stocking the 
necessities of the set business. While 
this method is a trifle more costly to 
the manufacturer, it enables the job- 
ber to offer complete service with the 
minimum amount of invested capital, 
and a percentage of profit that is 
very encouraging.” 

Lestrzs F. Murer, PRESIDENT, 
Lestieg F. Muter Co., Cuicaco. 


“A jobber’s stock should be suffi- 
cient to insure good dealer service. 
Our line of cabinets gives the jobber 
a complete line with only three pieces. 

Our R-20 cabinet is adjustable to 
30 different panel sizes. It is also 
automatically adjustable for vertical 
panel mounting or any angle of slope 
to 25 degrees. The jobber with one 
dozen cabinets in stock can fill one 
dozen orders regardless of standard 
panel size ordered.” 

S. W. Brianpin, SAtes MANAGER, 
BLaNnpIN. PHOoNocRAPH Co., INC., 


Racine, Wis. 


“We take no arbitrary stand as to 


| what stock a jobber should carry. To 


_ encourage the jobber to order in 
| quantities which are reasonably eco- 


“Northern” Curling Irons are made in 
six different styles and are beautifully 
finished. Curling Irons of the ‘‘North- 


ern” type are always in big demand. 


Nowthen Efecitic Co. 


2837 N. WESTERN AVENUE 
CHICAGO, ILL. 








nomical to ship, however, we prepay 
transportation when our products are 
ordered in lots of 100 or more.” 

H. E. Osmun, Sates MANAGER, 


CreNTRAL Rapio LABORATORIES, MIL- 


WAUKEE, 


“RIDING” NOVELTIES:— 
“Jobbers and their salesmen who 
form the habit of “riding” novelties at 


the expense of their staple lines 
more than anyone else to add to 
confusion that prevails in the mi: | 
of the ultimate consumer. 

“IT recall one metropolitan job! 
who urged us to put out a novel 
speaker, similar to a product he w:, 
handling and over which he was mu}; 
enthused because he had moved 0): 
about 800 the first month. When | 
saw him three months later, he w:s 
not so enthusiastic because over 2()() 
of the first month’s sales had been r: 
turned and there was no repeat busi 
ness from dealers. 

“Retail dealers rely upon the ad 
vice of the jobber on the majority o/ 
accessories that they handle, and thie 
jobber that recommends anything but 
tested and proven quality products is 
doing an injustice to the industry of 
which he is a very important part.” 

C. J. Suarp, Vice PreEsipenv, 
H. G. Saar,:Co., Cuicagco. 


“We believe that the radio jobber 
has a very important place to fill in 
successful distribution of radio prod 
ucts. A great many of the radio 
jobbers have not as yet settled down 
to the proper merchandising policies. 
There is a considerable amount of 
floundering around just as it has been 
with the manufacturer and dealer. It 
is very encouraging to note, however. 
that the majority of the jobbers are 
adopting real merchandising policies 
which will without a doubt, bring 
order out of what has been consider- 
able chaos. It will be necessary for 
the jobber to cut down the number of 
lines he is carrying. He should not 
carry more lines than he can consist- 
ently push and sell thoroughly and 
completely.” 

H. C. Mounr, Manacer, Rapio 
Division, GLENN L. Martin Co.. 
CLEVELAND. 


THE JOBBERS DUTY:—‘“‘We 
expect our jobbers to carry a repre- 
sentative line of all our products. We. 
of course, expect them to catalog and 
to push them. We feel that it is both 
to the jobbers’ and to our interests 
for them to concentrate their efforts 
on one single line and while we do 
not absolutely forbid it, we do not 
look with favor upon a jobber who 
attempts to carry other accounts that 
are in competition with our line.” 

Paut Date, Promotion anp DE- 
VELOPMENT MANAGER, BELpDEN MFG. 
Co., CHIcaGo. 
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Rear view of 125-volt direct current remote 
control switchboard, operating oil circuit 
breakers, on 22,000-volt transmission line 


23,000-volt, 600 ampere circuit used 
on motor drive of turbine condenser 






























































Perfect Insulation 
and Protection 














Firestone uses only specially selected firm-woven cotton 
sheeting, calendered with a scientifically prepared sulphur- 
free rubber compound—an extra process used by Firestone 
to give special adhesive properties for better and longer- 
lasting insulation and protection. 

Actual laboratory tests of Firestone Friction Tape at 100°C 
for 16 hours showed no discoloration of copper wire. Also 
the same test showed a tensile strength of 40.15 lbs., as com- 
pared to 30 lbs. required by the specifications established by 
the American Society for Testing Materials for the purpose 
of insuring uniformity of products. 

Are you stocked up to supply electrical contractors and 
manufacturers in your territory with the dependable 
Firestone Hi-Test Friction Tape? Send for prices, specifica- 
tions, etc., from nearest Branch or direct from Akron. 


Firestone 


Friction Tapes 
\MERICANS SHOULD PRODUCE THEIR OWN RUBBER... }peuSirwlers, 
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MICABOND-—2 guarantee of 
better service and greater profits 


To manufacturer, jobber, 
dealer and user, better insula- 
tion assures better service 
and greater profit. 


MICABOND—the standard 
mica insulation—has served 
the electrical industry un- 
failingly for 28 years. It has 
been adopted as standard by 
many of the world’s largest 
manufacturers. May we show 
you why MICABOND offers 
you a profitable line of mer- 
chandising? 


CHICAGO MICA COMPANY 
428 Campbell St. Valparaiso, Indiana 























Keep Up Your Dealer’s 
Stocks of Fans in August 


There are fan sales to be 
made this month — your 
customer can make them if 
they keep an assortment of 
fans on hand—particularly 


MERSON FANS 


with the 5 year guarantee 











The Emerson Company Sells No Apparatus at Retail 














“We feel that the jobbers who h 
frequent sales conventions or s; 
meetings, and who invite represe: 
tives of various manufacturers in 
address the salesmen at these m 
ings and explain to them the b « 
sales features of their various pr. 
ucts, are the jobbers doing the mo. 


| constructive work at the present tin 


and the ones who will secure by {.; 
the greatest volume of business 
their territory. I find Pacific Coa. 
jobbers particularly encourage this 
plan, and feel that it is one of t! 
real reasons why our sales to western 
jobbers, and therefore their turnover 
to the retail trade, have increased 
many fold during the past year.” 

H. E. Osmun, Sates MANacen, 
CENTRAL Rapio LaAsoraTorigs, Mi. 
WAUKEE, 


ADVERTISING AND SALES 
HELPS:-—“We are advertising 
strongly in radio publications reach 
ing the ultimate buyer, as well as car 
rying space in the strictly trade pub 
lications. We have circular matter 
to offer to both jobbers and to dealers. 
such as envelope stuffers and larger 
folders on the complete line. We al 
so have available, two complete sets 
of instructions for building excep 
tionally fine receivers at home whicli 
are available to the trade for distri 
bution to interested prospects. 

“We expect to ask our jobbers to 


| help us distribute material for window 
| displays and very shortly will ad 


dress direct to them, a message on the 
subject. It is our aim to have a quite 


| complete set of material which dealers 
| can use to display our products over 
| their own counters or in their win 


dows. 

“T might add that the jobbers 
salesmen will be covered in our cam- 
paign with very complete informa 


| tion with reference to our advertis 


ing and our sales plans.”’ 

P. A. Powers, ApveRTISING MaNn- 
AGER, BENJAMIN E Lec. Mra. Co.. 
CHICAGO. 


“Our direct helps to jobbers and to 


| dealers are confined to a free supply 


of literature illustrating various items 


| of our line and their uses, and to 


sheets which may be used in loose 


| leaf catalogs. Indirectly, we help by 


advertising in practically all of the 


| consumer radio publications, in met- 


ropolitan newspapers, and constant 
ly devising and sending out for gen- 





we 





Aucust, 1926 


THE JOBBER’SfRJSALESMAN 





lil 








_ 


FO\'NDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


eral distribution new and novel cir- 
cuit articles using one or more of our 
products, and by advertising in other 
magazine mediums.” 
Hf. E. Osmun, MANAGER, | 
CexTRAL Rapro Laporatories, Mit- 


SALEs 


WAUKEE, 

“To help our jobbers in disposing 
of our products we consistently ad- 
vertise through general national publi- 
cations, radio papers and in various 
trade papers. ‘This national. cam- 
paign is supplemented by direct mail 
udvertising to all of the radio dealers 
United States. In addition 
we furnish the dealer and jobber 
with suitable window display mate- 


in the 


rial, counter cards, circulars, free 
clectrotypes and newspaper mats. 

‘We do not co-operate with our 
jobbers in any local advertising ven- 
tures and do not share any expense 
in the preparation of their catalog, 
though we are always glad to have 
catalog pages prepared for them from 
our composition at cost prices. The 
reason for our stand in this is that we 
lave a great many customers located 
in all parts of the country that we 
would have to co-operate with if we 
started in one locality and we feel 
that a program of this kind would 
dissipate all of our advertising ap- 
propriation without creating the de- 
mand for our products that our job- 
bers have the right to expect.” 

Paut Date, Promotion aNp De- 
VELOPMENT MANaGeR, BeLtpen Mre. 
Co., CHICAGO, 


‘It is our aim to support dealers 
and jobbers with constructive adver- | 
tising, in trade papers, newspapers | 
and general publicity.” 

P. S. Preirer, SALtes MANaGER, | 
Teimm Rapto Mre. Co., Cuicaco. 

















of B-R Electric Co, 

 nsas City, Mo. can really sing, so 
never B-R folks have a party she gives 
the Jewel Song from Faust. 


iolet Homan, 
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Standard 
Catalog 





No. 15 





One consecutive, well planned devel- 
opment of 19 years duration enables 
Standard to place before you the most 
complete and beautiful assortment of 

_ ranges and cooking devices being shown 
-on the American market. 


This beautiful catalog should be 


| within easy reach at all times. 
bring sales with profits—Sales which 


_ you 


It will 


have not thought within your reach 


—Profits which are quick and satisfac- 


a 


| this 


tory. 


Be sure you are on our list to receive 


Standard Catalog Number Fifteen. 


The coupon below may be used. 





The Standard Electric 


Stove Co. 
TOLEDO, OHIO, U. S. A. 








price list. 


] Pad 


* 


You may gexd a copy of Catalog No. 15 with 
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Ten Commandments for the 


Broadcast Listener 


The Jobber’s Salesman Will Profit by Reading These Com- 
mandments and Reminding His Dealers of Their 
Importance—They Constitute Good “Come- 
backs” for the Dealer to Use On Radio 
Customers Who Are Discouraged 
Over Summer Radio 


By DR. ALFRED N. GOLDSMITH 


Chief Broadcast Engineer, Radio Corp. of America 


1. SUMMERTIME RECEPTION 
HILE excellent radio reception 
is frequently possible during 

the summer months, yet the best long 
distance records come in the winter. 
Signals are not quite so loud in the 
summer, and electrical disturbances, 
such as lightning storms, are natural- 
ly more common in the summer and 
interfere occasionally with concerts, 
particularly those received from dis- 
tant points. A reasonable attitude 


will help the listener here. He should 


remember that he cannot expect every 
act in even the best vaudeville per- 
formance to be tremendously amusing 
and just what he wants, nor can he 
expect the weather every day to be 
clear and pleasant. 

Similarly he must not expect every 
day to be just right for long distance 
radio reception. Now and then a sum- 
mer storm may interfere with both 
radio. The listener 
should become acquainted with his 
the 
and 


picnics and 


or with nearest 
stations enjoy 
them during the summer, and be satis- 
fied with the long distance records he 


stations 
“Super-power” 


local 


has made or will make in the winter. 
In other words, he should get the 
best there is in radio during all sea- 
sons, and above all he should be rea- 
sonable. 


which he wants to hear, there are 
several things he can do. He can 
lengthen his aerial wires and increase 
their height from the ground. Both 
of these measures make the signals 
louder as a general rule. He can add 
an audio amplifier unless, of course, 
he already has this instrument. He 
can also increase the voltage of his 
“B” battery or plate battery up to 


90, 112 or even 135 volts (that is, 
to four, five, or six of the usual 22!.- 
volt units or blocks). He can use a 
more sensitive loudspeaker, or con- 
tent himself with headset operation. 
He should also tune more careful) 
so as to get the very loudest signal 
which his set is capable of giving. 
If there is a tickler adjustment on 
his set, he should learn how to use 
it so as to get full volume of signals. 
And he should remember that the good 
results he will then get are going to 
be even better results in the winter. 
8. THE NEARBY LISTENER 

If the listener is very near a pow- 
erful broadcasting station, he may 
get excessively loud signals from that 
station and have difficulty in pick- 
ing up other stations when the nearby 
station is in operation, particularly if 
his receiver is not very selective. In 
extreme cases it is not possible to get 
the distant station at all under such 


circumstances any more than it is pos- 
(Turn to Page 118) 
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Interior of radio station WBAW which is owned and operated by the Braid 
Electric Co. and the Waldrum Drug Co., Nashville, Tenn. This studio is located 
in the New Capitol Theatre Bldg. and through a co-operative arrangement tie 
talent of all of several theatres is available. Harry L. Stone is director anc 


announcer and the station will be on the air quite frequently during the comiig 
radio season. 


2. THE DISTANT LISTENER 
If the listener lives rather far away 
from all radio broadcasting stations 
of a power of a few kilowatts or less 
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RADIOLA 28 


every community. 








The sign that marks the 
leading radio dealer in 





Single control operation is a new feature this 
year on many sets. On Radiolas, it has had a 
year’s trial and has proved itself. Big volume 
is another feature new to many this fall. Com- 
plete lighting socket operation with no bat- 
teries may be shouted from the rooftops this 
fall by those who have just begun to work it 
out. In RCA Radiolas, it has been tried 
tested and perfected. RCA Radiolas showed 


the way a year ago. These are important facts 
—being put over in a big way to public and 
trade. They will sell Radiolas—easily—far 


ahead of the new and untried in radio! 


WHEN YOU SELL TO 

WIN THE PRIZE OF $25 

PUT YOUR EFFORTS BEHIND 
THE SALES LEADERS THAT 
ARE PROVEN AND PERFECTED. 


a & 





RCA LOUDSPEAKER 104 RADIOLA 20 RCA LOUDSPEAKER 100 


CA“Radiola 


*MAKERS - OF -THE-RADIOTRON 









The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 





When you sell the RCA line you have 
every new feature 


of radio — and all 


tried and proven 





RADIOLA 25 
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New Radio Products, Illustrated 





The Fansteel Products Co., North 
Chicago, Ill, has just announced six 
new “Balkite” products for the 1926- 
27 season: a charger (illustrated 
above) with both trickle and high 
charging rates; the trickle charger; 
the “B”-W for sets requiring 67 to 90 
volts; the “B”-X with a capacity of 
90 to 185 volts; the “B”-Y with a 
capacity up to 150 volts, and the com- 
bination radio power unit. When con- 
nected to the “A” battery it furnishes 
all the power for both circuits from 
the light socket. 


The Jefferson Electric Mfg. Co., 
501-511 South Green St, Chicago, has 
just announced a new radio tube 
charger which will reactivate or re- 
juvenate all the tubes in a set at 
one time without removing them from 
the set. This tube charger operates 
very similarly to the original Jefferson 
“Rejuvenator,” except that the tubes 
remain in the set instead of having to 
be inserted into a socket mounted on 
the rejuvenator. 








The Leslie F. Muter Co., 76th St. 
and Greenwood Ave., Chicago, is man- 
ufacturing the variable high resist- 
ance shown above. It is designed to 
control oscillation and to regulate 


quality or volume. The nickel plate 
shell is 154 in. in diameter. Above is 
shown the wire wound special resist- 
ance also furnished by the company. 








The special large No. 779 22¥,-volt 
vertical “B” battery is especially 
adapted for use with Radiola 25, De- 
Forest D-17 and Operadio receivers. 
Length, 4%, inches; width, 314, inches; 
height, 71% inches; weight, 434 lbs. 
It is made by the National Carbon 
Co., New York. . 


The Gould “Unipower” is a single, 
compact “A” power plant in which 
the several elements necessary to con- 
verting alternating current at house 
lighting voltage to direct current at 
tube voltage are merged into a single 
homogenous. unit. It it built in both 
four volt and six volt types and is 
so designed that it controls both the 
“A” battery circuit and auxiliary 
power equipment such as a “B” 
power supply device. The unit shown 
is the new automatic 6 volt type 
designated as AC-6HA. 


The Castle Electrical Instrument 
Co., Newark, N. J., has just announced 
its new model 506 pin jack voltmeter 
and high range stand. The voltmeter 
may be either plugged into the pin 
jacks mounted on the set panel io 


measure filament voltage or it may 
be plugged into the high range stand 
to measure battery voltage up to 160 
volts. The stand is complete with 
flexible cables. The voltmeter is made 
in two double range combinations, 
160/4 volts and 160/8 volts. 























One of the products of the Yaxley 
Mfg. Co., Chicago, is the cable con- 
nector plug shown above. The plug 
is made of phosphor bronze with 
double contact springs. The contact 
pins of the connector plate are brass, 
tinned for soldering. Seven strand 
cable is furnished. 





The “Counterphase Eight” receiver 
is made by the Bremer Tully Mfg. 
Co., 520 S. Canal St., Chicago. Among 
the many new features found in this 
model are: Visual indicator for 
wave length reading of stations; in- 
dividual calibration of each receiver; 
one station selector, and ultra-selec- 
tivity. 


Sf 


B POWER UNIT 


The “UX” detector socket is the 
same as the “UX” absorber socket 
but with additional side mufflers, 
which prevent vibrations. It has long, 
yielding contacts and flexible connec- 
tors to terminals. 
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New Radio Products, Illustrated 








The Electric Heat Control Co., 6536 
Carnegie Ave., Cleveland, O., has 
placed on the market this “King” 
type “C-6” battery charger. This is 
designed to charge up to six six volt 
batteries at five to six amp. rate and 
is provided with a selector switch. 
The charging rate may be varied and 
also additional batteries may be 
added. Any standard 5 amp. rectify- 
ing tube may be used. The case is of 
steel finished in maroon. 








A new six-volt storage battery 
charger using a two-ampere rectifying 
bulb is now manufactured by The 
France Manufacturing Co., 10821 
Berea Road, Cleveland, O. This type 
is called the straight “A” charger, 
cat. No. 1830. By means of an at- 
tachment the charger can be converted 
into a trickle charger, giving various 
trickle charging rates of from .1 to .8 
ampere as desired. Overall dimen- 
sions are 7x5x7 in. 

















The “Phonespeaker” shown above is 
handsomely finished in black rubber. 
It is furnished with base to rest on 
turntable of talking machine or may 
he had without the stands 

The “Supreme,” shown below, is fin- 





ished in a soft antique mahogany de- 
signed to please both the eye and ear. 


It measures 10%x8x7'¥% inches. It 
weighs 8 pounds. They are manufac- 
tured by the Utah Radio Products 
Co., Chicago. 





An “A” power unit has been de- 
veloped by Westinghouse and is being 
marketed by The Westinghouse 
Union Battery Co., Swissvale, Pa. It 
is known as the “A Autopower.” The 
new device is a combination of bat- 
tery and trickle charger. The bat- 
tery is said to be capable of oper- 
ating a 10-tube set every night for 
several years. The rate of charging 
can be varied from 1/10-ampere to 
ampere, with two intermediate steps, 
by simply changing the position of a 
connecting link between the four con- 
tacts. 











The Valley “B” eliminator is a 
product of the Valley Electric Co., 
3151 S. Kingshighway, St. Louis, Mo. 
It may be had in two types, one with 
a capacity of 2214, 67, and 90 volts, 
the other with a capacity of from 22% 





to 45 volts on the detector 67 and 90 
and 135 volts. The battery clip shown 
above is unique in design, compact 
and sturdy. It is electroplated with 
an acid-resisting metal. 














The “Claro-plug” requires no 
wires or adjustments. The loud 
speaker plug snaps into a sleeve in 
the “Claro-plug.” It is designed to 
eliminate scrapy sounds and_ to 
broaden the range. 








g 





The Benjamin Electric Mig. Co., 
120 S. Sangamon _St., is manufactur- 
ing the tuned radio frequency trans- 
former shown above. The coils “are 
space wound with a maximum of air 
insulation, making the resistance and 
distributed capacity extremely low. 
The windings are very rigid. Primary 
and secondary are so coupled as to 
reduce capacity coupling to the low- 
est degree possible. 





The — shelf brackets 
shown above are designed for 
use with the “Cle-Ra-Tone” gang 
socket which the company makes. 
They are of such depth that all wir- 
ing and mounting of small radio 
parts can be done underneath the 
shelf thereby decreasing the hazards 
of short circuiting and blowing of 
tubes. The brackets are intended to 
be attached to the front panel. They 
may be used with any type of shelf. 
The finish is dull nickel, with nickel- 
plated screws. 
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“Andy” McLean, 
contractor; 


From left to right: 
prominent Detroit electrical 
Carl Baier, Trumbull Electric & Mfg. 
Co.; V. E. Jones of the Frank C. Teal 
Co., Detroit. Mr. Baier is meeting Mr. 
McLean—introduction by Mr. Joncs. ‘The 
occasion was a pleasant week-end at Mr 
Jones’ summer heme on the sheres of Cass 
lake. Michigan. 





accomplished by some of the follow- 
ing measures which should be tried. 
The listener can cut down the siz 
of his antenna or use a small indoor 
antenna having a length of between 
a few feet and say 30 to 50 feet. A 
few trials may be necessary to find 
the best length of indoor antenna in 
When 
than 30 feet in length is used, a small 


such cases. an antenna less 
fixed condenser of five ten-thousandths 
of a microfarad (0.0005 mfd.) should 
be connected between the aerial and 
ground binding posts or terminals of 
his set. 


tion of signals of the same wave- 


length as is possible with an out- | 


door antenna. Or he may use a large 
antenna and add to his set any of the 
better wave traps now available which 
will greatly aid in cutting out an 
undesired station. 

The listener should experiment un- 


til he 


greatest ease of choice of one station | 


er another. A little patience is re- 
quired to get the desired results in 
should be remem 
ever learned in five 


automobile skilfully 


some cases. It 

bered that no one 
minutes to run an 
through heavy trafic. Sometimes the 
“traffic” in the ether is heavy, and it 
may not be easy at first to pilot the 
desired signals through the receiver. 
Paderewski took quite a little tinve 
to learn to play the piano, but it was 


This will permit the recep-| 


. | 
gets the best signals and the | 


worth while. So is time spent in mas- 
tering the capabilities of the set. 
4. MISCELLANEOUS HINTS 
First of all, it is not wise to invite 
a large group of critical people to 
a party at your home some definite 
night next week with the promise that 
they will positively hear a certain pro- 
gram. That evening may be the occa- 
of the lightning 
storm this summer, and your audience 
will disappointed. During the 


sion most severe 
be 
summer, radio listeners should be pre- 
pared to take “pot luck”. 

You will also find it a good idea to 
concentrate summertime reception on 
the higher power stations or those 
nearest to you. It is best to take 
their programs (which will probably 
be every bit as good as those of most 
distant stations) and which come to 
you clearly, rather than to “‘fish’’ all 
evening among static-battered signals 
from weak distant stations. 

Sometimes delightful summertime 
reception can be secured by taking 
the loudspeaker out on the porch or 
even on the lawn, using an appropri- 
ately longer cord to connect to the 
set. Radio concerts gain 


from appropriate surroundings. 
5. ADVICE TO BROADCAST 
LISTENERS 
There are ten good rules for broad- 
cast listeners: 


receiver 














, 





Sam Kaufman, who runs the Union 
Electrical Supply Co., 114 High St., Bos- 
ten, Mass., looks as though he were going 
somewhere—and to make a sale. Sam’s 
smile is by no means a forced proposi- 
tion because he wears it continually. 


POLICY AND ORDER 


Up in Illinois recently a “blue r 
discovering a succulent and sleep, 
attempted to make a pig of himse 
pirating on a milk supply intended 
young pigs. A commotion among {| 
latter brought the mother to life anc <\) 
quickly restored nature’s equilibriu 
eating the snake. 

In business, economic law is as in 
able as is orderly progress in natur« 
| through lack of pep or policy “a viper is 
nursed to a commercial bosom” some fist 
and distateful action must follow to l|cvel 
up things—-Red Shield. 





| 1. Don’t try to hear ordinary 
‘broadcasting from Australia in mi 
summer. Be satisfied to enjoy tli 
good programs from the nearer sta 
'tions most of the time. 

| 2. Don’t be disappointed if an 
‘occasional disobliging storm interferes 
with your summer radio 
There are many fine concerts coming 
/You can’t expect to find a pearl in 


| 


|every oyster nor to receive a record 


evening, 





| breaking concert every night. 

8. If you want loud signals, us 
a longer aerial, more tubes, higher 
plate voltage, more sensitive loud 
speakers and more careful tickler and 
receiver adjustment. 

4. A pleasant signal filling a mo: 
eratic size room should be enoug) to 
give satisfaction. Musically, sucli * 
signal is ideal. It is not worth whil 
producing signals which deafen thi 
neighbors. It is wasteful to insist on 
tremendous signals which are genera! 
ly less pleasant than moderate signals 
particularly during the summer. 

5. If your local station comes 1m 
too loudly and drowns others out. # 
smaller aerial will help in tuning |i 
out, with a small condenser connected 
between aerial and ground. Or 
simple wave trap may do the trick. 
And if all measures to get rid of tl 
local station fail, why not enjoy |) 
concerts? He is working hard ‘or 
you and it is nobody’s fault that »0 
are so close to him that you are bound 
to hear him. Broadcast stations |)\\' 
to be closer to some people than t 
others. 

6. In selecting your evening's })'° 
gram, try for the higher power! 
broadcasting stations. They were |: 
signed to give better summert:” 
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Licensed under applica- 
tion for letters patent of 
Radio Frenquency - 
atories, Inc. (R. F.L.J 


Backed by 29 Years’ 


elephone Experience 


PeLAWLESs, faultless radio reproduction such as Kellogg has attained can 
come from experience alone. In radio set building, nothing — absolutely 
nothing — matches experience. 

Model 507 receiver is the finished result of our 29 years’ experience in voice trans- 
mission—a set that cannot squeal or howl—that brings them in with a “punch” to 
delight the most critical radio fan. Heavy shielding around and between the coils 
prevents interference, and three stages of radio frequency give maximum range and 
selectivity. 

The jobber who has built up a sound, substantial busi- 


ness should make radio connections equally sound. . r] 
Leave the “fly-by-night” set to the “fly-by-night” type Matl [his Coupon [ODAY 








of jobber. Tie up to radio merchandise that has the SSSR ARR RRR ERS eee 
backing of real financial strength and business integ- ¥ 
rity—such a backing as the Kellogg Switchboard & 2 Kellogg Switchboard & Supply Ca, 
Supply Company does place behind the goods it ® 1066 W. Adams St., Dept. 23H Chicago, Ill. 
manufactures. ew f 
; a We shall be glad to receive full details of 
Mail this Coupon NOW for our plans to give Kellogg ag the new Kellogg line of receivers and of 
dealers PROPER support—for a copy of the fairest @ your plans for dealer and jobber support. 
franchise ever offered them—for full details of the 5 
new Kellogg 507 receiver with the refinements — 2 
‘ i ssible only from experience such as Box 
Model 508 includes the ap- improvements possi y Name 
paratus of the table model has been Kellogg's. ; ip hcascleriaiasaiaesicasc 
and the famous Kellogg ~ 
aon, with P ted van longer D Addon 
air column, Ample space for es ay ee eT oT aE 
Sia is eee canals Kellogg Switchboard & Supply Co. 5 
units. 1066 W. Adams St., Dept. 23H, Chicago - 
a 
JOBBER INQUIRIES INVITED ici iia aia ial cea aia caine 
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“A Greater Pride Hath No 
Man—Than Knowledge Of His 
Industry” + *+ # # *# # # # # # + 
And So Let Us Suggest A 
Year’s Subscription To 
THE JOBBER’S SALESMAN 
As An Appropriate Gift To Those 
Of Your Friends Who Are 
Wholly or Partially Connected 
With The Electrical Jobbing 
Industry. A Gift That 
Will Be Much Appreciated. 


$1.00 for one year. $2.00 for three years. 
MAIL THE COUPON BELOW. 








THE JOBBER’S SALESMAN 
53 W. JACKSON BLVD. 
CHICAGO, ILL. 


GENTLEMEN: 


rout SEAL ALT RTM RTE SETTING 
BEER LEE NI ERLE ELLE LE LETTE SLE LETS TIO LE ITER TE CE MIET IT 


Enclosed please find $ 
subscription to be sent to 


NAME 





ADDRESS .. 





CITY 
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service, and you will generally find | 
that they do. 

7. A little patience in learning to 
handle your receiver yields rich re- 
turns in satisfaction from fine sig- 
nals. Remember that “Rome wasn’t 
built in a day”, and keep on getting 
more and more familiar with your set 
and how it works. 


8. It is a good idea to read the RADIO CABLE 


radio column of a newspaper or a 
good radio magazine or two. It helps 
you to know how your set works and 
keeps you up-to-date in radio. In- 
formation of this sort is an aid in get- 
ting the concerts loud and clear. 





9. Ask your radio dealer for ad- 
vice; he can probably tell you what 
you want to know and will be glad to 
do so. The manufacturer of your set 
is also willing to help you get the 
desired results from its use. 






Packed in individual cartons, making neat 
and attractive shelf package. 


10. Do not throw away the direc- 
tion sheets or booklet that came with 
your set and with the tubes. Read all 
such material carefully now and then, 





Packard Radio Wiring Harnesses are made 
up of three light gauge wires for “B” bat- 
tery and two heavy gauge battery wires for 
“A” battery connections. Each wire has a 
different colored braid with an attractive 
“Radio Brown” braid over all. 


and follow the suggestions which are 
given. If you have lost the direction 
sheets write to the dealer or manu- 
facturer for another copy. The direc- 
tion sheets answer most of the ques- 
tions which have been puzzling you 
and preventing you from getting the 
best out of your set. 














Multiple Conductor Battery Cable. 





240 | 
1914 +100 Percent | 


A Complete Line 


A style of cable for every 
radio requirement. 


Radio Wiring Harnesses. 


Battery Connectors. 


Aerial Ground kits, (con- 
sisting of all material needed 
to erect complete aerial and 
ground circuit). In neat 
attractive cartons, listed at 








= 
$4.50 and $5.50 respec- 
| tively. 

Write for full information and 
i our special jobbers rauio cable prop- 
ne [he above chart compares General ge [HE STANDARD ASSORTMENT osition. , | 
Llectrie average prices of all products ew ee eee a 

with the average of commodity prices nal 





See SS 
mpiled by the United States Bureau of Th P k d EF] t : ¢ 
bor Statistics. It shows that General e ac ar ec rIc ompany 
ectric selling prices were not increased ° 
ring the war and post-war period of Warren, Ohio 
turbed economic conditions nearly as BR 
uch as the average of some 400 com- Sackard, , 
tiodities, which the U. S. Bureau of Labor is never Seen, except on goods of honest Value 
itistics uses to make up this index. 


Q 
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>TO 


The fastest selling Cone Speaker on the market! 
Radically new in principle. -Refreshingly new in 
performance. 


Sell your customers on its rugged construction, 
fool-proof design and down-right ability to reproduce 
both highest and lowest notes clearly, sweetly, with 
maximum volume. Point out the exclusive Tower 
features—the direct-drive unit, the eight points of 
contact from unit to cone (instead of only one as in 
other speakers), the handsome appearance, the amaz- 
ingly low price. 


You can establish new worthwhile accounts with 
this remarkable value, nationally advertised and pro- 
duced by one of the largest, oldest and best known 
manufacturers specializing in loud speakers and 
headsets. You can strengthen your position with 
your old accounts by introducing them to this gilt- 
edge sales producing item. The Tower Cone might 
well sell for $35, but mass production and nationwide 
demand make possible highest quality at lowest cost. 


BOSTON 


WER MFG. CORP. 


; 





Taatife 2 


Scientific é 
82 ieiealifc § 2.98 








TR 





Radio Standards 
By G. A. SCOVILLE 
Chairman, Radio Apparatus Sect on; 
Associated Manufacturers of 
Electrical Supplies 


A few years ago, a friend of tine 
bought a radio receiver with whicl 
only round dry-cells with screw {\).¢ 
terminals could be used. At thy 
time, four types of dry-cells wer. in 
common use—round with screw term- 
inals, round with clips, square with 
screws, and square with clips. Whien- 
ever he needed new calls, therefore, 
the chances were four to one against 
his finding the exact type he had to 
have. As a matter of fact, he often 
had to call on as many as six dealers 
before he could find just what li 
wanted, and on more than one occa- 
sion, he was forced to buy square 
cells and then had to strip off the 
square cartons and_ substitute tli 
round cartons from his old cells in 
order to adapt the new ones for lis 
receiver. 

Most users of radio apparatus have 
doubtless had similar, if not more irri- 
tating, experiences. Take  variab): 
condensers, for example. Until re- 
cently some manufacturers 
7‘;-inch shafts in these instruments. 
others used ™%-inch shafts, and still 
others favored different dimensions. 
Hence, when purchasing a variable 
condenser to take the place of on 
already installed, one had to be +x 
ceedingly careful, or he would gt 
one that would not fit the dials. 

Today, however, there is a great 
improvement in this situation. Round 
dry cells with screw terminals, fo: 
example, are carried by practically 
every dealer, and many radio parts 
can be purchased with perfect assur- 
ance that they can be installed in 
existing receivers without difficulty. 

Why this change? Because manu 
facturers are beginning to stand 
ardize. 

The convenience and economy tliat 
will result when all radio equipment 
is standardized can hardly be over 
estimated. Users will not have to 20 
from store to store to locate special 
products manufacturers: 
dealers will not be constantly 
troubled with returns of “won’t-fit’ 
devices; and the manufacturers w'! 
be able to produce large quantities 
the highest quality of goods at 
lowest price. This day need not 
far off. 

The Radio Apparatus Section 
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KESTER RadioSOLDER 


ROSIN-CORE 
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sis 
Sta? orderon Your Book 


Kester Radio Solder 
Display Carton 


Ten cans about % lb. 





VERY day in the week—not only in a 
contest—Kester Radio Solder starts an 
order on the books, Why?—because Kesicr 













Radio Solder, being that of Rosin Core, has 
the approval of the leading Radio engineers 
and manufacturers—is well advertised— 
needs frequent replenishing of stock, and 
carries a clean profit. This solder starts 


each containing rosin- 
core solder flat or rib- 
bon type are packed in 
the display carton. Ten 
cartons (100 cans) to 







the case. Advertising 
leaflets enclosed in each 
carton. 


orders for the entire Kester line. 


Kester Solder with either rosin or acid flux 
can be furnished in several different <<2>=== 
gauges, Rosin Core standard No. 5 is about 
5 in diameter. Acid Core standard No. 
3 is about 1%” in diameter. Kester Rosin 
Core Solder, recommended for delicate 
electrical and radio work, comes on 1, 
5, and 10 pound spools and 18” sticks in 
5 pound boxes. Kester Acid Core Solder, 
used extensively in house wiring and gen- 
eral work, is put up on 1, 5, and 10 pound 
spools. Kester Metal Mender, the small 
package of Kester Acid Core Wire Solder, 
is put up the same as Kester Radio Solder. 


J. S. 8-26 
Chicago Solder Co. 
4251 Wrightwood Ave. 
Chicago, Illinois. 





Gentlemen: Sure I want to 
win this contest—send me 
your sales helps (catalog 
sheets, leaflets, etc.) on 
Kester Solder. 


Let Kester help you win this contest. Send 
coupon for sales dope. 


CHICAGO SOLDER COMPANY 


4251 Wrightwood Avenue 
CHICAGO, ILLINOIS 


Name 


Address 
















The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 
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The rubber cushion absorbs 
vibration and eliminates mi- 
crophonic noises 


A Profitable 
Tube to Sell 


Because no other tube sells so readily and has such 
outstanding points of superiority 


In the Van Horne Cushion Base tube there is an outstanding sales 
feature—the soft sponge rubber cushion in the base. This unusual 
feature makes sales practically automatic—it is simple for the dealer 
to explain that the cushion in the base checks all vibration andi 
eliminates humming and other microphonic noises—causing a sur- 
prising softness of tone. Every dealer readily sees the sales pos- 
sibilities on this tube in his own vicinity. 


Another Van Horne Development 


The Adapted Mogul 5VCX—a 
power tube that does not re- 
quire a change in set wiring 


Because of its ease in adaptation 
the Mogul 5VCX appeals to the set 
user. It gives a roundness of tone 
and clear cut reproduction of voice 
and music that is lost when or- 
dinary tubes of insufficient capacity 
are used. 
These two tubes are Van Horne developments manufactured under 
patents pending to J. S. Van Horne. They are part of an unusually 
complete line of unconditionally guaranteed tubes made for all re- 
ceiving purposes. Dealers and jobbers are urged to acquaint them- 
selves with this profit making line. 


THE VAN HORNE CO., INC. 
805 CENTER STREET FRANKLIN, OHIO 




















the Associated Manufacturers { 
Electrical Supplies has been activ: \; 
engaged in this work of standardizin. 
radio equipment for several years. |; 
this section there are numerous 4) 
paratus groups, each of which devot:s 
its attention to some specific line of 
equipment such as receiving sets 
tubes, storage batteries, dry cells. 
transformers, antennae, etc.  Thes, 
committees develop standards for t!, 
apparatus with which they are con 
cerned, and when their standards ar: 
completed, they are submitted to tl. 
technical committee of. the section, 
which studies them and makes sure 
that they are consistent with the re- 
quirements of the radio industry. 
Then the standards, if approved by 
the technical committee, are sent to 
the Standards Committee | of the 
A. M. E. S., where they are again 
studied and coordinated with the re- 
quirements of the electrical manufac- 
turing industry as a whole. When 
finally approved, therefore, — the 
“Associated Manufacturers of Elec- 
trical Supplies Radio Standards” rep- 
resent the consensus of opinion of the 
entire industry. 

Up to the present time, 31 
A. M. E. S. radio standards have 
been approved, and many others, in- 
cluding radio symbols. for use in dia- 
grams, are nearing completion. In a 
comparatively short time most of the 
radio apparatus in general use will 
be standardized in this manner, but 
it is expected that this work will con- 
tinue indefinitely because of constant 
development in the art. 

* * * 


Electric Club Organized in 
Ft. Worth 


The newly organized Electric Club 
of Fort Worth, Tex., held its opening 
luncheon Thursday noon, July 15, at 
the Westbrook Hotel. All electrical 
interests of Ft. Worth were well rep- 
resented and the following officers 
were elected to serve the balance of 
the year: W. O. Burt, president; C. J. 
Miller, vice-president, and J. G. 
Parker, secretary-treasurer. There 
were a large number of guests from 
Dallas present and the meeting was 
practically turned over to them. C. J. 
Miller, of the Mercer Electric Co., Ft. 
Worth, L. W. Van Valkenburg of the 
Graybar Electric Co., and president 
of the Dallas Electric Club, and 
“Bob” Wakefield, manufacturer s 


| agent, spoke to the members regard: 
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The Trimm Line is Ready 


It 1s Complete—A Speaker For Every Purpose 





The New Trimm Cone 


It reproduces with true definition 


every instrument, every tone, 
every pitch of voice or instru- 
ment, throughout the entire scale 
of audible sound. It brings to 
radio the deeper and higher tones 
so frequently missing from radio 
amplification. 


The Trimm Cone embodies an en- 
tirely new principle of vibratory 
transmission, here used for the 
first time. Unquestionably the 
last word in radio reproduction. 
This will be the season’s biggest 
money maker for every retailer 


and jobber. 
"16 


More Advertising 


The Trimm Sales and Advertising Pro- 
gram is as complete as the line. As al- 
ways, The Trimm Line will be heavily 
advertised, to trade and public, local 
newspaper advertising placed when rep- 
resentation permits. Consumer demand 
and acceptance for Trimm Products, 
built up for years, will be still further 
ncreased. 














U.S.A. 


ya 







RADIO MANUFACTURING 
COMPANY, 

ueuean: 24 oO. Clinton St. 

BIMPA CHIGAGO 


The Trimm Line for 1926-27 offers as 
always a real opportunity for substan- 
tial, profitable Speaker Business. There 
is a Trimm Speaker particularly suited 
to every set, a complete line of all ac- 
cepted types—at prices to meet the 
wishes of all buyers. 


Better Values Than Ever 


Since the beginning of this business Trimm 
Speakers have been noted as outstanding 
values—giving the radio user more for 
his dollar than he could possibly get 
elsewhere, yet always and at all times 
returning to the trade, wholesale and 
retail, a satisfactory and substantial 
margin of profit. This year Trimm 
Speakers, refined andstill moreimproved, 
are greater values than ever and your 
profit is assured. 


Trimm Policies Protect You 


The Trimm Policies of providing ade- 
quate distribution and stocks advan- 
tageously located, makes overloading 
unnecessary and Trimm control on cur- 
rent stocks and production assures main- 
tenance of dealers’ profits and the com- 
plete elimination of any possibilty of 
Factory dumping. 


A lifetime guarantee on our products, 
full dealer support and a fair and square 
deal for trade and public, make Trimm 
Speakers easiest to sell and keep sold. 


Let us send you full information as to 
our line, prices, policies and sales pro- 
gram. It will pay you. Write us today. 


HEADSETS 4 
Professional - - - $5.50 
Dependable - - - 4.40 

PHONODAPTERS 
Giant Unit - - - $10.00 
Little Wonder - - 4.50 

SPEAKERS 
Trimm Cone - - $16.00 
Concert - - - - 25.00 
Entertainer - - - 17.50 
Home Speaker - - 10.00 
(Prices slightly higher west 

of Rocky Mountains) 








S 


Trimm Concert 


The leading high grade 
horn reproducer, still fur- 
ther refined and improved 
for this season. Extra large 
diaphragm. Reproduces 
faithfully and with tre- 
mendous volume and beau- 
tiful tone every note of 
voice or instrument. No 
finer Horn Type Radio Re- 
producer has ever been 
made. Volconite Horn, 22 
inches high—15 inch bell. 
Famous Trimm Adjust- 
ment for tone and volume. 


$25 











Trimm 
Entertainer 


Slightly smaller than the 
Trimm Concert, a quality 
reproducer medium priced. 
Also has Volconite Horn, 
goose neck type, stands 
19'2 inches high, 12inch 
bell. Large diaphragm gives 
marvelous sweet, full musi- 
cal tone and wonderful 
volume. Trimm Lever Ad- 
justment for tone and 
volume. 


Send me at once full information covering the com- 
plete Trimm Line for 1926-27. 


$17.50 


Trimm Homespeaker 


The most popular low 
priced goose neck 
speaker ever produced. 
Tens of thousands in 
use and every user 
pleased. It out- per- 
forms speakers selling 
at prices twice or more 
the price of Home- 
speaker. Big volume, 
fine tone—athoroughly 
sstisfactory speaker ata 
wonderful price. Stands 
18 inches high, has 12 
inch bell, real Volconite 
Horn. Factory adjusted 
unit, no blasting, dis- 
tortion or false tones. 
You can make money 
on this one. 


$10 


Send this Coupon “Now! 


| TRIMM RADIO MFG. CO. 
24 So. Clinton St., Chicago, IIl. 
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An interesting story 
for any radio dealer 


Sterling, 


RADIC 


Pochet Meier 
j ts. 
©) 
\__ 


Panel Meter 


No.R25-28 
Filament Meter 


© 


No.R-3 
Charge Ind icator 
") 


~ 


No R-4ll 
. Tube Tester 


No.R-406 Universal 








Tube Tester 


Sterling 
Radio 
Inspectors 


who does not want to let 


Service Time 
deprive him of his profits 


TELL THEM THEY CAN 
SELL THEIR CUSTOMERS 
COMPLETE EQUIPMENT TO 
DO THEIR OWN SERVIC- 
ING AT HOME. 


A review of last season’s radio 
business entitled 

‘‘What Is Wrong With Radio?” 
written by an authority, brings 
out the leak in dealer profits 
as a case of too much unneces- 
sary service to the buyers of 
sets and parts. 

Isn't it logical that set-owners 
should be equipped with the 
proper ‘“‘tools’’ to service the 
radio? Why put the burden 
on the dealer's business? Why 
not sell them their own servic- 
ing needs and make a profit 
where the dealer has been ab- 
sorbing a loss? 


Sterling Care-Takers and In- — 


spectors are made for the lay- 
man’s use and for easy selling 
by salesmen and dealers. It’s 
the most complete ‘“‘home- 
servicing’ line of “home” ra- 
dio equipment you can select 
from. 


The STERLING 
MANUFACTURING CO. 
CLEVELAND, OHIO 





No R- b 
Aaa alper 


NoR-900 Vibrating 
Tip AAS 


ON ie 
maRceL baa 


| 


NoR-403 Tu 
Re ae or 


No. R-225 Midget 








Taube Reactivator. 


Sterling 
Radio 
Care- 








List Prices 


Takers 





List Prices 








Pocket Meter 
‘oon | 





sie | RADIO A 


Panel Meter 
$3.00 
to 
$6.00 


No. R25-28 
Filament 
Meter 
$6.00 


No. R-32 
Charge 
Indicator 
$2.00 


No. R-411 
Tube Tester 
$7.50 


No. R-406 
Universal 
Tube Tester 
$18.00 


No. R-itt 








Vibrating 
Type A & 
Auto Battery 

Charger 

$15.00 


No. R-101 
Bulb Type 
Trickle 
Charger 
$14.00 


No. R-403 
Tube 
Reactivator 
$12.50 


No. R-225 
Midget Tube 
Reactivator 
$3.75 











ing the necessity of the Electric Clu 
and the good that can be derived fro 
it. P. V. Keating of the Star Tei, 
gram spoke on the prospective bus 
ness in Ft. Worth and Texas as 
whole, also the need of co-operativ 
between the jobbers and contractor 
“Mack” Sterrett of the Electric A) 
pliance Co. entertained with an a: 
tempt to tell something of the dar\ 
past of “Bob” Wakefield and a fev 
other veterans of the former Electri: 
Club. 

This club expects to foster the Red 
Seal Plan and improve the electrica! 
conditions in general in Ft. Worth. 

Meetings will be held every Thurs 
day noon at the Westbrook Hotel anc 
guests are invited to attend whe» 
visiting Ft. Worth. 


* * * 


Sell Right Size “B” Battery 


Such dissatisfaction as exists with 
battery power for radio receivers is 
largely due to the prevalent use ot 
the wrong size “B” battery, according 
to an official of the National Carbon 
Co., Inc. The majority of sets in 
operation today have four or mor 
tubes, and such sets should be pow 
ered with heavy duty “B” batteries. 
The use of smaller batteries means 
short “B” battery life, frequent re 
newals, high upkeep expense and gen- 
eral with battery 
power. 

Believing that the industry as a 
whole will be benefitted, the National 
Carbon Company is planning to in 
form the public through its advertis 
ing, of the advantages and benefits of 
using its heavy duty ““B” batteries 
If every owner of a receiver having 
four or more tubes could be induced 
to use heavy duty “B” batteries, of 
reliable make, complaints and adjust 


dissatisfaction 





ments on account of short “B” batter) 
| life would practically disappear. 


| 
| 
| 


} 
| 
| 


L. E. Reid, president of the American 
Electric Co., St. Joseph, Mo. (center) 
entertaining two Crosley men, L. A. Kel- 
logg (left) and C. H.* Carey. 
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Knife Throw 
Switches 


Moulded Bakelite base — Spring 
brass contact—Moulded insulated 
handle. 


Single Pole, Double Throw 
Base 214” x 74%” 
Stock No. 2010.. ..70¢ list 


>) lie pe 


See 


CHICAGO 


Double Pole, Double Throw 
Base 214” x 134” 
Stock No. 2020.........$1.00 list 


WwW 
= Sam 


Dependable 
Products 


Used by leading set builders— 
Quality with a Popular Price 





Audio Frequency 
Transformers 

Hichly efficient—popular price— 
fully shielded in an enameled 

metal case. 
Stock No. 1500 
3% to 1 ratio 
Stock No. 1550 
ee 0 Cee 


.$2.25 list 


—for the 1927 Season 


Variable High Resistance 
Controls oscillation and regulates 
quality and volume. Highly nickel 
plated metal shell with moulded 
Bakelite knob. 

Range 0 to 
Stock No. 2120. 

Range 0 to 
Stock No. 2150. 


200,000 Ohms 
.$1.25 list 

500, 000 Ohms 
-$1.25 list 


Nationally advertised— easily 
sold—big dealer appeal—extra 
wide margin of dealer profit. 
Complete catalogue upon 


Triple Pole, Double Throw 
Base 214” x 2” 


Stock No. 2030 $1.50 list 


LESLIE F. MUTER Co. 


76th and Greenwood Avenue 


Five Pole, Double Throw 
Base 214” x 3%” 
Stock No. 2050.........$2.50 list 


Resistance Amplifiers 


Completely wired, ready for installation. Individ- 
ually packed, with instructions. 


Stock No. 1410 (2 stage) 
Stock No. 1400 (3 stage) 


$6.00 list 
8.00 list 


request. 


Write Dept. J. S. 


CHICAGO, U.S.A. 








Complete Aerial Kit 


Contains all necessary parts to erect. Attrac- 


tive individual cartons. 


a eee — 


Interference and Static 
Eliminator 
Moulded Bakelite case with insul- 
ated adjusting screw. 


Stock No. 1800 .$2.50 list 


Variable Condensers 
Moulded Bakelite case. 
Balancing condenser .000003 
00005 M. F. 
Stock No. 1900. $1.00 list 
Variable grid condenser .00015 to 
.0005 M. F. 

Stock No. 1950......... 


to 


$1.00 list 





Fixed Condensers 


Highly polished metal end plates with adjust- 
able soldering lugs. Bakelite plates—mica in- 
sulation—brass electrodes—gives maximum re- 
sults. 

Used by leading set builders. 

All popular sizes—from 30c to 85c list. 
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Every radiocast station of 250 
watts or more is listed in this 
Log Book. Indexed by call 
letters, wave length and loca- 
tion. Bound in beautiful, two- 
tone, artificial leather with 
embossed cover. Ample space 
for writing in new stations. A 
very attractive, useful book of 
48 pages—listed at $1—which 
is given se with every pur- 
chase three Aristocrat 
V E RNIE R. PORT Dials. 


Now/ 


Scnaneaaele 
New Sales Plan 
Brings Amazing Profit 


The NEW Aristocrat Vernier-Port Dial is 
the finest-looking, finest-tuning dial on the 
market. Radio never witnessed a greater 
advancement! And remember—every set 
owner, every set builder, every set buyer 
is a live prospect for this IMPROVED 
vernier dial. 

Outstanding advantages alone make sales 
easy. But to help your dealers still more— 
we have a sales-stimulating plan that brings 
marvelous profits. With every set of three 
dials, we include an attractive, practical 
Log Book (worth $1) FREE. If you don’t 
believe this plan will bring amazing profits 
to you—write for a copy, SENDING THIS 
AD—and be convinced! 


THE KURZ-KASCH COMPANY, DAYTON, OHIO 
Moulders of Plastics 





KURZ@ KASCH 


eAnstocrat Dials and Knobs 











bere person connected with the selling end of 

the electrical industry will find something of in- 
terest, something worth reading, in every issue of 
THE JOBBER'S SALESMAN 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 
ing each month. 


We want you to become a regular reader of THE 
JOBBER’s SALESMAN 


Send a dollar for a year’s subscription. 

















| 





A smile is never out of focus. Here are 
three of them to prove that. They belong 
to (left) S. W. Benjamin, manager radiv 
department, (center) H. F. Schultz, cit) 
salesman and (right) A. L. Hone, country 
salesman. They are all with the Graham 
Reynolds Electric Co., Los Angeles. 


A Radio Service Men’s School 

The Northwest Radio Trade Asso- 
ciation will sponsor and support a 
series of courses at the Dunwoody 
Industrial Institutes, Minneapolis, for 
the training of radio service men and 
technicians. Preliminary arrangements 
have been made and the school is 
scheduled to start the latter part of 
August. 

The principal loss of money in thie 
radio business and the cause of so 
much dissatisfaction with it as a busi 
ness on the part of the dealer is thiat 
to turn to who can 
properly service the sets that he has 





he has no one 











Riblett (left) and Westray are eit 


| counting up the score or laying odds 


They are with the M) 
Los Angeles. 


the next game. 
Electric Supply Co., 
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For the Years Ahead 


A receiver that solves the radio 
problem Today and meets the 
requirements of Tomorrow. 


Seven Tubes 


Shielding, complete, thorough and 
individual for each unit, protects 
against neighboring broadcasts and 
provides a sensitiveness that searches 
out and holds the desired programs. 
The tone is pure, faithful—a living 
reproduction—with an absence of 
static possible only with a receiver so 
constructed and entirely LOOP oper- 
ated. 


WRITE FOR INFORMATION 
ON OTHER MODELS 





SOLD TO JOBBERS EXCLUSIVELY 


Howard Radio Company 
Chicago, U. S. A. 
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Bradley-Amplifier 


PERFECT AUDIO AMPLIFIER 








Allen-Bradley Co. 


ELECTRIC CONTROLLING APPARATUS 


-t @ =: 


— tore, feet 
Sune Nevelend New Yor Seint Poud 
Deve a Philadeiphis San Freaciem 
—__ ‘Sows 
General Office and Factory: 


492 Clinton Street Milwaukee, Wis. 














Pittsburgh Radio Show in 
October 

The Pittsburgh Radio Show, to be 
given under the auspices of the Pitts- 
burgh Radio Association, will be held 
at Duquesne Gardens, October 4 to 9, 
‘inclusive. The general offices of this 
association are at 401 Bessemer Bldg. 


J. A. Simpson, is managing director. 
* * * 


Radio House Aids Dealers 


A model “Radio House” on Staten 
| Island, N. Y., has been erected to 
_exemplify the ideal in radio broad- 
casting service in the home. It is de- 
| signed to enable dealers to present 
to the public a new and broader con- 
‘ception of modern home __installa- 
‘tions and _ represents radio engi- 
_neering’s most recent achievement in 
home radio installations introducing 
such factors as remote control re- 








ceivers, concealed wiring, “built in” 
automatic clock operation 
_and many other features. 


switches, 



































Radio Home 


The radio house project is an ex- 
ample of what can be accomplished 
economically and effectively in great- 
the usefulness of a 
single receiving set, by the addition 
of a single distribution system with 
or “feeders” in  differ- 
ent parts of the house. Moreover, the 
principle of controlling the central re- 
ceiver from distant points in the house, 
a decidedly necessary consideration 
where convenience is desired, is made 
of to the fullest extent in the 
radio house. Also, the possibilities of 
'multiple receivers for a plurality of 
|simultaneous programs, fully 
In brief, the story of 
is the radio-equipped 
| home of the future. 


ly increasing 


radio outlets or 


; use 


are 
| demonstrated. 
|radio house 

Thousands of people have visited 
the radio house during the few days 
| that it has been open to the public. 
| But of course no apparatus is sold 
|at the house as it was built by the 
Radio Corp. of America and the sell- 
ing is left to RCA authorized dealers. 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR 


Detroit Meeting of Federated 
Radio Trade Association 


The Federated Radio Trade Ass. 
ciation will hold its next meeting 
Detroit, Mich., August 16 and 17 

Two authorized delegates from ea: |) 
association will constitute the cor 
porate body for the transaction of « 
business. 

Subjects of especial interest wil] 
be taken up——among them will be t! 
question of trade-ins—to be presented 
and discussed by N. C. Beerend «: 
the Wisconsin Radio Trade Associ: 
tion and a code of ethics for radio 
advertising by Mr. Harry LaMerthia 
of the St. Louis Radio Trade Asso- 
ciation. A period will also be desig- 
nated for a meeting of the radio show 
managers of the associations present 
so that the radio shows of the differ 
ent associations may be made far mor. 
attractive and effective. Forecasts of 
the business for the season will |: 
made and_ studied, the federated 
school for the training of service men 
at Detroit will be inspected, plan of 
organization for local listener’s clubs 
mapped out, standard form of cus 
tomer’s receipt for installation of sets 
adopted and a large number of other 
things, too numerous to mention, gon 
over. 

Harold J. Wrape, president and 
owner of the Benwood-Linze Co. ot 
St. Louis, large exclusive radio job 
bers, is president of the federation. 
Mr. Wrape is also president of ‘!\ 
St. Louis Radio Trade Association 
and serves with Robert Bennett of 
St. Louis on the board of directors 
of the federation. 

A. M. Edwards, president of the 
Wolverine Radio Co. of Detroit, is 
first vice-president. Mr. Edwards is 
secretary of the Michigan Radio 
Trade Association. 

Detailed arrangement of the meet- 
ing to be held in Detroit is under 
the direction of H. H. Cory, secr: 
tary and treasurer of the federation. 
at 301 Tribune Annex, Minneapolis. 
Mr. Cory is the executive secretar} 
and treasurer of the Northwest Radio 
Trade Association. 

There are over 30 different radio 
trade associations in the United 
States at the present time and about 
20 of them are expected to have their 
delegates present to participate in tlie 
conference at Detroit. Large delega 
tions are planning to drive throug! 
from Indiana, Illinois, Wisconsin and 
Minnesota, 
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¢ SINGLESIX 


is Ready, 


After five years of intensive experimentation and successful manu- 
facture of radio we have perfected the Single-Six—the only per- 
fectly syntonized* receiver made. 


We have been building good receivers for five years—but the 
Single-Six is superior to them all. It is entirely free from oscilla- 
tions—free from all distortions—has a constant transfer of electri- 
‘al energy—and it will perform like no other receiver can. It has 
six tubes and a single control—the Single-Six. 


All Hartman cabinets are made with the Single-Six Unit shown 
above as standard equipment. Retail cabinet prices range from 
$100 to $180, with western prices slightly higher. 


The UPRIGHT If you are in radio to stay, you owe it to your business to investi- 
Other Models “ 


The Compact gate this newest development. Remember that a superior product 
The Junior Upright will always find a ready sale. We have prepared “The Complete 


h t ~ . . . a 7 - ~ 
 ———— Hartman Story,” a booklet giving an outline of our house policy 


te: ke ° ‘ . 
: and a description of our line. A copy is ready for you—there is no 
r SYNTONIZED ) debe 


obligation. 





means “perfectly i in step 
in tone,” or perfect uni- 


son of operation in the 

err Pte The HARTMAN ELECTRICAL MFG. Co 
muctionues see tenn M ansfield. Ohio. 

Siar! Coshocton. 0 Chatham, Ont. 


ideal degree of selectiv: 
y for all conditions 


8) 
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“The ‘Modern’ B Power VTnit"’, 

in the words of one of our Kansas 

P City jobbers, “is the one satisfac- 

AR tory unit among seventeen tested.” 

aN Its ample capacity guarantees 60 

milliamperes and a steady unfail- 

ing current. It has the RAYTHEON 
tube. 

The ‘‘Modern” B Power Unit is 
not sold on price, quality being 
our first consideration. 

We have a few open territories 

_ for jobbers. May we hear from 
you? 


The Modern Electric Mfg. Co. 
Toledo, Ohio 


List Price, $50.00 
Siightly Higher West of the Rockies | \ 





a 
<< 


FAC 


Jul That is Best in Radio 








we r = 


For a record selling season during the com- 
ing fall and winter, leading dealers throughout 
the country are wisely preparing themselves 
with Eagle Radio Receivers. Our 1927 line is 
“the talk of the market”—in point of perform- 
ance, price and the prestige it instantly gains 
for the wide-awake radio dealer. 


Let our representative show you the entire 
line of Eagle creations for 1927! 


EAGLE RADIO COMPANY 


16 BOYDEN PLACE NEWARK, N. J. 























F. A. Johnson, sales manager of Cv 
tinental Electric Co., Kansas City, Mo 
No alibi this time—Abe Martin wasn't 
there and the photographer was sober 





Satis 


sold and that are not giving 
faction. 

It is the purpose to get radio dea! 
ers throughout the entire Northwest 
to send in their clerks and salesmen 
for a short course in radio servicing 
so that they will be adequately pre- 
pared to do ordinary servicing on 
radio sets if anything goes wrong and 
not ship them back to the jobber or 
manufacturer or lose the sale them- 
selves. 

President Riebeth appointed tlic 
following educational committee a few 
weeks ago: C, C. Schweisso, chairman: 
James A. Coles, D. C. Roden, EF. RB. 
Smith and A. L. Milnor. This com 
mittee has worked out a detailed 
course of instruction for the service 
men covering a practical course at 
Dunwoody of about a month. It is 
also planned to have a complete tech 
nical course on radio in general, co\ 
ering a much longer period. A printed 














O. E. Dyer and C. W. Potts, road sal 
men for the Electric Appliance Co., D 
las, Tex. We hope their friends 
recognize them in spite of the gloom. 
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Horns 
$22.5C—$25.00 


Units 
$10.00—$12.00 


DOUBLE ENJOYMENT 
FROM ANY SET WITH 


i yur Ns 


LOUD SPEAKER 
VOLUME WITH PERFECT TONE 
Why sacrifice the excellent work of the set 
by using an inferior speaker? A BURNS 


will reproduce with pleasing exactness every 
tone and sound that the set can pick up. 


WRITE FOR TRADE PROPOSITION 
State and 64th Streets 
CHICAGO, U. S. A. 


Ask About Burns “‘B’’ Eliminator 











hea) EET oT 








SELL 
FitTz-M -ALL 


OUTLET BOX HANGERS 
With Lath Holder 











FITZ-M-ALL 
Trade Mark 193347 


Every Electrical Contractor is a 
prospect. 


Show him your line and prove 
the cost, time and labor-saving 
qualities of FITZ-M-ALL Outlet 
Box Hangers and KRUSE Sup- 
porting Strips, and your sale is 


complete. 


One of the most profitable, easy 
selling lines you can offer to the 
Electrical Contractor. 


Free Samples to Dealers 


Mid-West Metal 


Products Co. 
MUNCIE, INDIANA 











bulletin on the courses is now being 
prepared by Dunwoody Institute. 


The entrance fee at Dunwoody for | 


either of these courses is $6.00 with a 
monthly tuition of $10.00. Everything 
is furnished the student. The ex- 
tremely low cost is only made pos- 
sible by the fact that Dunwoody 
Institute is a foundation for the prac- 
tical training of all kinds of trades- 


men. 
_ @ * 


Financial Barometer 
Is there need for organized knowl- 
edge? The answer is found in this 

“financial barometer.” According to 

the law of averages, the following 

facts face us: 

16 to 25—The age of 
Everything to gain and 
nothing to lose. 
tistical period. 


wild oats. 


The ego- 


bho 
or 


to 35—Son thinks he knows more 

than dad. 

35 to 40—He begins to realize that 
he knows so little; the 
crystalizing period. If 
man has not worked out 
the formula of success by 
40, there is little hope. 

45—Seventy-four per cent of 
all men meet with reverses 
during this period, and 
lose their entire accumu- 
lations. Forty-five is the 
danger line. 


40 to 


at 50—Ninety-seven per cent of 
men have lost all. 


After 50—Only one man in 5,000 re- 


covers his financial foot- | 


ing. 

at 60—Ninety-five per cent of 
men are depending upon 
their daily earnings, or 
their children for support. 

at 65—Only three men in 100 are 
self-supporting—97 per 
cent depend absolutely 
upon others for the neces- 
sities of life. 


HEALTH STATISTICS 


(a) The average duration in U. S. 
is 45 years. Men should be well, use- 
ful and happy at 90. 

(b) According to Farr there is an 
average per capita sickness of 13 days 
per year. 

(c) But 2 
age. 


of any 100 die of old | 


(d) Ninety-seven of every 100 have | 


no capacity for old age at birth, or 
will be depleted of it. 


A NEW ITEM 
AND 


A MONEY MAKER 





C & E Safety Handle 


For Electric hh 





Handsome display carton containing 


twenty-four handles 


C & E Safety Handles protect 
the connection between the cord 
and the plug. Made of high grade 
flexible rubber, they provide an 
ideal handle for pulling out the plug 
—(most women grab the cord to 
pull out the plug because they do 
not have the strength in their fin- 
gers or they are afraid to do it any 
other way). The enthusiastic appre- 
ciation of the women themselves is 
the best indication of the profit pos- 
sibilities of this line for you. 


We have received our stock of 
display cartons, as well as handles 
and can make immediate shipment. 
We have sales helps for the dealer 
and catalog inserts for the jobber 
salesman. A _ definite clean cut 
policy of selective jobber dealer dis- 
tribution insures your profit in han- 
dling the Ericson Line. 


There is also a line of C & E 
Safety Handles for extension lights, 
as well as electric drills, etc. Write 
us for complete information. 


THE ERICSON 
MANUFACTURING COMPANY 


1987 East 105th Street, 
Cleveland, Ohio 
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THE NEW 
BLANDIN 
3 PIECE LINE 


The new Blandin line of Radio 
Cabinets is one that every jobber 
can easily stock for it consists of 
only the three pieces shown below. 
They may be handled separately or 
in combination. The Model R-20 
used in combination with either the 
R-40 or the R-41 make up two 
separate and distinct types of con- 
sole cabinets. 


ae " 
Patents Pending 


Model R-20 
List $19.50 


The R-20 cabinet accommodates 95% of 
the kits sold and most of the complete 
sets made. Panel frame is adjustable to 
30 sizes, from 6”x17” to 8x26” and to 
any angle from vertical to 25° sloping. 
A complete set of filler panels is furnished 
with each cabinet, which enables you to 
supply any demand with only a few cab- 
inets in stock. 

Send for bulletins giving complete infor- 
mation on the new line. 


Model R-41 
List $34.50 


Model R-40 
List $34.50 


Blandin Phonograph Co., Inc. 


1000 16th Street 
Racine, Wisconsin 





| get one or two others to go. 











|N.R. T. A. Trade Tour Planned 


for August 
The Northwestern Radio Trade As- 


| sociation has just decided the time 
| and place for its second annual north- 
| west radio trade tour. 
| in August has been chosen. 


The first week 
Early 
notice was given so that every member 
of the radio industry in the Northwest 
could arrange to take his vacation 


| at some other time in the summer be- 


cause that is going to be one of thé 
busiest weeks in the history of the 
association. 

The 33 pioneers who made up the 
delegation last year are all going 


| again and each fellow is pledged to 


Not that 
After sitting 
away 


the others need urging. 


at home while the rest were 


_last year, reading front-page stories 
| day after day of where they were 


meeting hundreds of dealers, selling 
carloads of goods and having a good 
time withal, the fellows who did not 


go last year would not miss this event 


for anything in the world. No telling 
how many will go this year, as a num- 
ber of manufacturers have written 
that they were going to send special 
representatives to make the trip, but 
a minimum of 75 at least is expected. 

The itinerary of the tour is as fol- 
lows: Leave Minneapolis Sunday 
night, August 1; Grand Forks, N. D., 
Monday , August 2; Fargo, N. D., 
Tuesday, August 3; Aberdeen. S. D., 
Wednesday, August 4; Sioux Falls, 


J. R. Steele, sales manager of Amer 
ican Electric Co., St. Joseph, Mo. The 
first guy who says he looks like Mussolini 
will be properly smacked. 





S. D., Thursday, August 5; Mankato, 
Minn., Friday, August 6; Arrive Min 
neapolis Friday night, August 6. 
The total cost of railroad fare and 
sleeping car reservations will be 
$55.00 for the round trip. 
* * * 


Southwest to Hold Radio 


Convention 
During the week of October 18 to 
23, the jobbers and dealers handling 
radio in the Southwest territory will 
hold a convention in St. Louis, Mo. 
Jobbers are being urged to impress 
upon their dealers the importance of 

attending this convention. 











A group of Southwest General Electric Co. men rather well known to the Tex 


trade and elsewhere. 


Top, R. R. Roberts, manager of the Houston house; E. |! 


Paxton, service manager; W. M. Goodwin, sales manager, and Henry Lange, secre- 


tary treasurer, all with the Dallas house. 


Below are J, O. Bell, salesman at Waco. 


C. A. Heiser, transmission line specialist at Dallas, A. R. Hamilton, Wichita Fal 
territory, O. W. Wright, northeast Texas and H. L. (Bubba) Boggess, road sale 


man out of Houston. 

















se Cee 


Screw 
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MANUFACTURERS 











P. & S Organization Changes 


Pass & Seymour, Inc. announced 
on July 1, the appointment of L. R. 
Stebbins as export sales manager to 
succeed Joseph McElroy, 3rd, who 
has accepted a position as export 
sales manager of the Parr Electric 
Co., New York. Mr. Stebbins has 
been with Pass & Seymour, Inc., for 
three years during which time he 
has been acting in the capacity of 
sales promotion manager. The export 
office has been moved to the main 
office and factory of the company at 
Syracuse, N. Y. 

W. Brewster Hall, district sales 
manager of New York state territory 
will direct the sales in New England 
territory in conjunction with the New 
York state territory. 

Stanley D. Whitford will reside in 
Boston and represent the company in 
the New England states. 

George D. Senior, formerly New 
England district sales manager, will 
devote his time to specialized work 
in the New York City sales territory. 

* * * 


Superior Insulated Makes Texas 
Appointment 


The Superior Insulated Tape Co., 
St. Louis, Mo., announces the ap- 
pointment of C. D. Myers, Temple, 
Tex., as its representative to the job- 
bing trade in the state of Texas. 


New: Produ 


cts,:Literature’et 






Cc. 








Frost to Be Given Farewell 
Banquet 

The many friends of Herbert H. 
Frost, formerly president of Herbert 
H. Frost, Inc., Chicago, have ar- 
ranged to give him a farewell ban- 
quet, the date of which has been set, 
tentatively at least, as Wednesday 
evening, August 18. 

The various members of the radio 
associations, in fact a representative 
group of manufacturers, jobbers and 
dealers of the middle west, will be 
present to wish good luck to Mr. 
Frost in his new undertaking. He goes 
to New York to take over the position 
of general sales manager of E. T. 


Cunningham, Inc. 
* * * 


More Sales Engineers for Curtis 
Lighting 

Three members of the 1926 Curtis 
Lighting training group, having 
completed their 40-week intensive 
course of training in all departments 
f the home office in Chicago, have 
been placed in territorial offices as 
junior sales engineers. 

B. C. Cooper has joined T. H. 
Bailey, Jr., Curtis resident engineer 
at Baltimore; L. G. Dury has been 
made a member of the sales staff of 
Curtis Lighting of New York, Inc.; 
and C. F. Latham is in the Boston 
office of Curtis Lighting, Inc., whose 








resident engineer in that city is Karl 
A. Piez. 

A fourth member of the group, P. 
M.. Rutherford, has joined the city 
sales force of Curtis Lighting, Inc., 
in Chicago. 

Two more men from the group have 
been placed in positions outside the 
organization. V.R. Young has joined 
the New York office of the Graybar 
Electric Co., and L. B. Ross is a mem- 
ber of the engineering staff of the 
Washington Water Power Co. at 
Spokane, Wash. 


Autovent Makes Additional 
Appointments 


Four-new representatives have been 
appointed by the Autovent Fan & 
Blower Co., Chicago. They are: 
A. E. Bacon, 922 Patterson Bldg., 
Denver; Allied Industries, Inc., 53 
Fourth St., Portland, Ore.; R. M. 
Booth, 609 Gwynne Bldg., Cincinnati, 
O., and E. H. Briggs & Co., Winnipeg, 
Canada. These representatives will 
enable the company to keep closer in 
touch with the jobbers and to give 
dealer and contractor co-operation. 

* * * 


Walter F. Ingals, President of 
Central Tube 

The Central Tube Co. of Pittsburgh 

announces the election of Walter F. 

Ingals as president of the company. 








"Spey. aes * Ries 





The new factory of the Killark Electric Mfg. Co., St. Louis, 
Mo., is of re-inforced concrete construction and contains 25,000 
This factory, which is modern in 


square feet of floor space. 








September, 1925. 





service entrance fittings, fuses and transformers. 





every respect, replaces the one which was destroyed by fire in 


This company manufactures conduit and 
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“AMERICAN Brann” 
WEATHERPROOF Wire AND CABLES 
HAS NO EQUAL 





That has been the slogan of 
our organization during the en- 
tire 26 years of its existence 
and the result is that today we 
are the leaders in the weather- 
proof wire and cable field. 


“AMERICAN BRAND” 
WEATHERPROOF and BARE 
COPPER WIRE and CABLE, 
and “A-1” BRAND MAGNET 
WIRE have always given the 
longest and best of service un- 
der the most trying conditions. 
The quality in our product is 
reflected in this fact. 

Ask for samples of each. 
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Two stout-hearted westerners triumphed over the east in an informal foursome at 
the recent convention of the Association for Artistic Decorative Lighting Equipment 


in Montreal. 


From left to right they are Fred Farmer, of the Beardslee Chandelier 


Co., president-elect of the association; E. C. McKinnie, of Curtis Lighting, Inc., both 
of Chicago; Mr. Bartholomew of the Cooley and Marvin Co., Boston, and William 
Schultz, of the Alfred Vester Co., Providence, R. I., vice-president of the association. 





Charles A. Coffin 
Charles A. Coffin, founder and for 


30 years head of the General Electric 


Co. as president and chairman of the 
board of directors, died Wednesday 


| night, July 14, 1926, at his home Lo- 


cust Valley, Long Island. 

Up to within the past two weeks 
Mr. Coffin had been regularly to his 
office in New York and continued his 
active interest in the progress of the 
electrical industry and more partic- 
ularly the General Electric Co. of 
which he was a director. 

For 30 years, Charles Albert Cof- 
fin was the financial and commercial 
genius of the General Electric Co. 
Prior to the formation of that com- 


pany, in 1892, he was a dominant in- 


fluence in the Thompson-Houston 
Electric Co., one of the predecessors 
of General Electric. Yet he began 
life as a shoe manufacturer, with no 


thought whatever of entering the field 
| of electrical development. 


He was born in December, 1844, in 
Somerset County, Maine, and grad- 
uated from Bloomfield (Me.) Acad- 

Showing a marked capacity 
mercantile activity, he went to 
Boston as a young man and became 


| interested in the shoe and leather in- 


dustry. He met Micajah P. Clough, 
who was interested in the same trade, 
and together they formed the firm of 


| Coffin & Clough, and established a fac- 


| tory 


at Lynn, Mass., one of the 


| largest shoe manufacturing centers in 


the world. 
Until 1883 Mr. Coffin was a capable 
and prosperous shoe manfacturer. In 


that year Silas A. Barton, a Lynn 
printer and stationer, interested him 
in the formation of a syndicate for 
the purchase of the American Electric 
Co. of New Britain, Conn., a small 
and struggling concern, the head of 
which was Professor Elihu Thomson. 
Associated with him was Edwin Wil- 
bur Rice, Jr. The Lynn Syndicate, 
as it was known, purchased control of 
this little company, whose annual net 
profits at that time were less than 
$20,000, and moved it to Lynn in the 
latter part of 1883. The name was 
changed to the Thomson-Houston 
Electric Co. in honor of Professor 
Thomson and his early associate, 
Professor Edwin J. Houston. 

Mr. Coffin knew very little about 
electrical matters, but he interested 
himself keenly in the work of Profes- 
sor Thomson and Mr. Rice. As the 
affairs of the company developed, he 
took a dominant part and became its 
vice-president and treasurer. 

It was through his leadership that 
the company developed the central 
station idea as applied to arc lighting. 
and in 1888, he induced the company 
to enter the electric railway field. 
manufacturing equipment for electric 
street car lines in many parts of the 
country. A number of other electrical! 
concerns were absorbed, most notable 
among them being the Brush Electri: 
Co. of Cleveland. 


In 1892, occurred the consolidation 
of the Thomson-Houston Co. and tli 
Edison General Electric Co. of New 
York, in which all the activities and 
interests of Thomas A. Edison’s in 
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New Electrical Products, Illustrated 








“Universal Trouble Shooter,’ 


, 


a product of the 


Universal Test Equipment Co., 2939 North Oak- 





sired. 


ley Ave., Chicago, is especially valuable in lo- 
cating grounds, opens, shorts, for circuit testing 
and for general trouble shooting. It has a 
special socket with separable plug, and fits into 
any standard lamp socket or receptacle, and 
operates with any standard Mazda or incan- 
descent lamp. Universal test handles are in- 
cluded 
two six-foot leads, which are highly insulated 
and held together with five pure gum sleeves, 
which can be adjusted to suit the range de- 
The company can also furnish cadmium 


each set. Equipment also includes 


points which fit over the test points of the 


handles. 














The Reflector & Illuminating Co., 
Chicago, has recently designed and 
is now using a new and improved 
cast combination base on its show 
window flood lighting units. This 
new combination base provides either 
a seven inch weighted portable base 
when the flood lights are to be used 
on floors, or a three inch flange base 
for attachment of the unit to walls, 
ceilings or transom bars as desired. 





Substantial improvement has been 
recently made on its exterior flood 
light as shown in the illustration 
above. 

The new housing is of cast iron 
and “Armco” metal finished in black 
baked enamel with all trimmings of 
brass. The front of the flood light 
is encased in’ a heat-proof convex 
glass. 

















The “Edenette” is a product of the 
Eden Washer Corp., New York. It 
is designed for small homes, apart- 
ments, studios, hotel apartments and 
other places where space is limited. 
It is approximately 14x14 in., and 
weighs 22 pounds. The capacity is 
the equivalent of one sheet. 





The Adams “Cheerful” electric 
heater, style No. 13E, is for use in 
bathrooms especially. It is of 1300 
watts capacity with a wall opening 
18 in. wide, 1634 in. high and 4 in. 
deep. It is designed for 110-120 volt 
service, and is finished in white porce- 
lain enamel. It is made by the Adams 
Brothers Mfg. Co., Pittsburgh, Pa. 








The Rodale Mfg. Co., 492 Broome 
St., New York, announces that it is 
in production on two types of two- 
way sockets, as shown in the pictures 
above. These are made of “Thermo- 
plax” composition material, and the 
construction is very rugged. 














A new non-automatic cabinet range, 
known as the “Console” range, has 
recently been placed on the market 
by the Westinghouse Electric & Mfg. 
Co. This range has two oven units, 
and three surface units. 








Autovent Fan & Blower Co., Chi- 
cago, has brought out a new line 
of 24 in., 30 in., 36 in., 42 in., and 
48 in., Autovent fans equipped with 
AC single phase repulsion motors, 
which can be operated either at con- 
stant speed or variable speed. For 
variable speed operation, a control- 
ler is furnished, by means of which 
the speed of the fan can be de- 
creased approximately 50 per cent 
below normal by intermediate steps. 





157 
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Reynolds Spring Co., Jackson, 
Mich., manufacturers of the 
“Reynolite” line of molded elec- 
trical convenience fittings, has 
brought out an improved con- 
necter plug for electrical appli- 
ances. Of graceful design, it is 
convenient to handle and _ is 
equipped with a new positive 
action lever switch. ‘The mate- 
rial is attractive in color and 
finish, cannot tarnish or corrode, 
and is practically unbreakable. 








The Utica Products, Inc., Utica, 
N. Y., is manufacturing the Utica 
electric portable furnace illustrated 
here. This heater will raise the tem- 
perature in a 700 cubic foot room 12 
degrees in one hour. For the pur- 
pose of securing immediate heat, it 
is so designed that it may be tilted. 
This heater is furnished with cord 
and plug. 

















The “Toastmaster” automatic elec- 
tric toaster is manufactured by the 
Waters-Genter Co., 218 N. Second 
St., Minneapolis, Minn. ‘The bread 
is dropped in the oven slot, the two 
levers are pressed down, and when 
the toast is done the levers automat- 
ically come up, turning off the cur- 
rent. 


The Anderson-Pitt Corp., 209 
Goodrich Place, Kansas City, 
Mo. is manufacturing the heater 


shown above. This heater is ad- 
justable to any angle, is fin- 
ished in a rich buff color 


enamel, and is furnished in 12 
in. and 14 in. sizes. Above is 
shown the heating element, 
which is designed to fit the 
focal plane of the reflector giv- 
ing proper radiation. 


George Richards & Co., 557 West 
Monroe St., Chicago, recently placed 
on the market a _ new bell ringing 
transformer. ‘This transformer is de- 
signed for residences and small apart- 
ments. It is encased in steel. The 
case is 234 in. long, 214 in. wide and 
1¥, in. high. The capacity is 25 watts; 
primary 110 volts and secondary 8 
volts. The terminals are 10 in. long. 
These primary leads are supplied 
with distinctively marked wires; one 
white wire and one black. 





"The Rockford Metal Specialty Co., 


Rockford, Ill, is manufacturing 
stamped steel conduit bushings with 
accurate threads and round edges. 
They are made in ¥ in. and % in. 
sizes. 








A new dead front unfused neutral 
(polarized) cutout is the latest addi- 
tion to the line of the Heinemann 
Electric Co., Philadelphia. The piece 
is designed for three wire mains giv- 
ing four two wire branch circuits. 
The overall dimensions of 634x8x1%. 
The cover is of highly polished black 
bakelite provided with test holes and 
cards for the indexing of branch cir- 
cuits. 








Paul W. Koch & Co., 81 S. 





Wells St., Chicago, are now 
marketing another new “Jiffy” 
labor saver, the “Jiffy” joist 
notcher. This is a two-bladed 
saw adjustable for cutting slots 
in joists for either one-half 
inch or three-quarters inch 
conduit. It makes both cuts in 
one operation. There is a 
depth gauge preventing exces- 
sive cuts. The handles are 
made of aluminum with high 
grade steel saws and the entire 
tool weighs less than three 
pounds. 
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Two of the new “Torrid” numbers 
manufactured by the Frank E. Walcott 
Mfg. Co., Hartford, Conn., are the No. 
600 toaster and the No. 625 complete 


table grill shown above. The toaster 
is rated at 500 watts, and the grill at 


660 watts. 











p 
é 


The “Levolier” link switch is a prod- 
uct of the McGill Mfg. Co. Val- 
paraiso, Ind. It is said to be the 
smallest six ampere pull chain switch 
made. This switch is a part of the 
fixture stem and can be used on any 
chain fixture old or new. 





The Central States General Electric 
Supply So., Chicago, is the sole dis- 
tributor of the “Maxocord” portable 
cord. The cord shown in the illus- 
tration has the separate conductors 
braided, then twisted and a solid 
outer belt of 60 per cent para rub- 
ber applied over all. 








The Sun-Ray Ltg. Products, Inc., 
119 La Fayette St., New York, is 
manufacturing the “Aristocrat” day- 
light desk lamp shown above. A blue 
daylight glass screens the red and 
yellow rays making the light restful 
to the eyes. It is also designed for 
color matching. 














Curtis Lighting, Inc., Chicago, an- 
nounces that new and complete color 
equipment is now available for the 
“X-Ray” reflectors Nos. 400, 410, 500 
and 510,—“Jack,” “Jill,” “King,” and 
“Queen” respectively. These “Color- 
Ray” units follow the same general 
shape as the rims of the reflectors. 
They may be used when the reflectors 
are recessed with X-Ray cast ceiling 
flanges as well as when they are at- 
tached to conduits or channels in the 
usual manner. Each “Color-Ray” con- 
sists of a metal frame with spring 
clip attachment to fit inside the edges 
of the reflectors, and one each of red, 
blue, green and amber gelatins. Dim- 
ples, located inside and just above the 
lip of the reflectors receive the clips 
so that the frame will fit securely. 


receptacles. 





Above is shown the new “Raco” HL lath support 
applied to “Raco” setup box and bar hangers. It will 
fit in any flat bar type of hanger #;x1% in. dimensiens, 
either straight or offset types. It slips on the bar and 
is held in place by two pair of clips. The new “Raco” 
receptacle box with patented extended ears on sides is 
shown on the left. It is furnished ready to nail direct 
to studding and makes a rigid installation for base 
Both products are made by the Roach- 
Appleton Mfg. Co., Chicago. 





“be heated with either gas 





The “Wonder” automatic 
ironer is made by _ the 
Pracher Mfg. Co., Cleve- 
land, O. It is made in the 
home model with a 26 in. 
roll, and the laundry model 
with a 46 in. roll. It may 


or electricity. 
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A “TIMELY” 
SUGGESTION 





“RELIANCE” 


AUTOMATIC TIME SWITCH 


Offer the “RELIANCE” Time Switch to 
your trade. They will be interested be-| 
cause for more than sixteen years the| 
“RELIANCE” Time Switch has proven| 
itself to be absolutely reliable and de-| 
pendable. 


| Mr. Coffin first met in 1882 at New 


Its simple construction, high quality | 
materials and accuracy of. manufacture! 
place this time switch on a par with | 
any other on the market for perform-| 
ance and service. 

Every switch is guaranteed for one year. 
It is made in 12 different sizes for 10, 20,| 
30 and 50 amperes and priced from| 
$28.00 to $36.00 list. This switch is| 
approved by the National Board of Fire! 
Underwriters. 


| Island. 


candescent lamp development had 
previously been merged. Mr. Coffin 
and the Thomson-Houston Co. were 
the dominant influences in this amal- 
gamation. 

When the consolidation was con- 
summated, in April, 1892, under the 
name of General Electric Co., Mr. 
Coffin was immediately elected pres- 
ident. 

Mr. Coffin retired from the pres- 
idency of the company in 1913, but 
immediately became chairman of the 
board of directors. He thus remained 
in active participation in the com- 
pany’s affairs until 1922. He was 
succeeded as president by Edwin W. 
Rice, Jr., one of the electrical de- 
velopers with Professor Thomson, of| 
the old American Electric Co., whom 


Britain. 

No more impressive indication of 
the General Electric Co’s estimate of 
Mr. Coffin can be found than the of- 
ficial action of the board of directors 
in 1922, at the time Mr. Coffin retired 
from active participation in the com- 
pany’s affairs. The board, on that oc-| 
casion, created, as a tangible tribute | 
to Mr. Coffin, the Charles A. Coffin| 
Foundation, appropriating $400,000, | 
the interest from which has been used 





each year to carry out the purposes of 
the Foundation. 

Since 1922, Mr. Coffin lived quietly | 
at his home in Locust Valley, Long) 
Although almost daily to be 
found at his desk in the New York 
Office of General Electric, the heavy 
burdens of the company’s manage-| 


| ment, carried staunchly by his shoul- 


ders for a generation, have been in 


| other hands, notably those of Owen 
| D. Young and Gerard Swope, who 
| became, respectively, chairman of the 


| board and president at the time of Mr. 


“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced Eight Day Time Switch) 
for ON and OFF window lights, signs, | 
bill boards, apartment house hall lights, | 
etc. 


Made in two sizes, 10 and 20 amperes, | 
selling for $19.50 and $23.00 list. It! 
is made largely of “RELIANCE” parts 


and bears the same guarantee. 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 


RACINE, 


WISC. 


Coffin’s retirement in 1922. 
* * * 
Aladdin Rubs His Lamp 
The Aladdin Manufacturing Co., 
Muncie, Ind., maker of the “Aladdin’”’| 
lamps, is placing in each carton of | 


lamps going to the dealer a very neat! 


wall card marked ‘Lamp Depart-| 
ment” with the idea of getting the! 
dealer to put this up in a prominent| 
place in his store. This card bears 
no advertising whatsoever. The Alad- 
din company is also going to conduct 
quite a national advertising campaign 
direct to the consumer this fall, which 
will be of material help to the jobber 





and dealer. 


TT TI 


Boost Your Sales 


with ABolites 


(Porcelain-Enameled Steel Reflectors) 


‘THIS label—on every ABolite 
—is an assurance that the 
attractive and substantial ap- 
pearance which sells ABolites 
to your customers in the first 
place is backed by the “5 Big 
Points’ which make them per- 
manently satisfied and produce 


REPEAT ORDERS. 


The Five Big Points 


Correct Design. Accurate 
Manufacture. Interchangeable 
Holders. No rivets to work 
loose. Age-proof, high-reflect- 
ing vitreous enamel. 


The NATIONAL SCREW 
& MFG. COMPANY 


(AB Products Division) 
2440 E. 75th St. CLEVELAND 
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Mitscher Joins American Cir- 


cular Loom 
The American Circular Loom Co. 


of New York has added to its selling | 


organization, R. W. Mitscher, 332 
Delavan Avenue, Buffalo, N. Y., who 


will be in charge of the Buffalo office | 


and in direct touch with the jobbing 
industry throughout New York state, 


with the exception of New York City | 


and the Hudson Valley, south of 
Albany. Mr. Mitscher is well known 
to the jobbing and contracting indus- 
try throughout the state and has had 
considerable experience both in the 
buying and selling end of electrical 
supplies. 
* * % 


Fox-Bartel Merger 
The Fox Advertising Agency of 
Detroit, has announced its merger 
with the Tom H. Bartel Co., a gen- 
eral advertising and direct mail cam- 
H. V. Fox has been 
Bartel 


paign agency. 
named vice-president of the 


Co., of which Tom H. Bartel is presi- | 


dent and Lee E. Joslyn, Jr., of the 
law firm of Joslyn, Joslyn & Joslyn, 
is secretary-treasurer. 
* * 
Twin Dry Cell Battery Changes 
Name 
Announcement has been made by 
President C. P. Deibel that the 
business heretofore carried on by the 
Twin Dry Cell Battery Co. from the 
date of June 25 will be conducted un- 
der the name General Dry Batteries 
Inc., Cleveland, O. 
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TRANSMISSION LINE TOOLS 


Pike Poles 


Made of old growth straight grained yellow Washington. fir, free from all defects. Pike 
is of crucible steel with upset shoulder, and is set in oil. Ferrule of malleable iron with 
rivet complete through ferrule, pole and pike. Made in 2 in. straight diameter size, also 
2% in. tapered. 







Cant Hooks 
Handles of selected best quality hickory or Wisconsin hard 
rock maple, accurately shaped and polished. Clasps and toe 
rings of malleable iron. Hooks of crucible steel. 


e— ——— 


Shovels 
Made in two styles, crooked and straight handle. Straight handle shovels have 22 in. 
straps as standard. Handles made of selected Northern Indiana ash or Wisconsin rock 
maple. Blades are made of .70 to .80 carbon steel, and are securely and well put together. 








Made with Wisconsin rock maple 
handles and crucible steel hooks. 
Hooks held to handle by band which 
goes around handle. Clasp is of 
malleable iron bolted around handle. 
Handles are nicely shaped and tool 
is well balanced. 


LEACH COMPANY 


OSHKOSH $3 WISCONSIN 


OsnKosy 


Lug Hooks 

















W. J. Batchler has joined the eastern 
sales force of the Appleton Electric Co., 
Chicago. “Bill”. who was formerly con- 
nected with the Baltimore Gas Light Co., 
will represent the company in Baltimore, 
Md., and surrounding territory. The New 
York office has been moved to 150 Var- 
ick St. 


1b] 


















































Diehl Exhaust Fan in waterproofing de- 
partment of large leather belting factory. 


DIEHL EXHAUST FANS 


provide a simple, practical means for keeping factory rooms supplied 

with clean pure air. 

Diehl Exhaust fans are easy to install, quiet in operation, ruggedly 

built, consume but little current and move a large volume of air. 
Send for descriptive bulletin—now. 


We want established jobbers and dealers to act as selling agents 
for Diehl motors and exhaust fans on an attractive basis. Write 
for terms and prices. 


DIEHL MANUFACTURING COMPANY 
ELIZABETH, N. J. 
ATLANTA BOSTON CHICAGO DETROIT NEW YORK PHILADELPHIA 


DIEHL 


BUILDERS OF MOTORS AND FANS FOR MORE THAN THIRTY-SEVEN YEARS 
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Buckeye 
Conduit 


the 
Electragist’s 


Choice 


Conduit 
that stands 
every test 


66 UCKEYE” is the most 

extensively used con- 
duit manufactured and is grow- 
ing steadily in favor among 
electragists everywhere. Its 
uniform high quality, clean cut 
threads and the ease with 
which it works and bends, sub- 
stantially lowering the labor 
cost of installation, has created 
a demand for “Buckeye” that 
is nation-wide, and has paved 
the way to larger sales for the 
electrical distributor and his 
salesmen. 


The Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 


DISTRICT SALES OFFICES: 


ATLANTA—Healey Bldg. 
BOSTON—Massachusetts Trust Bldg. 
BUFFALO—Liberty Bank Bldg. 
CHICAGO—Conway Bldg. 
CINCINNATI—Union Trust Bldg. 
CLEVELAND—Union Trust Bldg. 
DALLAS—Magnolia Bldg. 
DENVER—First National Bank Bldg. 
DETROIT—First National Bank Bldg. 
KANSAS CITY, MO.—Commerce Bldg. 
MINNEAPOLIS—Andrus Bldg. 

NEW ORLEANS—Audubon Bldg. 

NEW YORK—30 Church St., Hudson Terminal 


Bldg. 
PHILADELPHIA—Franklin Trust Bldg. 
PITTSBURGH—Oliver Bldg. 
ST. LOUIS—Mo. State Life Bidg. 
SAN FRANCISCO—Sharon Bldg. 
SEATTLE—Central Bldg. 
YOUNGSTOWN—Stambaugh Bldg. 
LONDON REPRESENTATIVE — The Youngstown 
Steel Products Co., 316-17 Dashwood House, Old 
Broad St., London, E. C., England. 





| Two New Representatives for De Forest Radio Co. Resumes 


| 


Signal 
J. G. Kirkpatrick has been ap- 


| pointed southern California and Ari- 


| tric 
| Joseph 


zona representative of the Signal Elec- 
Mfg. Co., Menominee, Mich. 
Thiebem, formerly of the 


| Panama Lamp and Commercial Co., 


San Francisco has been made repre- 


| sentative for northern California, Ore- 


gon and Nevada. 
* * * 


Wood & Lane Incorporate 
The Wood & Lane Co., Syndicate 


| Trust Bldg., St. Louis, which has been 
_ manufacturers’ distributor for years, 
| covering the entire southwest, calling 
| on jobbers exclusively, has changed to 
| an incorporated company. under the 
_name of the Wood & Anderson Co. 


The stockholders are A. M. Wood, 
L. M. Wood and G. E. Anderson, all 


| of whom have had more than 20 years 
| in the sale and distribution of electri- 
| cal merchandise throughout the great 











southwest. 
* * * 


Larger Plant for Edison Ap- 
pliance 

The Edison Electric Appliance Co., 

Inc., has purchased a six story fire- 


| proof building at 1910-28 S. 52nd 


Ave., Chicago. This building will add 


| 200,000 feet of floor space or 50 per 


cent to present manufacturing facili- 
ties. 

Bookings of “Hotpoint” electric 
appliances for the first six months of 
1926 were over 50 per cent ahead of 
last year and the acquisition of this 
additional plant capacity was neces- 
sary to meet sales requirements. 

With the building on 52nd Ave. five 
acres of land were purchased for ad- 
ditional buildings as needed. In addi- 


| tion, five acres of land were purchased 
| west of the Chicago plant, at 5600 


West Taylor St. 


Plant Activity 

Announcement is made of a resum)) 
tion of plant activity by the DeFores 
Radio Co., at Jersey City, N. J., a 
cording to a statement issued by th 
company, which will continue produ 
tion under the direction of Arthur D 
Lord, recently elected president. M: 
Lord reports the appointment o: 
Charles A. Rice, former assistant sal 
manager, as director of sales. 

“Comprehensive plans for the com 
ing radio season are being formulate: 
for DeForest wholesale distributor: 
and retail dealers,” says Mr. Ric: 
“Especially in the tube field. In ad 
dition to the present line of highly 
specialized standard audions for re 
ceiving sets, the company is also furn 
ishing a great portion of the tubes 
used in amateur transmitting stations 
in this country and abroad. It is 
supplying tubes also to the United 
States army and navy, as well as to 
foreign governments. It is now plac 
ing on the market a new specialized 
radio frequency amplifying tube to 
be known as the type DL-4, for use 
in neutrodyne sets, and circuits of the 
new bridged type.” 


"+ 


Bosworth Establishes Strong 
Representatives 

The Bosworth Electric Mfg. Co. 
of Cincinnati has recently made sev 
eral additions to its sales organiza- 
tion, in the following territories. 

The Kowfeldt Co., 529 S. 7th 
Street, Minneapolis, has been ap 
pointed Bosworth representative in 
the territory comprising Minnesota, 
Wisconsin, North and South Dakota. 
and the northern Peninsula of Mich 
igan. 

Detsch & Company, 555 Turk 
Street, San Francisco, are west coast 
representatives. They also maintain 














New Plant of Edison Electric Appliance Co., Chicago 
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‘ranch offices at Denver, in charge of | 
‘, E, Wilkins, Los Angeles, in charge | S 
of €. C. Huse, Portland, in charge of | 



































\. S. Detsch and Spokane in charge 
of G. W. MaeNichols. . 
J. H. Lyte, of Narberth, Pa., has 4§$” 
been appointed representative in the 
Philadelphia territory comprising | 
eastern Pennsylvania, part of New 
York, the state of Maryland and | 

Washington, D. C. 
E. A. Hoyt, 25 West Broadway, 
New York, has been appointed rep- | 





resentative in the metropolitan New | 
York district. | 
The Bosworth sales organization is | 

leaded by Mr. Joseph Gerl, formally 


of the Colonial Radio Corporation, | 
Long Island City, N. Y. | 
* * * 


Federal Radio Entertains 
Jobbers 

d The Federal Radio Corp., Buffalo, 

0 \. Y., will entertain its American and 

Canadian wholesalers the first week 


d in August. In addition to exhibits | 
0 and talks on the “Ortho-sonic”’ line, | 
e various amusements have also been | 
€ arranged for the guests of the com- | 

pany. | 
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Mathias 
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e e e 
the positive gear action of 
t The LAUN-DRY-ETTE Washer 
) ; 
in is due in a large degree to the silent 
a, FIBROC gear of FIBROC which serves as the 
a, | Serves the main Criving pinion. Gears of FIBROC i] 
h | Electrical assure not only silent, positive action, 
Rul t but greatly increased life as well. 
‘k r ¥ 
” | wes Throughout the field of electricity 
in | in hundreds of appli- products using FIBROC can be de- 
_ cations. In the Geld pended upon for better service, and 
of radio for panels, 
] cont wn teecietieny es consequently greater sales. 
switchboard panels; - 
aed parts i Follow the developments of this re- 
ane quent: seoqhonton! markable material—they are a guide to 
and dielectric 
For it’s always fair weather when two strength. greater profits for you. 
such lively lighting men as this get to- 
gether. Julius Daniels, who pocketed 
me of the industrial lighting prizes 





iwarded this year by the National Elec- 
tric Light Association, and Al Wakefield, 
who is “Red-Spot”-ing the world with his 
personal brand of commercial lighting fix- 
tures, are here seen ankling down the 
Atlantic City boardwalk. You may won- 
| der why Al lacks a lid—the reason is that 

during the week he wore out two perfectly 
good Sennet straws tipping ’em to the 
Sennet bathing beauties who ornament 
this particular stretch of the ocean’s edge. 


FIBROC | 


INSULATION COMPANY 


1021 Lincoln Avenue — Valparaiso, Indiana 
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The Powerlet Switch Box Series like all “MULTI” and “POWER- 
LET” wiring devices have shown phenomenal growth because they 
are designed to meet the CONTRACTORS needs. Jobbers, every- 
where, are finding it to their advantage to make connections 
with Powerlet line of conduit fittings. 


The Switch Box Series are made in deep and shallow types and 
in single and two gang. There are 20 different types for % in. 
and % in. conduit, having large wire chambers for insulating and 
taping wire joints. A complete line of steel covers is provided. 
The conduit hubs are an integral part of the body assuring rigidity 
and alignment. 


A pocket size “‘Powerlet’”’ catalog, made up especially for you, 
will aid you in making sales. Send for it! 


MULTI ELECTRICAL 


Manufacturing Co. 


1848 W. 14th St., 
CHICAGO, ILL. 








Your home in Cleveland 


Your home there, to be perfect, should be in 
the center of theatre, shopping, and business dis- 
tricts. It should be on all the main motor routes, 
and have complete garage facilities too. It should 
havea popular-priced Coffee Shop served by the 
same kitchen as the luxurious main dining room. 
It should have 600 large, outside rooms, all with 
bath. Its rates should be from three dollars. The 
service goes without saying. We mean the Wine 


ton, of course. J. L. FREE, President 
W. S. Koones, Managing Director 


Cleveland 


PROSPECT AT NINTH 




















Plant Capacity and Selling Pric: 
By LESTER WITTE, C. P. A. 
The relationship between the plan 
capacity of an enterprise and th 
selling price of its product is often 
itimes given too little consideratio: 
in management. Yet it is this r 
lationship that directly affects sale 
volume, and thereby the ultimat 
operating results, more than an) 

other single factor. 

Plant capacity may be define:! 
briefly as the number of units that 
can be produced with the facilities 
available irrespective of the demand, 
competitive conditions and other out- 
side influences. The effect on selling 
price primarily arises because of tlic 
‘manufacturing and other burden, but 
‘productive labor enters into it as well 
‘under certain conditions. 





| The effect of overhead can be dem- 
onstrated readily with a simple illus 
tration. Let it be assumed that a 
plant has facilities for the produc 
tion of 1,000 units of any given prod 
juce that can be sold for $100.00 each 


‘to yield a profit of $10.00. Assume 
‘further that the burden cost per unit 
is $25.00. If the plant operates at 
100 per cent capacity, on which basis 
ithe selling price should be fixed, t've 
lunit profit of $10.00 will be earned. 
But if no consideration is given to 
plant capacity and the selling price 
‘is fixed at $100.00, with the plan: 
joperating at 50 per cent capacity not 
only will there be no profit but a loss 
‘of $15.00 per unit will result. The 
‘reason for this is that the same bur- 
den must be spread over half the 
units the facilities can produce. 

A company situated as the on 
‘illustrated that sets its selling price 
without regard to its plant’s capacit) 
introduces an unnecessary speculative 
element in operations. And for this 
reason if it sets the selling price too 
high, competitive conditions will in- 
duce a restricted volume and if it 
sets it too low, losses will ensue even 
though 100 per cent capacity is at- 
ltained. It is not unusual to find com- 
‘panies operating to capacity through- 
‘out a fiscal year showing a substan- 
‘tial loss at its end and although the 
‘failure to recognize the relation be- 
[tween capacity and price is not the 
‘explanation for this condition in all 
‘cases, it is, in a great many of them. 





It is of importance then for every 
company to know its plant capacity— 
how many units can be produced with 
‘the facilities available and to set its 
| selling prices with this factor in mind. 
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SELL 
HOLYOKE WIRES! 


Jobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
greater 
durability. 





BOXES 


Holyoke Products are: 
Regular single strand annunciator wire 
Regular twisted annunciator wire 
Multiple conductor annunciator wire 

braided cover 
Weatherproof single strand annunciator 
wire 
Weatherproof twisted annunciator wire 
Damp proof office wire. 
< K wire 
Magnet wires 


We want jobbers who 
are not acquainted with 
our policy and our 
products to get in 
touch with us. Stock 
Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 





You've tried the rest 
— now use the best) SPOULS 


The Holyoke Co., Inc. 


611 BROADWAY 
New York, N. Y. 














wt ORICATED 


(Enameled) 


 GALVADUCT 








(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.” 


They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 




















| “The handsomest manufacturers’ agent 


|in New England” is what A. H. (Al) | 





| 'l utin, 120 High St., Boston, Mass., is | 


wegen as. Al has been a great success in 
the past two years with the Steel City line 
and Murray safety switches. He started 
some time ago behind the counter for the 
Wetmore-Savage Electrical Supply Co., 
and then went with the Square D Co. 
Are there any contenders for Al’s title? 





Its consideration is equally as _nec- 
essary as the material and labor cost 
and burden if profits are to be earned 
and unless this item is an integral 
part of its cost finding methods, those 
methods cannot be made to yield their 
|maximum benefits. 

In a normal market where the in- 
terchange of commodities between the 
industries and into consumption flows 





jeremy, the high cost produeer sets 
ithe price at which goods are sold and 
ithe low cost producer earns the ad- 
ditional profit. 
in because of a restricted demand the 
low cost producer, to maintain his 
volume reduces prices and although 
he operates at a smaller margin of 


As competition sets 


profit, the high cost producer does 
so at a loss. On this basis, in the 
normal market, the question of plant 


capacity and price only appeals in 





\its effect on a greater profit margin, 
| but since markets do change from time 
‘to time it should appeal as a help in 
|minimizing losses under adverse mar- 
|ket conditions. 





A 


A Good Will 
Builder 


THAT COSTS NOTHING 





Show your customers the way 
to more profits and your Good 
Will stock jumps. several 
points—and incidentally your 
sales, too. 





Tell your customer that he can 
eliminate the cost of chasing 
conduit threads, thereby in- 
creasing his profits, and he’ll be 
your friend for life. 


| Explain to him that conduit 


equipped with Wedge Thread 
Protectors actually keep the 
threads as perfect as they were 
cut—and the cost is the same 
as unprotected conduit. 





But first be sure you can supply 
him with any sizes he may ask 
for. Order it from your regular 
manufacturer simply by specify- 
ing “Wedge Protected” on your 
conduit orders. 





Pravecnsnecnccteelll 








The Wedge Thread Protector that 
is put on by conduit manufacturers 
before enameling and which can’t 
come off until taken off by a slight 
twist of a wrench,—PERFECT PRO- 
TECTION. 


If your manufacturer says he 
can’t supply you kindly write us 
for the names of manufacturers 
who can. 


The Wedge 


Thread Protector Co. 
3407 Vega Ave. Cleveland, Ohio 











NAA 
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Bell Ringing 
Transformers 


Outlet Box Type 


This remarkable new type is receiving 
exceptionally favorable reception from 
contractors everywhere. M-26 and T-26 
represent the greatest degree of efficiency 
in Bell Ringing Transformers. 


M-26 
8 Volt Type 


T-26 
6, 8 and 14 Volt 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


‘TRANSFORMERS of MERIT for FIFTEEN YEARS }..’ 











M/ u 
RHODE ISLAND 
RED 


ARMORED CABLE 


RUBBER COVERED 
WIRE 


SILK ano COTTON 
CORDS 


RADIO WIRES 








Provipence InsucateoWire(o 


PROVIDENCE.R./. / 





Recognizing the effect of plant 
capacity on price, the question arises 
as to how this capacity can be de- 
termined readily. Machinery, labor 
and time enter into the production of 
most commodities and it is upon these 
that the computations of capacity are 
based. The question is _ naturally 
divisible into four parts. These are 
the computations necessary in a busi- 
ness (1) making one product and 
using skilled bench labor and no ma- 
chinery, (2) making one product, 
using skilled bench labor and ma- 
chinery, (3) making more than one 
product and using skilled bench 
labor and (4) making more than one 
product. using skilled bench labor ana 
machinery. 

The plant capacity or the number 
of units that can be produced with the 
facilities is ascertained as a result of 
a predetermined machine hour and 
labor hour budget. The application to 
any one of the above plant possibili- 
ties after the budgets are established 
is a simple matter. The number of 
productive labor hours in a period for 
one man is obtained by multiplying 
the normal hours in the work day by 
the work days in the period. The 
number of productive men employed 
times the man-hours give the total 
productive man-hours of the plant. 
Adjustment should be made for sea- 
sonable variations, time off and other 
causes excepting time lost due to lack 
of business. If all the men are em- 
ployed turning out a completed prod- 
uct as in the first case, the number 
of units one man can produce in an 
hour times the productive hours gives 
the plant capacity. 

If, as in the second case, a plant 
makes one product using both skilled 
labor and machinery, two budgets 
are necessary, one for the machinery 
and one for the labor. The machine 
hour budget is figured the same as the 
labor hour budget commented on 
above. The plant capacity is the 
number of units the machinery, in 
conjunction with the labor, can pro- 
duce per hour, times the total operat- 
ing hours in the period. If the labor 
performs one operation and the ma- 
chinery another, the product being an 
assembly of the two, care must be ex- 
ercised in the computation to avoid a 
duplication. 

In those cases where more than one 
product is manufactured the problem 
though more complicated, is identical. 
The first essential is a division of the 
plant operations either between the 





Insist on “PRESTO” 


when buying flashing plugs for your 
Christmas trade. 

The popular fancy of the public is 
to use flashing plugs with their 
Christmas tree outfits. 


Tell your deal- 
ers to sell the 
reliable and 
inexpensive 
Presto Flash- 
ing Plug with 
each outfit. 


Constructed 
Better 


Service 


Presto Flashing Plugs are easily displayed 
and sold through this attractive display car- 
tort. Each plug individually packed—ten to 
a carton. 
Some territories still open to established 
manufacturers agents. 


PRESTO PRODUCTS Co. 
126 East 23rd St., New York, N. Y. 














Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has run 
low and you can’t fill a rush order, 
why not let us help you out? 


In all industrial centers are located 
“U. S.” Sales Branches which carry 
complete stocks of wires and cables, 
ready for immediate delivery at 
prices that assure you a generous 
margin of profit. 


“U. S.” Paracore Wires and Cables 
and “U. S.” Royal Portable Cord 
have gained a reputation for su- 
perior quality and assurance of 
satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following Cities: 


Atlanta Los Angeles 
Baltimore Minneapolis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 


Buffalo Omaha 
Philadelphia , 


Chicago 
Cincinnati Pittsburgh 
Cleveland Portland, Ore. 
— Rochester 
enver 

Sacramento 
eel Salt Lake City 
Indianapolis San Francisco 
Kansas City Seattle 


Spokane 
St. Louis 


Trade Mark 
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HEINEMANN ELECTRIC CO. 


““HECO”” PRODUCTS 
PHILADELPHIA, PA. 





30 Amp. 125 Volts 
4-Two Wire Branches 


A Complete Line 


CUTOUTS 


UNFUSED NEUTRAL 


OPEN TYPE COVERED TYPE 





3315 


30 Amp. 125 Volts 
3-Wire—3-Two Wire Branches 








KILLARK 


Box Cover 
Transformer 





FIVE SELLING POINTS 


Which will help you sell the Killark 
box cover transformer: 

1. It will fit on any standard 4” or 
3” round or octagonal box. 

2. By the use of this transformer, 
it is umnecessary to leave the 
wires unprotected by conduit. 

3. The transformer is guaranteed 
by the manufacturer. 

4. It may be returned to the fac- 
tory for free replacement if not 
satisfactory. 

5. It is fully approved ‘by the 
Underwriters. 


KILLARK ELECTRIC MFG. CO. 
3940 Easton Ave., St. Louis, Mo. 








Left to right, E. L. Johnson, manager 


| of Graybar’s Davenport, Ia., house, A. E. 


Johnson, salesman for same and H. N. 
Remington, Iowa, representative of the 
International Creosoting & Const. Co. 





products or still further between the 


| parts that go to make the products. 


The maximum units that can be pro- 
duced is figured in the same manner 
as the more simple cases illustrated. 
Setting selling prices on a basis of 
plant capacity will assist materially 
in maintaining sales volume and 
profits in any market. 
* * * 
Bunch Studies Battery Situa- 
tion in the West 
C. H. Bunch, chief electrical engi- 
neer of the Acme Electric and Manu- 
facturing Co., Cleveland, manufac- 
turer of radio battery chargers and 
allied electrical equipment as used in 
radio, has taken an extensive trip 


throughout the West and the Pacific 











Coast in the interests of the above 


company. 














E. S. Ridgway, formerly vice-president 
and general manager of the Utensils Com- 
pany, Fort Wayne, Ind., has been ap- 
pointed general sales manager of the Elec- 
tric Household Utilities Corp., Chicago 
(formerly Hurley Machine Co.). The ap- 
pointment of Mr. Ridgway is part of the 
program of sales expansion recently an- 
nounced by this company. He will have 
complete charge of sales of “Thor” wash- 
ers, ironers and vacuum cleaners. 
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IS REPEAT BUSINESS 
POSSIBLE ? 


—~ 










The TRICO 
Powder-Packed 
Renewal 
Element 


“Famous 
For 
Performance” 


The “Famous Performance” and the non- 
inter-changeability of the Powder-Packed 
Renewal Element used in TRICO Renewable 
FUSES insures repeat business for the 
Trico Jobber. 

The Powder-Packed Renewal Element of 
TRICO Renewable FUSES is so con- 
structed that other links cannot be substi- 
tuted—thus assuring the customers return 
to the Trico Jobber for his future fuse and 
renewal requirements. 

Besides the non-inter-changeability of the 
TRICO Powder-Packed Renewal Element, 
there is the Time-Limit feature which 
makes it possible for the Jobber to sell 
Performance, not merely fuses. 

Are you benefiting through repeat business 
by selling TRICO Renewable FUSES? If 
not—get in line NOW! We have a won- 
derful proposition for any jobber who is 
int-rested in repeat business—WRITE 
NOW! for further information. 


TRICO FUSE MFG. CO. 


1003 Cold Spring Ave. 
MILWAUKEE, WISCONSIN, U. S. A. 














































THE TIME 
HAS COME 


TO PUSH 


AISLELITES 











The day of the universal use of 
Aislelites in playhouses, motion pic- 
ture theatres and auditoriums is now 
at hand. They have become a 
necessity in the up-to-date amuse- 
ment house for they insure a safe 
and speedy seating of patrons as 


well as a safe and speedy exit. 


Jobbers’ salesmen should grasp 
this big opportunity for increased 
sales by pushing Aislelites NOW. 


Send for complete selling infor- 


mation. 


EXHIBITORS SUPPLY CO., 
825 S. Wabash Ave., 
Chicago, Ill. 











148 


THE JOBBER’S 


Mm) SALESMAN 





“FOUNDED ON THE BELIEF THAT THE 





HARTFORD 
TIME 
SWITCHES 


Nationally recognized and inter- 
nationally known and appreciated 
for the dependable, lasting serv- 
ice which they give. A type in 
wide range of capacities for 
every practical time switch serv- 
ice and—guaranteed. 


Write for 
and prices. 


A. HALL BERRY 


General Sales Agent 
71-73 Murray Street 
New York, N. Y. 


descriptive Bulletin 








Universal Fuse 
and 
Circuit Tester 


Shocks, Burns or Loss 
of Time Never Occur For 
With the Universal 


AC. or DBL. 
Circuits 110 to 600 
volts 


Has proven by 
test with the 
smallest to the 
largest Light & 
Power Companies, 
Industrial Com- 
panies, Railway 
Companies, 
trical Contractors 
to be the 
handy and 
test. 


Elec- 


most 
safe, 


economical 


More than 20,000 
in use today. Fully 
guaranteed for one 
year, will last 
many. 


SALESMEN CAN MAKE 10% 


Jobbers Salesmen 
nd attached to company’s regular order 
for any number of testers, a check will be 
mailed direct to 10% of 
order. 


If this ad is signed by 
na 
Salesman for 


ELECTRIC TESTER MFG. CO. 
1844 E. Glisan Street 
Portland, Oregon 
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Kearney Organizes New Com- | 


pany 


The James R. Kearney Corp., 


| St. Louis, maker of underground and 
| overhead utility equipment, has been 


James R. Kearney 
organized under the directorship of 
James R. Kearney, a prominent figure 
in the electrical industry. 


For vears, Mr. Kearney has been 


associated with the electrical industry. | 


He gained practical experience with 
the Topeka (Kansas) 


Matthews Corp. and at the 


| time of his resignation was vice presi- 


dent, a member of the board of di- 


| rectors and sales manager of elec- 
| trical sales in the United States, Ca- 
| nada, Mexico and Cuba. 


| trical field are 


Several prominent financial figures 
and well-known engineers in the elec- 
associated with Mr. 
Kearney in his new corporation. 


Because of his practical experience 


| in the electrical industry, Mr. Kear- 


| ney is recognized as an authority on 


| pole line and underground construc- 


tion, plant engineering and specialty 


| equipment manufacturing. 


port, 


* * * 


Tape Company Appoints 
Representatives 


The Superior Insulating Tape Co., 
St. Louis, Mo., manufacturer of auto- 
mobile and electrical rubber and fric- 
tion tape announces the appointment 
of Joseph P. McLaughlin of Bridge- 
Conn., and the Walker-Lilly 
Electric Co., Louisville, Ky., as_ its 


| representatives calling on the jobbers 


in their respective territories. They 
will handle the entire line. 
C. M. McIntosh of Denver, Colo., 


has been appointed exclusive repre- 


Edison Co. | 


Later, he became associated with the | 


\ 


COLLYER 
Silk and Cotton | 
ords 


Ask about our 
display rack—it 
makes the sales 


ColluerInsulated Wire Co. 


PAWTUCKET, R.T 








GENERAL 
PORCELAIN CO. 


Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 














Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card usere—superiority 
of engraving and the 
convenience of the book 
form style ex- 
Plains why. 

Send for 


The John B. Wiggins Company 
lished 1857 


Engravers Makers Die Embossers 
1157 Fullerton Ave. 
105 Peoples Gas Bidg. 





CHICAGO 
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\ Superior Quality 
Supplied with 
Superior Service 


Four Hundred 
Jobbers Stock 
S I Goods! 


SUPERIOR INSULATING 
TAPE Co. 


3046 Lambdin Avenue, 
St. Louis, Mo. 














| ASK 
JIM BETTS 


Every kind of motor and motor- 
less flasher for every kind of 
electrical sign 





1390 SEDGWICK AVE., N.Y.C. 








aI 


fe 


Ie 





NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
AWY SPECIFICATION 


—L——S SS 


To CashInOn BELL Poles 
SEND FOR BOOKLET CONTAINING 
eo (VALUABLE ~ 




























sentative and_ district manager 
throughout Arizona, Colorado, Idaho, 
Montana, New Mexico, Utah and 
Wyoming. 
* *& * 
Latest Trade Literature 
Cutler-Hammer Mfg. Co., Milwau- 
kee, Wis. — “Industry’s Electrical 
Progress’—an_ attractively printed, 
bound book relating to the develop- 
ment of motor control apparatus. 


Hart & Hegeman Mfg. Co., Hart- 
ford, Conn.—the new catalog “S” is 
now available. This catalog contains 
new listings of flush switches, snap 
switches, canopy switches, adjustable 
candle sockets, canopy receptacles and 
combined tumbler switches and re- 


ceptables. 


Autovent Fan & Blower Co., Chi- 
cago.—A new catalog, known as the 
12th edition is ready for distribution. 
This catalog, which shows the entire 
“Autovent” line, will be sent to the 
list 
dealers, and contractors. 


company’s entire and jobbers, 


Bosworth Electric Mfg. Co., Cin- 
cinnati—A composite booklet called 
“Product and Policy” comprising a 
collection of the company’s literature, 
of advertising 
that it is doing, ete., dealing with 


samples newspaper 
Bosworth radio sets. 


Standard Electric Stove Co., Toledo, 
O.—A new complete catalog of the 
Standard line, including not only 
ranges but small heating devices. Sev- 
eral range numbers shown have never 
appeared in past catalogs. Unusually 
well printed, 32 pages and cover. 
Catalog No. 15. 
* * * 
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“The House of a Thousand Lanterns” 
Weatherproof 


Copper Lanterns 
Never Rust 





Help Make More 
Sales With Less 
Effort 





Sold Thru 
Distributors 








Write for Booklet #15 





No. 243 


Gruber Brothers 


392 Broadway New York, N. Y. 











YAGER’S 


Soldering 





Salts Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 














Wrigley Toggle Bolts 


“Wrigley 
For Quality” 














= Made of heavier 
_ 

o = 

on =5 gauge steel. 

= z w Can be put through 

x4 2s smaller holes than 

” = s the ordinary toggle 

= -- bolt. 

So 

= First toggle bolt 


made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, Ill. 


























CE 
| | \I| 
II) etain or ll 
Sutt Treated | 

Northern 
White Cedar 


i | 
| Western HIN 
Red Cedar | 
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T. M. PARTRIDGE 


umber Company 
{ Minneapolis, Minnesota 
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The new Tork Light 


Display Set is entered 
in the August Contest 


A corking good window or counter display, a special offer to dealers 
and The Jobber’s Salesman prize of $25.00 for good measure ! 
Display stands 18 inches high and takes only 30 inches in width and 
18 inches in depth. The two outside panels are papered with rich 
wallpaper designs which beautifully set off the Upandown Brackets. 


SPECIAL PRICE TO DEALERS - - $120.00 net 


CONTENTS RETAIL PRICE 


2-No. 1011 Upandown Brackets { Ebony], 

2-No. 311 Shade Grips ey —~ 
2-No. 111 Calcite Shades $3.00 
1-No. 2011 Tilting Ball {Ebony}, $6.00 
1G-10 1/10 Watt Neon Lamp $1.00 


(The guide light that burns night and day for 10 cents a year. 


Display Panels, Complete No Charge 


RETAIL VALUE OF SAMPLES - $19.20 


Start taking orders at once for the Tork 
Light Display Set. All of your dealers 
should have one. If you have not got 
complete details in your price book write 
us at once. Return mail service on all 
inquiries. Address: 


TORK COMP ANY, 12 E. 41st St., New York 
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Collyer Insulated Wire’ Co................. : 
Consolidated Lamp & Glass Co 

Cyech ©o., TG; “i wee cen. 
Curtis Lighting, 
Cutler-Hammer Mfg. Co 


Diehl Mfg. Co........... 
Dongan Electric Mfg. 


Eagle Radio Co 

Economy Fuse & Mfg. Co... 
Edison Lamp Works....:.......... 
Electric Tester Mfg. Co 
Electrical Testing Laboratories 
Emerson Electric Mfg. Co 
Ericson Mfg. C 

Erie Malleable Iron Co 
Exhibitors Supply Co 


Fansteel Products Co., 

Federal Radio Corp 

Fibroc Insulation Co 

Firestone Tire & Rubber Co 
Flexible Steel Lacing Co.......................- 


Garland Mfg. Co 

General Porcelain Co 
Goodrich Electric Co 
Gould Storage Battery Co... 
Grahling Bros. Co 
Grigsby-Grunow-Hinds Co 
GoraaBer Sei ncs cain het seein 
Hamilton Beach Mfg. Co 

Hart & Hegeman Mfg. Co....... 
Hartman Electrical Mfg. Co.. 
Heinemann Electric Co 
Hemingray Glass Co 

Holyoke Co., Inc., The 

Hotel Winton 

Howard Radio Co. 

Hubbard & Co 

Hubbell, Inc., Harvey.......-...- 


lig Electric Ventilating CO... nonne--nnnee--- 
Indiana Rubber & Insulated Wire Co... 


Inland Glass Co 

Kellogg Switchboard & Supply Co........ 
Killark Elec. Mfg. Co.....-.-....--------0-0----++ 
Klein & Sons, Mathias..................... 
eg OS) ft ae © : Ree nan name ne eon nnn 


Leach Co.’ Wie. : 


McGill Mfg. Co 

Mid-West Metal Products C 

Miller Co CMBR AE AP ee DIE ee reer 
Modern Electric Mfg. Co * 
Multi Electrical Mfg. Co.......................- 
Muter & Co., Leslie F 


National Carbon Co.................. 71, Inside 

Front Cover and Inside Back Cover 
National LAmp W GEES... 62... a—5s, . 65 
National Screw & Mfg. Co.................. ve 40 
Northern Electric Co 


Okonite Co 


Packard Electric Co 

Partridge Lumber Co., T. M... 
Pass & Seymour, Inc......................... 
Presto Products Co.....:................... 
Providence Insulated Wire Co 


Radio Corp. of America 

Reflector & Illuminating Co...... ihe wes 
Reliance Automatic Lighting Co 
Reynold Springs Co 

Richards & Co., Inc., Geo 
Roach-Appleton Mfg. Co. 

Rome Wire Co 


(Continued on 149) 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 


























“We are more 


IN GALENA, ILL., the Altona Bat- 
tery Co. finds Eveready Columbia 
Dry Batteries, joined with Eveready 
Radio Batteries and Eveready Flash- 
lights and Batteries, are important 
items in its business of automobile 
and radio supplies. “We are more 
than satisfied with sales of the 
Eveready line and with Eveready 
service,” writes Mr. Robt. G. Altona, 
“having had exceptionally few 


than satisfied” 


comebacks, which you have always 
made good without hesitation.” 

Eveready Columbia Dry Batteries 
are also noted for the comparative 
ease with which jobbers’ salesmen 
sell them. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 
New York San Francisco 


Atlanta 
Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 


Chicago 


EVEREADY 


COLUMBIA 
Dry Batteries 


-they last longer 





LAN NOW 


for a big-profit lighting season 





Whether you like it or not, this is going to be a big season 
for Commercial Lighting. 

Your problem is to squeeze more profit out of the busi- 
ness. 


You can do it with “Red Spots.” 


“Red Spots” are easy to sell to the contractor because 

you can prove to him that they save him so much high- 

priced labor that he can bid lower and make more profit. 
That’s the kind of material 

he’s looking for—it’s the kind 

of material he re-orders—it’s 

the kind that makes friends 

and money for you. 





We're glad to go 
right out on the job 
with vou and help you 
sell “Red _ Spots.” 
Write. 


The F. W. WAKEFIELD 
BRASS COMPANY 


VERMILION, OHIO 





Manufacturers of 


Wakefield 


‘Red Spot” Hangers 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 














